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HOW TO ATTRACT 
More Motorists 2 your station 


ae the ERIE M-P system 
ie DEHYDRATION #522Et 


NEED 
Jat NO PUMPING UNIT 
ERE we apply our aviation fueling experience to service station e 
fueling—the Erie M-P System concentrates storage and pumping at NO MOTOR 
one remote location and makes use of economical Erie M-P dispensers, = 
the “pump” without a pumping unit—without a motor and without an NO AIR ELIMINATOR 
air eliminator. Booklet 1382 describes the many advantages of the 
Erie M-P System that includes quiet, fast and economical operation— 
gasoline is pushed not pulled thru the system, vapor lock is impossible 
and the lightest and most volatile fuels can be efficiently dispensed 
regardless of temperature conditions. The addition of the Erie Dehy- 
drator in the system removes all entrained water and filters the fuel 
thru the equal of a 350 mesh screen (40 Micron size). This makes 
any fuel a better fuel—offers the motorist more for his money 
and attracts more of them to your islands. 
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Sulletin No. 13 F2 complete. 
ly describes the Erie “M-P” 
System with and without 
Dehydrator. Write for your 


ERIE METER SYSTEMS, INC. 


Wain Office and Plant: ERIE, PA. 
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We put 30 years of work into this pin 


You’ve seen plenty of service pins. You may wear one yourself indicating five, 
ten, twenty-five years of service with your company. 


But the pin you see illustrated here is a different kind of pin. We had it made 
to symbolize thirty years of special service—not to any one company—but to 


the entire petroleum industry. For it was just thirty years ago—on February 2, 
1923—that the first gallon of ‘“‘Ethyl’’ gasoline was sold to a motorist and the 
long list of Ethyl services was started. 


We believe this thirty years of experience is one of the most important ingredi- 
ents in Ethyl antiknock service. For while one pound of antiknock compound 
may be very much like another—its value to the refiner depends largely on how 
it is used. From the very beginning, Ethyl has had as its principal objective not 


(Continued on next page) 
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We put 30 years of work into this pin 


(Continued from preceding page 


only the efficient manufacture of a product, but the development of services 
which would help our customers get the most out of that product. 


That’s why for example, Ethyl has carried out an intensive year-in, year-out 
advertising and sales-promotion program to promote the premium-gasoline mar- 
ket. That’s why we set up the Ethyl Research Laboratories and a network of 
gasoline testing laboratories. That’s why Ethyl pioneered a wide variety of pro- 
grams, not only in the passenger-car market, but in the bus, truck and farm- 
tractor fields as well. That’s why Ethyl offers numerous safety services, dealer- 
education programs and technological helps to refiners. 


These services are doubly valuable because the men who bring them to you 
have many years of personal experience. Many of our people wear service pins 
indicating five, ten and twenty-five years of working with Ethyl for the petro- 
leum industry. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


Ethyl service is backed by 30 years of antiknock experience 


RESEARCH SUPPLY SERVICE TECHNICAL REPORTS 


SALES HELPS ROAD TESTING GASOLINE TESTING 
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* IT’S A NEW KIND OF TRUCK! 
_ The Autocar V8 


* 






One of the first V/8s has 
been delivered to Couch 
Motor Lines where its 


You'll like the way Autocar engineers have combined high power 
with low weight. The V/8 valve-in-head engine develops better than 
200 horsepower. It gives you V/8 smoothness and a margin of power 
that handles any road or load more easily than ever before. And the 
chassis saves hundreds of pounds in weight without sacrifice of 
sturdiness. See it at your Autocar branch or write today for the 
Autocar V/8 booklet. 


AUTOCAR TRUCK THE AUTOCAR COMPANY, ARDMORE, PA 


Established 1897 


performance, economy 
and extra load-carrying 
capacity are fulfilling 
every expectation. The 
Autocar V/8 is now also 
' available in 4 and in 
4 6-wheel trucks. 
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The Autocar Company, Ardmore, Pa. 
The Autocar V/8 sounds good to me. Please send me the booklet. 
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as the need for bul liquids has grown, new GATX tank cars 
have been designed, 
built and operated 


by General American 


The GATX fleet of 45,000 tank 
cars contains more than 200 
specialized types to meet the needs 
of bulk liquids shippers. 


135 S. La Salle Street, Chicago 90, Illinois 
Offices in all principal cities 
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COMING MEETINGS 


FEBRUARY 

Oil Industry TBA Group, West Coast Division, 
second annua! meeting, Whitcomb Hotel, San 
Francisco, Feb. 24 

Wisconsin Petroleum Assn., annual convention, 
Schroeder Hotel, Milwaukee, Wis., Feb. 25- 
26. 

MARCH 

American Society for Testing Materials, spring 
meeting and committee week, Detroit, March 
2-6. 

Illinois Petroleum Marketers Assn., Hotel Sher- 
man, Chicago, March 10-12. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Wallick Hotel, Columbus, Ohio, March 17-19. 

Texas Oil Jobbers Assn., annual convention and 
exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 

Western Petroleum Refiners Assn., annual 
meeting. Plaza Hotel, San Antonio, Texas, 
March 23-25. 

National 0'l Jobbers Council, Jefferson Davis 
Hotel, Montgomery, Aia., March 26-28, 

Association of Eastern Petroleum Credit Man- 
agers, annual conference, Claridge Hotel, 
Atlantic City, March 29-April 1. 


APRIL 

Indiana Independent Petroleum Assn., spring 
convention, Hotel McCurdy, Evansville, Ind., 
April 15-16. 

National Petroleum Assn., Cleveland, Ohio, 
April 15-17. 
ational Tank Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fla., April 16-19. 

American Petroleum Institute, Division of 
Transportation, products pipeline conference, 
Hotel Muehlebach, Kansas City, Mo., April 
20-22. 

Michigan Petroleum Assn., annual spring con- 
vention, Detroit Leland Hotel, Detroit, April 
21-22. 

Independent Petroleum Assn. of America, Jef- 
ferson Hotel, St. Louis, Mo., April 27-28. 


MAY 
led Petroleum Gas Assn., Conrad Hilton 
Hotel, Chicago, May 3-6. 

American Petroieum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 

Pennsylvania Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

American Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14. 

International Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

Empire State Petroleum Assn., Inc., annual 
meeting, Hotel Roosevelt, New York, May 
17-19. 

National Fire Protection Assn., annual meet- 
ing, Palmer House, Chicago, May 18-22. 
Virginia Petroleum Jobbers Assn., spring meet- 
Ing, John Marshall Hotel, Richmond, Va., 

May 21. 

Independent Oil Men’s Assn, of New England, 
annual convention, Statler Hotel, Boston, 
May 22. 

Virginia Oll Men’s Assn., spring meeting, John 
Marshall Hotel, Richmond, Va., May 22 

North Caroli On Jobb Assn., annual 
spring convention, the Carolina, Pinehurst, 
N. C., May 27-29. 





JUNE 
American Assn. of Battery Manufacturers, 


Chateau Frontenac, Quebec City, Que., June 
1-3. 
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Features: 


A Profitable Management Plan 47 


Jobber’s cabinet of key men develops new ideas to in- 
crease business and watch operations to see that there 
are no profit leaks. 


Station Inventory Control 64 


Inventory control systems are designed to permit close 
control of dealer credit on gasoline purchases. 


Equipment for Oil Marketers 69 


The latest in oil marketing equipment, plus news 
about the people who make it and sell it. 


Reducing Truck Weight 86 


The use of light metals in truck construction helps 
give the oil marketers a greater payload while com- 
plying with all truck regulations. 


Accounting for Profit 89 
How a Texas consignee has designed an accounting 


system which helps achieve maximum profits at mini- 
mum costs. 
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A pioneer and leading marketer of detergent inhibitor additives, 
the Enjay Company with its affiliates has constantly expanded its 
PARANOX production facilities to keep pace with the greatly in- 
creased demands of the petroleum industry. More and more 
refineries and marketers of leading motor oils are using Enjay 
PARANOX additives to improve the quality of their products. 


A complete line of dependable products for industry 


PETROLEUM 
PARANOX 


PARADYNE 
PARATAC 

ENJAY Anti-Freeze 
PETROHOL 

Methyl Ethyl Ketone 
Dewaxing Aid 

Ethyl Ether 
Isopropyl Ether 
Reference Fuels 


SURFACE COATING 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
Secondary Buty! Alcohol 
Secondary Butyl Acetate 
Isopropyl! Acetate 
Acetone 

Methy! Ethyl Ketone 
Ethyl! Ether 

Isopropyl! Ether 
Dicyclopentadiene 
Naphthenie Acids 
Iso-Octyl Alcohol 

Decy! Alcohol 
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PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
Iso-Octy!l Alcohol 
Decy! Alcohol 
Tridecy! Alcohol 
Dicyclopentadiene 
Isoprene 
Butadiene 

Ethyl Ether 
Isopropy! Ether 
Tripropylene 
Tetrapro>ylene 
Aromatic Tars 
Acetone 

Methyl Ethy! Ketone 


The Enjay Company has long been recognized as a leader 
in the development and marketing of high-quality prod- 
ucts for the oil, surface coating and chemical industries. 
Backed by greatly expanded plant and distribution facili- 
ties, the Enjay Company is supplying a constantly grow- 
ing list of chemical products to many different industries. 
BE SURE TO CALL ON ENJAY FOR YOUR CHEMICAL NEEDS 


ENJAY COMPANY, INC. 


15 West Sist Street, New York 19, N. Y. 
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Behind Our Headlines 


When an event or an activity at the capital in Washington 
so impresses one of our tough-hided reporters that he is moved 
to take pen in hand and deliver himself of a “Dear Boss” letter, 
THAT’S NEWS—and the excuse for our letting you read that 
news below. From here on the words are those of NPN’s six 
foot-four inch Glenn Green, Jr.: 

“Common sense is so rare around so many government 
agencies, I thought you might like to hear about the exception. 

““"Way back in the ’30’s, during Dan Roper’s tenure as Com- 
merce Secretary, an outfit called the Business Advisory Council 
was established. 


“The idea: To furnish the secretary and the President with 
authentic, realistic information on what is worrying the busi- 
ness community and to recommended appropriate government 
action. 

“Members are nominated by the council and are invited by 
the Secretary of Commerce to join it. Membership is made up 
of outstanding business executives and administrators. Mem- 
bers serve two five-year terms, then become ‘graduate’ members. 

“Today, there are about 60 ‘active’ and some 160 ‘gradu- 
ate’ members. The council is broken up into various committees 
to study such economic factors as labor, the antitrust laws, etc. 

“On the ‘active’ list at the present time are Eugene Hol- 
man, president, Standard Oil Co. (New Jersey), T. S. Petersen, 
president, Standard Oil Co. of California, and L. F. McCollum, 
president of Continental Oil Co. 

“The group meets four times a year, in addition to con- 
tinuing committee work. 

“Its recent report to Secretary Sawyer (ex-Secretary now, 
that is) on ‘Effective Competition’ and the hodgepodge ‘damned 
if you do; damned if you don’t’ state of the antitrust laws is 
one of the more outstanding results of the council’s work. 

“Incidentally, President Eisenhower is fully aware of the 
council’s existence and has praised it. 

“It probably isn’t too much to hope that the council's 
counsel may get a bit more attention under the Eisenhower 
Administration than under a couple of preceding regimes.” 
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BUSINESS STAFF Other 
CLEVELAND Platt Petroleum Publications 


Treasurer 
Petroleum Processing 
Circulation Monoger 


Oilgram News Service 


Sales Representatives 
Wolter G. Berger 


George C. Hodgson 
George Reid 


Oilgram Price Service 
Oil-Law-Gram 
Oil Price Handbook 


James B. Dunn 


PHILADELPHIA Charles J. Jefferis 
SAN FRANCISCO Rogers P. Parrott 


TBA Directory 











DID YOU KNOW THAT 
UNIVERSAL SERVICE PROTECTS 
youR Investment 7 ways? 
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UNIVERSAL LICENSEE INSTRUCTION 
PROTECTS YOUR INVESTMENT 


Because the efficiency of any refining process is highly 
dependent upon the knowledge and ability of the operators, 
Universal has experienced engineers to train refinery operating 


staffs in the proper operation of processing units. 


This instruction is particularly valuable after a new unit is 
placed on-stream, although it is utilized widely on a continuous 
basis to keep operators abreast of the most modern methods and 
techniques, and to assure the refiner of the correct operation 


and highest efficiency of his processing facilities. 


Operator instruction by capable UOP engineers is an important 
element in the refinery production picture—just another way 


in which Universal Service Protects Your Investment. 


UNIVERSAL OIL PRODUCTS COMPANY 


General Offices: 30 ALGONQUIN ROAD, DES PLAINES, ILL., U.S.A. 
Laboratories: RIVERSIDE, ILLINOIS 


Universal Service Protects Your /nvediment 

through laboratory research . . . pilot plant’studies . . . design and 
engineering . . . construction supervision . . . licensee instruction . . . 
post on-stream service . . . collateral services. 





Do you own a salesman who looks like 


THIS? 


Think Twice Before You Answer, for 


Your Package-Design Is a “Salesman,” Too! 





x Scores of products on the market today are 
seriously held back by antiquated design. 

We have helped many such products 

to a new lease on sales by replacing an 
out-dated package with modern 

lithography of “Instant Impact’’* design. 

May we do the same for you? 

Samples gladly shown on request. 


*Instant Impact’’ is a new, colorful 
concept of Descriptive Design, originated 
by Crown to help lithographed packages 

meet the accelerated pace of modern 
selling and the growing importance of 
impulse sales. Not only do these designs 
grab attention, but at a glance they 

tell a story that sells ! 








Three Features from Crown's 
Complete Line for the Oil Industry: 
“Quarts”; “Gallons”; 5 Gallon Pails 
with rigid, reversible POR-RITE Spout 


One of America’s Largest Can Manufacturers ( RO} N Ow 


Division of 
CROWN CORK & SEAL COMPANY 


PHILADELPHIA, CHICAGO, ORLANDO, NEW YORK, BALTIMORE, BOSTON, ST. LOUIS 
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U-S*S COR-TEN High Strength STEEL 






@ Here’s a unit that was designed for maximum 
weight reduction. It was built with U-S°S Cor- 
TEN steel by the Butler Manufacturing Com- 
pany, Minneapolis, Minnesota. 

The capacity of this trailer tank is exactly 
the same as if it had been built of plain carbon 
steel . . . yet it is 1,120 pounds lighter! 

By getting rid of this costly deadweight, the 
operator enjoys lower fuel bills. Tires and brakes 
last longer and license fees are usually lower. 


And, of course, all of that means... 


o J 
--- higher propite/ 
. IN SHORT, when compared to construction with carbon 
steel, your tank can be built larger without increasing 
weight or operating costs, or it can be built lighter and 
operating costs reduced without reducing capacity. 

In either case, U-S‘S Cor-Ten High Strength steel 
makes a stronger, longer-lasting unit. The reason being 
that, section for section, Cor-TEN steel has 50% higher 
yield point than ordinary steel. Also, it offers 4 to 6 
times the resistance to atmospheric corrosion and a 
high resistance to load surge and road vibration. 

What’s more, it costs very little extra to build lighter 


UNITED STATES STEEL CORPORATION, PITTSBURGH - 
WATIONAL TUBE DIVISION, PITTSBURGH « 


—_—wm + ew 
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AMERICAN STEEL & WIRE DIVISION, CLEVELAND - 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S‘S COR-TEN High Strength STEEL 


7. AY. 2D 


@ When loaded, this tanker, built of Cor-Ten 
steel by the Brown Steel Tank Company, 
weighs exactly the same as if it were built of 
carbon steel . . . yet it can haul 155 extra gallons! 

Cor-TEN steel construction trimmed off 932 
pounds of useless, expensive deadweight. That 
reduction in deadweight permitted an increas? 
in capacity with no increase in loaded weight. 

The operator can now deliver 7,000 gallons 
for the same or less cost as for 6,845 gallons 
carried in a unit made of carbon steel, and 
that means... 


* * 
.. higher propite/ 
and stronger with Cor-TENn steel. In fact, we can show 
you cases where Cor-TEN construction costs not a cent 
more than heavy construction with plain steel. As a 
result, the Cor-TEN equipment started paying divi- 
dends in clear profit right away. 

If you want to know more about lighter, stronger 
construction with U-S’S Cor-TEen High Strength steel 
. . . if you want to know how you can make your 
equipment more profitable and easier to maintain . . . 
a phone call or a letter to our nearest office will bring 
you all the facts. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
* UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
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Into San Francisco Bay come tankers’ carrying 
Sumatran crude—returns on the gamble Standard under- 
took nearly 30 years ago. Other shipments go elsewhere 
in the world, aiding progress and adding defensive strength. 
Four friendly nations in particular benefit directly. First, of 
course, is the young Indonesian Republic, of which Sumatra 
is a part. Then Australia, Japan and the Philippines. They 
produce practically no oil of their own, but will be supplied 


From faraway 
places—more 


oll for you 


In Sumatra back in 1924, Standard Oil Company of California geologists 
began mapping possible deposits of oil. But not until last year did Sumatran 
wells start adding to available oil supplies. This operation, costing some 
$62 million to date, was pioneered by Standard. It is now carried on jointly 
with The Texas Company under the name “‘Caltex.” 





in the near future by refineries which Caltex is helping to 
build. G And, of course, the Sumatran oil brought into this 
country helps keep you in gasoline and the many other 
petroleum products you’ve come to rely on. 9 The foreign 
activities of Standard Oil Company of California, typified by 
this flow of crude from faraway Sumatra, are constantly 
being expanded, as an added guarantee that petroleum 
needs of the free world will continue to be met. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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How many chores does 


U.S. Rubber’s hose perform? 


Loading Bunker oil, Ethy! gasoline and 
regular gasoline through U.S. Rubber’s 
Amazon Dock Hose. 





: : Pumper trailer wifh U.S. Rubber’s neo- 
Here are but a few examples of the many installations prene-covered fire hose. Capacity is 500 


where “U.S.” hose is working daily on the docks and gallons per minute. 
throughout the entire refinery. You'll find it transporting 
oil, gasoline, washing down, thawing out, dissipating vola- 
tile gases. You'll find it ready to fight fires and perform 
many other special jobs...in fact, there is a “U.S.” hose 
for every refinery need. Refinery men know that United 
States Rubber Company hose always exceeds the stand- 
ards of safety boards and protective statutes. For complete 
hose information, write to address below. 























U. 8S. Matchless® Steam 
Hose on a typical hose 
rack in a refinery. 


PRODUCT OF 





UNITED STATES RUBBER COMPANY 


' MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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KEEPING PACE 





TYPE 290 
LOADING 
ASSEMBLY 






WHEATON BRASS We 


UNION e NE W J 
DISTRIBUTORS IN ALL PRINCIPAL 


In Canada: EMPIRE BRASS MFG. CO., 
LTD., LONDON, ONTARIO 

In England: EMCO BRASS MFG. CO., 

LTD., MILL LANE, WADDON CROYDON 
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-the new Wheaton plant 


—TO BETTER SERVE THE INDUSTRY... This new, thoroughly 


modern Wheaton plant — complete from fully equipped machine shop to stream- 
lined assembly lines —is geared to petroleum progress. Expanded research and 
development facilities mean you can continue to look to Wheaton for the finest, 
a most serviceable products that modern techniques can design and build. Strategic 
location on a network of excellent highways means your shipments reach you 
when you need them. For fast service on standard items specify Wheaton. For 
engineering assistance on special bulk handling problems, contact a Wheaton 


i fan sales engineer! 


SINCE 1892 Wheat FAUCETS + VALVES + JOINTS 
on COUPLINGS + LOADING ASSEMBLIES 


WHEATON BRASS WORKS 
UNION, NEW JERSEY 





Please mail my copy of the new complete Wheaton catalog. 
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4 powerful reasons why you 
get more of what you want in 


1953 CHEVROLET 


Advance-Design Trucks 


MORE TRUCK FOR LESS MONEY! Chevrolet trucks list for less 
than any others of comparable specifications. Yet they bring you 
features and advantages found in few other trucks. For example, 
the advanced Loadmaster engine—standard in 5000 and 6000 
Series heavy-duty and forward-control models (optional on 4000 
Series heavy-duty trucks )—now has a new high-compression ratio 
of 7.1 to 1, and delivers even more horsepower than before. 


FACTORY MATCHED TO YOUR JOB! Every unit of the Chevrolet 
truck you buy is balanced to the job. Tires, axles, springs, engine, 
frame, body and brakes form a team carefully engineered for the 
greatest efficiency—and the lowest cost. 


GREATER VALUE IN FEATURE AFTER FEATURE! Two great valve- 
in-head engines—the Thriftmaster and the Loadmaster—provide 
greater gasoline economy. Hypoid Rear Axle, Unit-Designed 
Bodies, Flexi-Mounted Cabs and many other Advance-Design 
features offer value unmatched by any other truck at such low cost. 


MORE RUGGED THAN EVER! In 1953, Chevrolet trucks are even 
sturdier. Bigger, more durable brakes on many models; heavier, 
more rigid frames and stronger construction lengthens truck life 
and lowers your hauling costs. See your Chevrolet dealer. Chev- 
rolet Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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for best service, easiest maintenance 
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THE NEW 
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This newly designed Buckeye valve offers easy accessibility 

when installed in service station pumps\gs shown. It is all- 
brass construction, offers gasoline resistant “O” 

ring seals throughout, and can be serviced\without 

breaking the union or disturbing pipe 

connection. Requires no special tools to service. 


} Removable cage locks positively into housing 
with a cotter pin through the lug of the cage and 
the ear of the body. Eliminates accidental 
displacement and spilling due to vibration. 


Poppet guide, stem and spring are all 
above the poppet, out of the line of flow so 
there is practically no flow restriction. 


Separate seat is held secure to cage by 
three small screws. Remove screws and 
seat unit slips out for easiest service. 


“O” ring poppet seal can be easily 
replaced by removing seat unit from 
cage, without disassembling stem unit 
or removing screen. 


strainer screen securely to seat unit. 


One piece disc and stem cannot be 
separated by vibration. 


Very light disc spring offers only minimum 
resistance to liquid flow. 


Unit, without union, (No. 750), is 533” high. 
With union (No. 750A), 6x” high. 


Designed for vertical use in pump, it can also 
be used horizontally with cage up. 


2 
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5 Easily removable snap ring holds 
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Shown is extractor-type check valve with union 
May we send full details and specifications? No. 750A. Same valve less union is No. 750. 


BUCKEYE IRON & BRASS WORKS, Dept. N, 
Box 883, Dayton 1, Ohio 

Please send complete information on the Buckeye No. 
750A extractor type check valve. 
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Sohio customers 
get full value 
every time 





= 

° Drums of Sohio petroleum products are delivered to thousands of farms, 
factories and service stations in Ohio. And full value is delivered in every drum 

because it is protected from leakage, tampering and losses by Tri-Sure* Closures. 


For over 15 years, The Standard Oil Company (Ohio) has 
used Tri-Sure Closures to assure the safe delivery of 
sealed-in quality. And during all those years the 
Tri-Sure Flange, Plug and Seal have given unfailing 
security—proof that Tri-Sure protection 

is always dependable protection. 


Give this protection to your products—and give 
proof to your customers that you deliver full 
quantity and quality. When you order drums, 
specify ‘“Tri-Sure Closures” on your order! 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. \ 


Tri-Sure Products Limited, St, Catharines, Ontario, Can. 


*The “Tri-Sure’’ Trademark is a mark of reliability : 
backed by 30 years serving industry. It tells your : 
customers that genuine Tri-Sure Flanges (inserted with i) 
genuine Tri-Sure dies), Plugs and Seals have been used. : 
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AHEAD OF THE NEWS 





IMPORTS BATTLE—A hot and close congressional 
fight is expected over the proposal of the coal industry 
that residual oil imports be limited to 5% of domestic 
demand for residual. Out leading the fight will be 
congressmen from the several coal-producing (and 
heavily populated) states. They will have the sym- 
pathy, if not the direct support in this particular in- 
stance, of most of the domestic crude producers. 
Also lending a helping hand will be the various in- 
terests clamoring for tighter import reins on all 
commodities. Also to be remembered is that a some- 
what similar proposal in 1949 was defeated in the 
U. S. Senate by the narrow vote of 41-40. In addition, 
considerable weight must be attached to the critical 
eye with which residual oil imports were viewed at 
hearings in 1950 by Senator Robert A. Taft, now the 
influentia] majority leader. Proponents of residual im- 
ports restrictions also may seize upon the fact that 
the current residual market is extremely “soft.” 


FARM CREDIT PROBLEM — The current drop in 
farm prices is presenting new credit problems for job- 
bers marketing in rural areas. With prices down on 
cattle, hogs, grains, dairy products and virtually every 
other farm commodity, some farmers are running 
short of cash and expect oil men to carry them along 
for an additional three to six months. Oil industry 
credit men advise jobbers to tighten up their credits 
as much as possible instead of getting themselves in 
deeper with farm accounts. : 


WHAT’S IN A NAME?—It may be indicative of a 
more competitive gasoline market that several] oil com- 
panies are said to be reappraising the brand names 
they have been using to distinguish their regular and 
premium grades of gasoline. It is not known whether 
they are considering renaming them for advertising 
purposes, or whether they are merely weighing the 
public acceptance of names for specific grades of gas- 
oline which have been in use for a long time, but 
which are necessarily overshadowed by the prom- 
inence always accorded the company name in gasoline 
advertising. ; 
es a . 


GIVING UP PROPANE—One West Coast major oil 
company is gradually withdrawing from bottled pro- 
pane distribution, though it will continue to manufac- 
ture the product. Nearly all its propane has been 
handled through the company’s distributors. Owing 
to high insurance rates and declining profitability for 
distributors, the company will ship in bulk to special- 
ized firms for bottling and distribution. 
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MUM’S THE WORD—Judiciary Committee senators 
apparently are “playing ’em close to the vest” on the 
possibility that the group’s upcoming antitrust law 
study might delve into “international oil cartel.” Chair- 
man Langer (R., N. Dak.) even says he doubts that 
the hearings will deal with the “cartel” matter, de- 
spite the broad language of the resolution proposing 
the study. One possible reason: The committee wants 
Senate approval for the requested $75,000 expense 
fund and does not want to reveal precise targets of 
the investigation until approval is given. 


OIL HEAT ADVERTISING CAMPAIGN—Portfolios 
containing sample material for the “biggest oil-heat 
advertising program ever launched” are expected to 
be ready for distribution to Oil Heat Institute of 
America members by March 15. Newspaper mats, 
TV and radio scripts, outdoor advertising pieces, direct 
mail and point of use material will be included in the 
portfolio. The campaign, which OHI said will be the 
most integrated the institute has planned, was pre- 
pared after an extensive membership survey was 
made. 


LIGHTING RACE—Still another sign of the height- 
ened competition for gasoline gallonage is renewed 
study of station lighting, particularly for old stations. 
With so many new.stations already constructed, and 
many more on the way, older stations look worse every 
day, by comparison. One way an old station can be 
lifted out of its class is by using a lot of light. As 
a consequence oil marketers are looking over all of 
the latest types of special service station lighting 
equipment, figuring new lights are cheaper than a 
new station. 


DELAYING ACTION? — The plans of Chairman 
Butler (R., Nebr.), Senate Interior Committee, for 
short-and-sweet “tidelands” hearings hit the trash can 
in a much shorter time than the hearings are likely 
to consume. It now appears the sessions will run for 
at least two weeks, perhaps longer. Since months of 
testimony could produce no factual information be- 
yond that already on the record, the conclusion could 
be drawn that proponents of federal control have 
opened a publicity campaign similar to the anti-Kerr 
Bill fight to enlist public support. One bit of evidence 
is the request by Senator Anderson (D., N. Mex.) on 
the first day of hearings that the committee meet in 
the larger caucus room, where there is more space— 
and more opportunity for telecasts. 
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STATION A “MULTI-PUMP” ON SAME 
ISLAND SPACE 







NO COSTLY CHANGES 
SAVE TIME... SPACE... MONEY 


Boost rour PUMP GALLONAGE 


Here are the pumps that can really make your station a mullti- 
pump station without any changes of your islands. Two pumps 
in one—serving either one or two brands—as much as 14 
inches smaller than other twin type pumps. Space required on 


island 2314” width by 1734” in depth. 


WAYNE DUO-1 . . . Has single suction line, dispenses one 
brand of gasoline through double outlets, each equipped with 
retriever hoses. Single pumping unit, motor and air separator 
..- dual meters, computers, interlocks and flow indicators. Two 
dials on each side for easier customer service. Explosion-proof 
solenoid valves. Fit in same space.as Wayne 505 Pump. Re- 
quires no more labor to install than single pump. 


WAYNE DUO.-2 . . . Double suction line and dispenses two 
brands of gasoline. Has two outlets, pumps, meters, computers, 
interlocks and flow indicators. Two separate dials on each side. 
Advertising panel split for brand identification. 


Double your sales outlets in your station . . . assure more 
island display space . . . boost your gallonage per pump. Install 
these new Wayne Duo Pumps. Write today for full details. 


THE WAYNE PUMP COMPANY WAYNE DUO-PUMPS 


Salisbury, Maryland . — FIT SAME SPACE 
Toronto, Canada a AS SINGLE PUMPS 
ea 3 




















She Cotontal Gstander 


The epitome of attractive and efficient ISLAND lighting 
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WASHINGTON 








The Office of 
Price Stabiliza- 
tion died this week insofar as the oil 
industry is concerned with the ex- 
ception of one weak gasping breath 
—the continued ceilings on No. 2 fuel 
oil. 


The entire agency will soon be a 
thing of the past, but newsmen had 
a wry comment on the coming de- 
mise: 


“They should just seal up and 
mothball the press room. We'll be 
back for the next OPS, whatever 
they decide to call it then.” 


The point is that no one in Wash- 
ington seriously believes price con- 
trol has ended forever for U. S, in- 
dustry. Life along the Potomac (in 
this hectic era) without at least one 
crisis per day would be a very news- 
worthy event. Keep having crises 
and, sooner or later, there’ll be an- 
other big one, the case-hardened Cap- 
italite figures. 


OPS was merely living flesh graft- 
ed to the skeleton of OPA. Presi- 
dent Truman, after the Korean War 
outbreak, merely reached up.on the 
cupboard sheif, blew the dust off the 
stand-by iegislation he urged upon 
Congress at the end of OPA and sent 
it to Capitol Hill for new controls 
authority, Congress added a ‘ew 
bones, then blew life into it and we 
had OPS. 


The operation is routine now. Con- 
gress can enact a new controls law 
within days, if necessary; weeks, at 
the outside. But it probably will 
get a running start this time with a 
stand-by law a la Capehart—basical- 
ly, the Defense Production Act now 
on the books. 


While OPS is fast fading into his- 
tory, one of its operations is just 
now beginning to glow with vigor. 
The cynical call it “Operation Sanc- 
tuary.” It is the agency’s records 
management and history-writing ac- 
tivity, a “must” in the wind-up of 
any temporary governmental body. 


The appellation was suggested by~ 


the fact that the employment of cer- 
tain personnel assigned to this duty 
might survive that of their col- 
leagues by at least a few weeks. De- 
spite the flip tag fastened to it, the 
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History Writers for OPS May Provide 
Valuable Signposts for the Future 


By Glenn M. Green, Jr. 


group has a job which can be very 
important to U. S. business, includ- 
ing the oil industry. 


The records management phase is 
not unusual. Al] the records must be 
gathered, correlated, sorted, pack- 
aged, etc. for archival disposition. 
The law forbids the destruction of 
any government records except as 
specifically provided for. 


The other phase is something a bit 
different. Under direction of the 
agency’s Office of Economic Policy, 
a selected group of persons will (1) 
set down for posterity the history of 
OPS and (2) make “individual 
studies of extreme significance.” 


The studies aspect is not too clear- 
ly defined as yet. With the speed- 
up in decontrol and the day-by-day 
shifting of emphasis, this activity 
has not yet emerged in sharp relief. 


But one clue points the way to its 
ultimate direction: The steel con- 
troversy will be examined in detail, 
presumably producing conclusions 
and recommendations for guidance of 
any future price agency. 


It is not known yet whether oil 
price controls will receive this type 
of scrutiny, but presumably they wiil. 


These “objective appraisals’”—to- 
gether with those from other tem- 
porary stabilization agencies—will be 
forwarded to the Office of Defense 
Histories in the Bureau of the 
Budget. 


Under consideration is the forma- 
tion, somewhere in the executive 
structure of the government, of a 
Future Mobilization Planning Group. 
These reports, containing the details 
of just what OPS ran into (and fell 
into) while attempting to control 
prices in the major segments of the 
American economy, probably accom- 
panied by signposts for doing the 
job again some day, will be handy 
text books for any such planning 
group. 


Most of the OPS personnel as- 
signed to records management and 
history writing probably will be re- 
ieased by April 30 and the “small 
and select group” drafting the study 
reports probably will wind up their 
job by June 30. 





Cancer 
strikes 
one in 


five 


Strike back 


By saving lives, by eas- 
ing pain, by improving 
services to cancer pa- 
tients, by supporting 
research that will find 
the final answers to 
cancer... 


That is how your dollars 
strike back at cancer 
when you give them to 
the American Cancer 
Society. 


Send your gift today by 
mailing it to “Cancer” 
care of your local post 
office. 


Give 
to conquer 
cancer 


American 
Cancer Society 
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Companies Answering Texas Commission 
Call Crude, Product Stocks Excessive 


Most oil companies answering a 
Texas Railroad Commission question- 
naire, preparatory to discussion of the 
effect of imports on domestic oil pro- 
duction at a statewide proration hear- 
ing set for Feb. 18 at Austin, have 
stated they think U. 8S. petroleum 
stocks now are excessive. 

In addition to giving opinion that 
both crude oil and products inventor- 
ies at present are too high, Executive 
Vice President F. O. Prior of Stand- 
ard Oil Co. (Indiana) even went so 
far as to assert: “In our opinion, im- 
ports are now supplanting rather 
than supplementing domestic crude 
production and should be reduced.” 


Ernest O. Thompson, chairman of 
the Texas commission, said that a 
study of oil companies’ replies re- 
garding their 1953 imports intentions 
indicated that “Texas crude is be- 
ing supplanted by foreign crude by 
some companies,” although all replies 
approved the oft-stated policy that 
imports should supplement, but not 
supplant, U. S. crude. 

“This commission has no legal con- 
trol of imports, but we can point 
out how much oil is being imported 
and by whom... We have built up re- 
serve producing ability in Texas of 
about 600,000 b/d of oil for defense. 
Now we are confronted with the 
threat of being supplanted with for- 
eign crude. This does not seem fair.” 

In discussing companies’ own views 
that crude and products stocks are 
too high now, Mr. Thompson noted 
that the Bureau of Mines reported 
Jan. 31 crude stocks totaled 270,- 
641,000 bblis.; gasoline, 149,443,000 
bbls.; kerosine, 23,392,000 bbls.; dis- 
tillate fuel oil, 82,148,000 bbls., and 
residual fuel oil, 46,918,000 bbls. Total 
of crude and products was shown 
to be about 46,000,000 bbls. above a 
year ago, 

Mr. Thompson added: 

“A study of trends will show that 
demand for crude drops greatly in 
the second quarter, namely April, 
May and June. Advanced studies in- 
dicate that the drop in demand for 
crude this year in the second quarter 
may be as much as 200,000 b/d. De- 
mand will increase about 100,000 b/d 
in the third quarter, and it is in- 
dicated that the fourth quarter will 
be about the same as the first quar- 
ter of 1953. This certainly is not 
encouraging.” 

In replying to the commission’s 
questionnaire, individual oil compan- 
ies gave their opinions of what crude 
and products stocks should be on May 








1 and Nov. 1 this year to be con- 
sidered ample. The questionnaires 
also contained comments on present 
crude and products stocks levels, 
gave 1953 imports estimates and fore- 
casts of anticipated demand increases. 
-Comments of various companies fol- 
low: 


Standard Oil Co. (Indiana), Mr. 
Prior—Crude stocks too high and 
products on the high side. A sub- 
sidiary, Pan American Petroleum & 
Transport Co., plans to import about 
13,000 b/d of crude and possibly 35,- 
000 b/d of bunker “C” fuel oil in 1953, 
slightly lower than the 1950 figure. 
Expects a 5% increase in petroleum 
demand in 1953. 


Atlantic Refining, V. L. Elliott, con- 
troller—Crude stocks about eight mil- 
lion bbls. too high and products about 
11 million bbls. too high as of Jan. 
17. Calls for near-term correction 
to avoid a larger adjustment later. 
Company plans to import 56,600 b/d 
in 1953. Expects a 6.7% increase in 
products demand this year. 

Cities Service, B. S. Watson, execu- 
tive vice president—Crude stocks 
should be reduced to 260 million bbls. 
Gasoline stocks appear likely to be- 
come excessive by March. Kerosine 
and distillate are about right. Com- 
pany plans to import 2,901 b/d from 
Mexico and 5,617 b/d from Venezuela 
in 1953. Domestic demand will in- 
crease about 4.9% this year. 

Gulf Oil, S. A. Swensrud, presi- 
den—Crude stocks are a bit high, 
but not excessive; gasoline a shade 
above proper level.- Middle distillates 
may prove burdensome. Residuals 
much too high. Imports of 120,000 
b/d planned, including 13,000 b/d of 
products. Demand will increase 5% 
or 6%. 


Continental Oil, L. F. McCollum, 


president—Stocks too high. No im- 
ports. Expects a 4.1% increase in 
demand. 

Humble Oil & Refining Co., J. A. 
Neath, vice president—Present stocks 
of residual and distillate may be too 
high unless this winter is colder than 
last year. No imports. Expects 4% 
to 5% increase in demand, 


Shell Oil, D. B. Hodges, vice presi- 
dent—Stocks slightly high. Will im- 
port 6,850 b/d of asphalt and 5,348 
b/d of bunker fuel. Expects a 4.5% 
demand increase. 


Shell Caribbean Petroleum Co. — 
Reported only that it sells for im- 
port about 110,000 b/d of residual 
fuel to Independents on eastern sea- 
board and imports about 10,000 b/d 
of bunker fuel. 

Sinclair, H. L. Phillips, vice presi- 
dent—Crude stocks too low, products 
too high. Will import about 68,000 
b/d of crude. Expects a 5% demand 
increase. 


Socony-Vacuum, John Case, vice 
president—Crude slightly high east of 
California and products about seven 
million bbls. high. Plans to import 
101,800 b/d. Expects a 4.9% demand 
increase. 

Standard of California, T. S. Peter- 
sen, president—Stocks about right. 
Plans to import 67,000 b/d of crude 
compared to 56,000 b/d last year and 
40,000 b/d of products compared to 
24,000 b/d last year. Expects a 4% 
to 5% increase in market demand. 

Standard Oil (New Jersey), F. W. 
Abrams, chairman—Stocks slightly 
high, particularly products. Plans to 
import 98,000 b/d crude and 165 b/d 
products. Expects a 5% to 6% de- 
mand increase. 

Sun Oil, Robert G. Dunlop, presi- 
dent—Stocks about right. Plans to 
import 11,096 b/d crude. Expects 
a 3% to 5% demand increase. 

The Texas Co., J. S. Leach, presi- 
dent—Both crude and products slight- 
ly too high. Plans to import 69,200 


Summary of API Report on Refining Operations 
(U. S. totals—B. of M. basis) 


Week Week Increase 
Ended Ended or 
Production Feb. 7 dan. 31 Decrease 
(figures in bbis.) 
Crude runs—daily avg. ..... 6,834,000 6,933,000 — 99,000 
Foreign crude included ...... 557,000 551,000 + 6,000 
Percent operated ..._. 7, 92.2 93.5 — 1.3 
Gasoline ....... re 23,232,000 23,329,000 — 97,000 
Kerosine . saan ine ,684,000 2,952,000 — 268,000 
Distillate fuel oil .._.... 10,178,000 10,535,000 — 357,000 
Residual fuel oil 808, .831,000 — 23,000 
Stocks 
Finished & unfinished gasoline .._ 152,493,000 149,443,000 +3,050,000 
Kerosine ....... Suge eerie SL 23,292,000 — ~- 984,000 
Distillate fuel oil ze .. 78,152,000 82,148,000 — 3,996,000 
Residual fuel oil .. 45,807,000 46,356,000 — 549,000 
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FillCap 7; 


A water-tight cap UJ 
adaptable for & 
tight-fill deliveries | uum — 





Clamps on 
easiy 4 
Quickty Wax 





EVER-TITE 
Standard 
Coupling 

The Best 

Now you can have true EVER-TITE dependability in a brand Quick Coupling 
new, all-brass fill cap that is a worthy companion in 

efficiency to the EVER-TITE line. 

Positive and water tight—simplest operation. Clamps on 

quickly and easily—no twisting of threads or lugs, guarantees F™""="="="="="=="——=eeeernr— 4 
years and years of trouble-free service. EVER-TITE COUPLING CO. INC. 
How it works: A removable durable gasket is compressed 254 West 54th Street, New York 19, N. Y. 
against the sealing surfaces of cap and adapter by just closin : 
handle. Operates the same as EVER-TITE Couplers , or 0d wpe Phage Yom «oe Tc 
except with only one handle. Can be padlocked when 
closed. Open handle and it’s off. Can be used with or without 

















manhole-type flush box.  eranerense 
*The EVER-TITE Trademark is a hallmark of dependability in fittings Company a ae 
for the petroleum industry—proven by 16 years of pre-eminence. 
Stocked by leading distributors everywhere. Street 
Mail the coupon now for complete details. City... Sisto. 
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EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


FEBRUARY 18, 1953 


23 

















ita i et a eT SSS sees 


SUPPLY AND DEMAND 





b/d of crude and products compared 
to 60,210 b/d last year. Expects a 
4.3% demand increase. - 

Crude Runs Continue Down—Re- 
finery runs of crude oil in the week 
ended Feb. 7 continued the downward 
trend of the previous five weeks, ac- 
cording to API statistics (see sum- 
mary table). Output of all major 
products was off and, with exception 
of gasoline, inventories of principal 
products were down, 

Withdrawals of kerosine and distil- 
late fuel oil from storage totaled 4,- 


OKHEIM 


DOUBLE-ACTION 
HAND PUMPS 







TOKHEIM FEATURES 


* Self-priming 
%& Easy operation 


*% Single Diaphragm—yet 
pumps on both back and 
forward strokes 


* High suction efficiency 
%* Rapid delivery 
* All-round reliability 














980,000 bbis., compared to 3,629,000 
bbls. in the previous week. Distillate 
stocks totaled 78,152,000 bbls. as 
against 64,604,000 bbls a year ago. 
Inventories of residual stood at 45,- 
807,000 bbls. as against 39,210,000 
bbls. a year ago. 

Crude oil and condensate produc- 
tion averaged 6,521,850 b/d in the 
week ended Feb. 9, down 450 b/d 
from the previous week. 

Penna. Runs Drop—Weekly runs 
to stills of Pennsylvania grade crude 
oil declined 3,056 b/d during week 
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A superior transfer 
pump for you and 
your customers! 


For safer, faster, easier handling of 
petroleum liquids, this Tokheim 
double-action hand pump has 
no equal. Ideal for use around 
service stations and bulk plants 
—on trucks—in industry—on 
farms. Operates with a single 
sturdy diaphragm, delivering up 
to 20 gallons a minute in a con- 
tinuous flow. Available in sev- 
eral models—with hose or spout 
outlets—for drums or under- 
ground tanks. Call your Tokheim 
representative today or write fac- 
tory for literature and prices. 


Also available in Piston Type— 
with capacity of 30 gall a t 





General Products Division 
TOKHEIM OIL TANK AND PUMP COMPANY 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT SINCE 1901 


1650 WABASH AVENUE 


FORT WAYNE 1, INDIANA 


Factory Branch: 1309 Howard Street, San Francisco 3, California 
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ended Feb. 7 as compared with pre- 
ceding week. Table follows: 


Week Ended Week Ended Week Ended 
Feb. 7, 1953 Jan. 31, 1953 Feb. 9, 1952 
55,353 58,409 46,762 


Texas Field Found—Discovery of 
a new West Texas oil field three 
miles west of Big Lake in Reagan 
County, was reported by The Texas 
Co., following completion of a wild- 
cat, State of Texas A C Well No. 1. 
The well flowed 288 b/d of 51.7 grav- 
ity oil on the latest test, the com- 
pany said. 

The nearest production is nine 
miles southeast in the Old Big Lake 
fieid. 

Alaskan Development—tThe door to 
oil and gas exploration in Alaska was 
opened last week by Interior Secre- 
tary Douglas McKay’s approval of a 
development contract with the Phil- 
lips Petroleum Co. on nearly a mil- 
lion acres in the Katalla-Yakataga 
area near the Gulf of Alaska. 

The contract calis for Phillips to 
drill six exploratory wells in each 
of two areas within 10 years and to 
spend a minimum of $1.2 million be- 


fore June, 1956, and 40c an acre 
thereafter. Except for Navy opera- 
tions in Naval Petroleum Reserve 


No, 4, there has been no oil and gas 
exploration in Alaska since the U. 8S. 
entered World War II. 


Bunker Oil Use Up— Bunker oil 
loadings at U. S. ports totaled 78,- 
112,000 bbls. in 1952, an increase of 
6.2% over the 1951 total of 73,568,- 
000 bbis. according to a compilation 
of Census Bureau statistics. 

Coal bunker loadings dropped 
20.4% to 723,000. short tons in 1952 
from 908,000 tons in 1951. 


Exports, Imports Drop—vU. S. ex- 
ports of major oil products fell 
55.2% to an average of 178,200 b/d 
during the four weeks ended Jan. 
16, 1953, from the four-week period 
ended Dec. 19, 1952. The total im- 
ports of crude oil and products de- 
clined 242,100 b/d in the week ended 
Feb. 7, The average imports for 
that week were 856,700 b/d as 
against 1,098,800 b/d for the week 
ending Jan. 31. 


Line Capacity Hiked—General Pe- 
troleum Corp. in Los Angeles is in- 
creasing the capacity of its 40-mile 
San Ardo-Estero Bay pipe line by 
5,000 b/d to 30,000 b/d at a cost of 
$500,000, with completion scheduled 
early this spring, weather permitting. 


Less Crude Asked — The Texas 
Railroad Commission said last week 
that purchasers’ nominations for 
Texas crude oil for March averaged 
3,104,349 b/d, a decrease of 53,217 
b/d. Chairman Ernest O. Thompson 
said this compares with a Bureau of 
Mines estimate of 2,860,000 b/d, a 
present allowable of 3,231,551 b/d, 
and actual production of around 2,- 
938,000 b/d. 
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PUMPS... Rotary 
TANK TRUCK 
TANKER TERMINALS 
URS Ge ae Benek, b 








DEPENDABLE DELIVERY 
WHEREVER 
PETROLEUM IS PUMPED 


The Roper Tank Truck Pump and other Series 3600 
Pumps for general purpose delivery, answer your needs 
for essential equipment in petroleum handling. Self- 
lubrication, extra deep packing box, anti-friction shaft 
and thrust bearing, and hardened gears of equal size 
contribute to dependability. The Roper principle of only 


two moving parts results in quiet operation and promotes 
MAHBRV: General purpose motor driven pump with long life. Series 3600 Pumps are available in sizes 40 to 
totally-enclosed anti-friction gear reduction. Mounted 


on steel bedplate with, or ready to receive motor. 300 G.P.M., pressures to 60 P.S.I. You can rely on Roper 
Three gear ratios inter-changeable in standard case. 


... preferred as original equipment — widely accepted 
pmcarv: Double for replacement. 
and multiple units 
equipped with 
clutches for inde- 
pendent or simul- 
taneous operation. 
Ideal for terminals, 
bulk stations, and 
refineries. Reduction 
gears totally en- 
closed in oil... 
ear ratios as 
jesired. 


GEO. D. ROPER CORPORATION e« 472 BLACKHAWK PARK AVE., ROCKFORD, ILLINOIS 














Phone No. 

ARIZONA 

Phoenix, Salt River Pump & Supply Co., Inc., 2011 W. Jackson St...........-3-3526 
ARKANSAS 

Little Rock, Nichols Equipment Co., 115 E. 2nd St. .....eeeeeeeces eneepteane - 

Little Rock, Geo. F. Radford, 518 E. 2nd St... ......ceeeeeees eececccccce 4-4825 
CALIFORNIA 

Los Angeles 21, Pump Engineering Co., 2011 Santa Fe Ave......++.+.+..Trinity 5662 

San Francisco 6, Woodin & Little, 33-41 Fremont St ++e+eEXbrook 2-8852 
COLORADO 

Denver 10, Colorado Pump & Supply Co., 1449 S. Broadway.........-. PEarl 3709 

Denver 16, Eaton Metal Products Co., 4800 York St. . «TAbor 7205 

Denver 17, Mine & Smelter Supply Co., 1422 Seventeenth St.. .KEystone 3111 

Denver 17, Waukesha Engine & Eqpt. Co., 4999 Jackson St Florida 1641 
CONNECTICUT 

South Windsor, Meter & Tank Equipment Co., Rt. 5 Springfield Rd...Hartford 8-2024 
FLORIDA 

Jacksonville, Holley-Edwards Sales, inc., 1738 E. Adams St 

Jacksonville 6, Osaeco Co., 1705 E. Adams St 

Jacksonville 1, Petroleum Engineering Co., 816-20 Talleyrand Ave.. 

Miami, Gondas Corp., 2140 N. Miami Ave. 

Pensacola, Pensacola Mill Supply Co., 1614 W. Cervantes St. 

Plant City, Plant City Welding & Tank Co., E. Baker St. 


OR 

Atlanta, Southern Supply & Eqpt. Co., 720 Spring St., N.W...... oeeeeesElgin 6733 
ILLIN 

Arthur, Progress Mfg. Co... cece cece cence eee ee eee eeeeeeeeeseeeeeneeeees 400 

Chicago 12, Plewke Eqpt. “Co., 1742 W. Madison St cpap 3-9500 

Springfield, Certified Products Co., Route 66 2-5597 
INDI 


A 
indianapolis 9, Kennedy Tank & Mfg. Co., 1201 Beecher St..........Idlewood 0461 
IOWA 


Burlington, A. Y. McDonald Mfg. Co., 2830 Mt. Pleasant St 

Des Moines 17, Burr Eqpt. Supply, 2279 Hubbell Bivd - 

Des Moines 6, ‘Globe Machinery & Supply Co., E. ne & Court Ave......... 4-323) 

Des Moines 4, A. Y. McDonald Mfg. Co., <4 Ww « 9th 

Des Moines, Murdaugh Supply Co., 511 5. W 

Des Moines, Petroleum Maintenance Service, 2080 S.E. 15th St 

Dubuque, A. Y. McDonald Mfg. Co., 350 Dodge St. 

Sioux City 6, A. Y. McDonald Mfg. ‘Co , 110 Fourth St 

Storm Lake, lowa Eqpt. Supply Co. 

Waterloo, A. Y. McDonald Mfg. Co., 200 Ida St... 0.00 eee eeee 
KANSAS 

Chanute, The Western Drilling Tool & Mfg. Co., Walnut Ave. & Santa Fe wee 

Great Bend, Schevfier Supply Co., inc., 1515 Kansas AVE... 606 ee 

Hutchinson, Ed. A. Andrews Corp., 800 S. 

Hutchinson, Eaton Metal Products Corp., 110 N. Pershing St 

Topeka, Halley Equipment Co., 135 Jackson St 

Topeka, Service Station Eqpt. inc., 122 W. Norris 

Wichita, K & P Service Station Eqpt. Co., 239 N. Handley 

Wichita 2, Midland Supply Co., Inc., 111 S. Topeke 

Wichita 2, V. |. Moser Tank & Trailer Co., 356 N. Rock Island Ave 

Wichita 2, Mountain iron & Supply Co., Fourth National Bank ~~ 

Wichita 7, Service Station Supply, inc., 201 Ida Ave 

Wichita 2, Zeller Co., inc., 1738 N. Mosley. eecccccsece 


KE 
Lovisville 6, Ben F. Offutt & Co., 2014 New Main St eoeeeeess Taylor 1176 
Owensboro, Tank & Mfg. Co., 1501 Haynes Ave...... eeee 3-2767 
LOUISIANA 
New Orleans 13, Mechanical Eqpt. Co., 861 Carondolet..... ++eee+eMagnolia 7271 
New Orleans 9, Woodward-Wight Co., 451 Howard Ave. Tulane 2471 
mane” Caddo Oil Eqpt. Co., 105-107 Beach St............ $eeteceses 2-5537 


Portiand, Geo. E. Littlefield, inc., Rear 243 Congress St 

South Portland, Portiand Copper & Tank Works, inc., 80 2nd St. 
MARYLAND 

Baltimore 18, Petroleum Engineering Co., inc., 2301 Gr 
MASSACHUSETTS 

Boston 15, Petroleum Eqpt. Co., 7 Jersey St. 

Cambridge 41, Lechmere Construction Co., 60 Kirkland 7-8043 

Lawrence, Jones Co., 21 Crescent St .. Lawrence 8-0802 

Springfield, O. R. Cote Co., 556 St. James A 

Worcester, Eastern Tank & Eqpt. Mfg. Co., 379. 83 S.W. Cut Off.. Worcester 7-2351 

Worcester 4, Geo. H. Jewett Co., 1 2- 174 Shrewsbury St. Worcester 5-2750 
MICHIGAN 

Grand ex 9, R. V. Seaman Co., 1350-4 Grandville Ave., S.W - 

Detroit 35, R. V. Seaman Co., 16629 Meyers Rd UNiversity 2-7003 

Detroit 19, Edward F. Worden Co., 26460 W. Eight Mile Rd KEnwood 2-9070 

meats: v. Seaman Co., 410 Janes Ave....... esecescee evecccececees 3-6451 


; Portland 3- 9276 


t Ave.. .Bel t 6021 





COmmonwealth 6-6320 


Mankato, Taylor Eqpt. Co. . 

Minneapolis, Brown Steel Tank Co., 2901 S.E. 4th St. 

Minneapolis 15, A. Y. McDonald Mfg. Co., 822 S. Third St Atlantic 6303 
Minneapolis 2, ‘Northwest Service Station Eqpt. Co., 2520 Nicollet... .Pleasant 6802 
Minneapolis, Zahi Equipment Co., 601 Chicago Ave....... seeeeeeseesFillmore 6893 


seers, Petroleum Eqpt. Co., 835-37 Hooker Ave......... socccececceccsd O04 


Kansas City 3E, Butler Mfg. Co., 13th St. & Eastern Ave...... 
Kansas City 7, Columbian Steel Tank Co., 1401 w. 12th > 
Kansas City 8, Mid-West Equi "421 § 
Kansas City 6, William A. Knapp Co., 714 toma at Ave. 
St. Joseph 24, independent Distributing Co., 923 S. Eighth St... .....2..0005 4-1428 
Sos pao Bo 10, Neumayer awe Co., 723 S. Sarah St 
2, Cunningham Eqpt. Co., Inc., 1348 E. Commercial St 
Serene, Springfield Eqpt. Co., 1215 W. Walnut St. 





Phone No. 
MONTANA 
Billings, Eaton Metal Products Co., 501 N. 18th St....sccccccccccsceccceress2Ia9 
NEBRASKA 
— 2, Eaton Metal Products Corp., 13th & Willis Ave.......+.+ 
ha 8, A. Y. McDonald Mfg. Co., 1201 Dodge St... 
NEW “HAMPSHIRE 
Littleton, E. J. Kelley... ....scececsences Ccececesccococee eccccce Littleton 5743 
Manchester, A. E. Willet, 134 Bismark St....cccccececccccececes «Manchester 2263 
NEW MEXICO 
Albuquerque, Eaton Metal Products Co., 1824 N. Second St. 
Albuquerque, Kohihaas Tank & Eqpt. Co., 2212 N. First St.. 
ew New Mexico Tank & Culvert Co., 1717 N. Sixth St..... 
NEW YORK 
Albany 5, Harold G. Anderson Eqpt. Corp., 177 Watervliet Ave... . 
Buffalo 9, R. H. Wishman Co., 204 W. Utica Ave 
Frankfort, Mohawk Tank & Heater, Inc. 
New York 10, Renick & Mahoney, Inc., 308 Second Ave.. 
Rochester 20, C. A. Brewer, 32 Byron St 
Syracuse 4, Luke Casey, 1119 W. Onondaga St. 
Syracuse, Syracuse Auto Parts, inc., 120 N. Geddes St..........++- eeeeeeed 1145 
Utica 4, Bick & Heintz, Stark & McVean St +2-7412 
Watertown, C. R. Eggleston, 1142 Boyd St.........ececeeeees wcccacececesed 
NORTH CAROLINA 
Raleigh, Carolina Oil Eqpt. Co., P. O. Box 1933 eocececcoos eeeeeeessd-2361 
NORTH DAKOTA 
Fargo, Fargo Foundry Co., 92 N. Pac Ave.......ccsceccseceees ee eeeee es 2-2436 


« «Webster 0282 
«.-Atlantic 8055 


Albany 2-4464 
Lincoin cor 
230 


. -Algonquin 4- 4202 


Cincinnati 19, E. C. Werner, 2555 Auburn Ave. AVon 5840 
Cleveland 13, Cleveland Pump & Supply Co., 229 neoueyense " Bids.. -CHerry 1-1843 
Columbus 15, Ohio Oil Eqpt. Co., 251 N. Fifth St... ADams 5484 & LD 337 
Dayton 8, Kencar Equipment Co., 1906 Lakeview Ave... MElrose 9071 
Toledo 5, Tomlin Corp., 402 Front Drccsccccccecevccccocce ecccceses Taylor 3571 
OKLAHOMA 

Enid, J. R. Gentry Co., 217 W. Maine... 1.6... ccccccccceees ecccecsooceoses 
Lawton, Larrance Tank Co., | East B St. 

Oklahoma City, Mac's Supply Co., 2727 W. Reno........6s0005 oesccceced eee 
ieee ~~ aad Sames Ga, Fe. Gi Bie TR Pe ac ccctccesoccccucss esecesocses 3-8103 


Portiand 9, Pacific Pumping Co., 526 N. W. Broadway Broadway 2571 
PENNSYLVANIA 

Conshohocken, H. W. Buzzard Co., 12th Ave. & Forrest St....Conshohocken 6-0105 

eeeee Wel Anat Penn Oil Eqpt. Co., 512 Sandusky St. CEdar 1-8822 


Providence 5, J. M. Trask, 459 Post Road.........s0+0. ecccccese Hopkins 1-6206 


NNESSEE 
Knoxville 17, RBM Co., 423-25 W. Depot St. 
Memphis 5, H. A. Burge & Son, inc., 674 Jefferson Ave 
Memphis 3, Cruzen Oil Eqpt. Co., 309-15 Jefferson Ave 
Memphis, Newberry Eqpt. Co., Inc., 683-85 Linden Ave 
Memphis 2, Southern Co., 300 E. Georgia Ave. 

TEXA’ 
AbMens, TEECO, 694 Walaa? Bincccccccccccccccccccccccccccccvcecces 4-5068 
Amarillo, Willborn Bros. Co., inc., 105 Houston St.. s&e ° ° 
Corpus Christi, $ sth Eqpt. & Exti Co., Tio N. Bron 
Dallas, Allied Oil Eqpt. Co., 167 Parkhouse . 
Dallas, A. Y. McDonald Mfg. Co., 1901 Irving Bivd Riverside 1186 
El Paso, Hills-Sutton Co., 1515 E. 0) ONG rel aa giie pep ES De 3-3331 
Ft. Worth, Gorbett Bros. Welding Co., 648 N. Calhoun Fortune 0308 
Ft. Worth, Gene Hill Eqpt. Co., 1920 E. Lancaster 
Ft. Worth, Well Machinery & Supply Co., Inc., Main at Lancaster Ave... 
Houston, Gulf Coast Eqpt. Co., 1919 Leland Ave 
Houston, Harley Sales Co., 323 M & M Bidg 
Houston, White-Tucker Co., 2100 Pierce St. 
Lubbock, Lubbock Machine & Supply Co., . om Box 138 
San Angelo, Wendiand Mfg. Co., 601 3. a Sp hie esevece -6-777 
San Antonio, Wm. J. Kroschel, 2018 S. oe St Fannin 4991 
Waco, Smith Machine Shop, New Temple Highway 3-6404 
Wichita Falls, Texhoma Eqpt. Co., 1000 Burkburnett Road.... ++2-2063 


. -4-8605 
nanan” Wyman’'s, Inc., 62 River St.........56. oeeceeeeessssMontpelier 1306 


VIRGIN 
leone 20, Pump & Tank Co., 3110 N. Bivd......ceccccecccesecsseces O-1539 
WASHINGTON 
Seattle 99, Pacific Pumping Co., 114 W. Harrison 
Wisc IN 
Green Bay, Petroleum Eqpt. Service, 412 Fairview Court.. «Howard 2733 
Milwaukee 16, Galvin Petroleum Eqpt., Rt. 3 = 8038. “Menomonee Falls 2-8612 
a 8, Badger Oil Eqpt. Co., 2246 N. Hilltop 4-1430 





-Fortune 2391 


Fairfax 6031 


UTAH 
Salt Lake City 10, Robert Taylor & Sons, 1077 S. Main St.....seeeeeeees 
VERMONT 


secescceeess Alder 9347 


ent 
"Chicago 3, Geo. D. Roper Corporation, 8 S. Michigan Ave.........ANdover 3-346! 


ROPE= 
Ditary Pump : 











To sell TBA’ 
you have to sell MR. X! 








Of all the replacement tires and batteries sold this year, more than half will be sold 
through neighborhood service stations. Most of these products will be bought for resale 
by MISTER X and his associates! 

Who are these mystery men? They’re not pump attendants; not the men who may 
appear to be owners and operators. Instead, they are top executives of oil companies 
and oil jobber organizations . . . the decision-makers who buy or recommend purchase 
of products, map TBA programs, plan and execute maintenance and merchandising 
activities for thousands of the nation’s 200,000 service stations. 

To reach these men directly, regularly and forcefully, there’s a particular route to 
their attention—the pages of National Petroleum News. It’s their Bible, packed full of 
weekly news and merchandising material, plus a monthly TBA section of marketing 
ideas which are vital to their jobs. They have to read NPN to get this up-to-the-minute 
information every week. 





For marketing of oil products, TBA or any equipment for use in service stations or 
bulk plants, National Petroleum News is the logical choice because it sells the de- 
cision-makers at the top, and wins support from program planners right down the line. 

‘You can reach these key men—-EVERY MISTER X YOU HAVE TO SELL—if you 


advertise in National Petroleum News. 
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The top photograph is of Gulf’s—and the country’s on the neighborhood corner, where Mr. and Mrs. 
—first drive-in service station and, obviously, the | American Motorist anticipate and receive the world’s 
finest service station to be found anywhere—in 1913! finest car service. 


The other station, recently opened, is the modern The Gulf Oil Companies are actively participat- 
counterpart of the first, and also represents the fin- ing in this continuing effort to provide even finer 
est in design and customer convenience in our day. service to the American motoring public. 


No doubt sometime in the future, No. 2 will look 
to the average motorist as No. 1 looks to us now... 
because that motorist of the future will be driving 
into another new station in keeping with the times. 


The oil industry has a pretty impressive record 
for making progress—and for helping to make prog- 
ress possible in other industries. And nowhere is that 
keen desire to keep moving ahead more evident than 
at the oil industry’s front door—the service station 





GULF OIL CORPORATION + GULF REFINING COMPANY - GENERAL OFFICES, PITTSBURGH, PA. 
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PUMPS 











@ No alignment problems. 
@ No extra parts to buy. 


@ Less space required than for ordinary base 
mounted units. 


oe IS OF RIGID cast iron construction with no joints from motor 
end housing to pump casing. 

On the other hand, close-coupled doesn’t mean “cramped.” There’s 
plenty of space between pump and motor for packing maintenance or 
replacement. 

In addition, wearing rings and shaft sleeves protect casing and shaft 
from wear and are easily replaced at low cost when worn. As a result you 
will find maintenance costs very low. 

Talk over your pump selection problems with your Allis-Chalmers 
authorized distributor or district office, or write Allis-Chalmers, Milwau- 
kee 1, Wisconsin for Bulletin 52B6140. 


Electrifugal is an Allis-Chalmers trademark. 


ALLIS-CHALMERS 


A-3810 
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FOR RIGIDITY... 
PERFECT ALIGNMENT 


Buy the Pump Unit with the 


-PIECE FRAME! 










See new series of 3 sound-slide 
films, widely praised by educa- 
tional and industrial groups. 
Get practical, instructive infor- 
mation on theory, application, 
installation and maintenance of 
centrifugal pumps. Series is de- 
signed for showing to mainte- 
mance meetings, plant groups, 
and engineering societies. Ar- 
range now for a showing! Call 
your nearby Allis-Chalmers 
authorized distributor or dis- 
trict office. Or write Allis- 
Chalmers, Milwaukee 1, Wis. 


oh aaa 7 
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AMERICA’S QUALITY TANK TRAILER... 


Strong—Light—tank is lightweight, hi- 
tensile, low=alloy steel. Built to I.C.C.- 
M.C. 303 material and construction 
specifications. Bubble dished heads, 
with new-design reinforcing braces. 
Strongest, most leakproof construction 
known. 


Clean—fully enclosed top flashing pro- 
tects manholes, prevents spillage from 
defacing exterior of tank by drain dis- 
charge through tank. 


Safety Doors—located in trim skirting at 
side rear give maximum availability, 
prevent hose dropping out accidentally. 


Load Control—18”" to 42” adjustment 
(fore and aft) of upper fifth wheel plate 
equalizes load distribution to different 
tractors. pres 


Trim-removable, clipped-on skirting easy 
to repair or replace if damaged. Cuts 
maintenance cost. 


Quick drain, easy haul—new bottom de- 
sign gives lower center of gravity. 
maximum maneuverability. lessens drag. 
Quick draining sumps empty tank to 
the last drop. 


itch Af) 


TRAILERS 





DESIGNED, BUILT, SERVICED 
*.. always a little better” 





@eeeeeeeeeeeveseeeeseeeeeeee 


BUILT TO ENGINEERING PERFECTION 


eeeteeCeeseeeseseeeseeeeeeeeeeeeeeee 





Quality construction and engineering perfection are real 
“dollars-and-sense” words to every transporter of liquids. 
They represent manufacturing skills that give the lowest 
possible haulage-cost per gallon. That’s where the 
transporter makes or loses money! 


Only years of experience in building tankers, living with 
them in their over-the-road performance, studying and 
analysing their day-to-day operating problems, brings this 
skill and knowledge to a manufacturer. 


Asa result, each year has seen greater durability, operating 
economy and satisfaction built into Highway Trailer Tankers. 
Today a tank—by Highway—has no equal on the road. 


The more circular oval of a Highway Trailer tanker 
strengthens the tank and reduces vibration, preventing 
costly leaks at the welds. The internal bracing of these 
quality tanks at the coupling area, the drop section and at 
the axle area passes all road and load shock on to all 

other stress members. 


Highway Trailer’s famous, road-proved Progressive Tandem 
carries the load with ease and efficiency. It is strong, 


simple, easily maintained, requires no lubrication for many 
months at a time. 


Check a few more features found in tankers—by Highway— 
at the left. Then let the friendly Highway Trailer 
Distributor or Factory Branch Representative serving your 
area show how dollar wise you will be to put these 
quality tankers to work earning money in your fleet. 


HIGHWAY 


TRAILER COMPANY 


HEADQUARTERS: EDGERTON, WISCONSIN 


Manufacturers of: Commercial Trailers ¢ Trailerized Tanks ° Utility 
Truck Bodies * Earth Boring Machines © Pole and Cable Reel 
Trailers * Winches * Power Take-Offs © Service Accessories. 
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make 

big dumps 

at 

oneal > 0 credit risk! 























= 


. 
VERYONE knows that full dumps save time, save 
trips and in many cases save double handling. 
Experience shows that you can save up to one cent per 
gallon when you make full dumps instead of costly 
split deliveries. Don’t let credit conditions deprive you 
of these savings. Whenever credit is a problem, install 
A. O. Smith Inventory Controls. 

The Control Unit attaches to the computer of dis- 
pensing pump and provides a means of setting a quan- 
tity commensurate with the station’s credit rating. 
Keeps financial and credit control in your hands where 
it belongs. Unit may be purchased outright and in- 
stalled by any mechanic. Tamper-proof lock. No slugs. 
No special accounting forms. No electrical wiring. 
Easily moved. Send now for Bulletin No. 161. Write 
A. O. Smith Corporation, Meter Division, 5715 SMITH- e 
way St., Los Angeles 22, Calif. 


[.sV:. bee 


FACTORIES: S715 SMITHWAY ST., LOS ANGELES 22, CALIF. + P. 0. BOX S00, SUCCASUNMNA, H. J. 


Offices: New York 36, Chicago 7, Atlanta, Houston 20. Canede —Toronte 
12, Vancouver 1. Internatiqnal Division — Milwaukee 1, Wisconsin. 
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MEENAN’S BIG DUALS 
HIT ALL-WEATHER 
AVERAGE OF 





WITH RED SEAL PRINT-O-METERS 


To cover their concentrated fuel oil market in Levittown, Long Island, 
Meenan Oil Company built six single-compartment 3,300 gal. trucks, 
each equipped with two Red Seal Print-O-Meters. immediately they 
began breaking all kinds of records. 

In just five minutes, a truck can drive up, make three deliveries, 
and drive away, with tickets safely tucked under three doors. A truck 
once delivered 19,000 gallons in 14 hours. Counting all time lost in 
storms, reloading, turn-arounds, etc., the average is six minutes to 
a delivery. 

With a high-speed operation like this, the meters must stay accurate 
under all conditions, and must be free from trouble, otherwise small 
There’s a Red Seal losses of product and time could quickly add up. Meenan relies on the 
bulk plant or tank proven sustained accuracy and low maintenance of Neptune Red Seal 


truck meter for every . . . * 
aun: Gan ha Sepsaved meters . . . meters with only one moving part in the measuring chamber, 








Auto-Stop quantity non-wearing capillary seal, designed and precision-machined to hold 
control and Print-O- amazing accuracy over millions of gallons without need for frequent 
Meter ticket printing adjustment. 


anton. There are Red Seal meters that are just right for your trucks and bulk 


plants. Ask your Neptune jobber or branch for details today. 


EPTUNE METER COMPANY 
50 West 50th Street © New York 20, N. Y. 


Branch Offices 


ATLANTA * BOSTON * CHICAGO * DALLAS + DENVER * LOS ANGELES * LOUISVILLE » NO. KANSAS CITY, MO. 
ff PHILADELPHIA + SAN FRANCISCO + PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 


NGUISHED for Sustained Accuracy and Low Maintenance 
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i Ofa Cent Per Mile! 


WITH THE NEW TRAILMOBILE 
GUARANTEED TANDEM MAINTENANCE PROGRAM 


Whether your tandems roll 30,000, 50,000 or 
100,000 miles a year—your service costs for 5 
years cannot exceed $2.90 per month! 





Here is a maintenance program that really cuts 
your operating costs to the bone! Trailmobile’s 
dependable, road-proven tandem unit mecha- 
nism is guaranteed to cost you no more than 
7/1000 of a cent per mile* for service! Here’s the 
way this cost-cutting plan works: 





; Guaranteed service on these parts... 
You simply bring your new Trailmobile DISTRIBUTOR BEAMS 
pais: inay any one of 904 eapventons TRUNNION SHAFT 
Trailmobile branches far periodic inspec- 
tion. If your repairs and greasing on a new DISTRIBUTOR 
tandem mechanism exceed $175 during the BUSHINGS 
five-year guarantee... Trailmobile handles BEARING BRACKETS 
all additional service for you without cost! 


This amazing guarantee plan brings your cost- 
per-operating-mile to an all-time low on your 
new tandem trailers. Large and small operators 
in all parts of the country have been quick to see 
the advantages of this Trailmobile Guarantee 

Program. Why don’t you get full details on the 
tandem unit that costs less to operate than any 
on the road today! Write now. 


*Based on an average of 50,000 miles per year 


rend 
het TRAILMOBILE 


TRAILMOBILE inc. 


Subsidiary of Pullman Incorporated 
Cincinnati 9, Ohio e Berkeley 10, California 
Friendly Sales and Service From Coast to Coast 


* 
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A Rotary Truck Lift 
will handle anything 


The increasing number of trucks and tractors- 
with-trailers makes a truck lift a “must” for 
highway service stations. There is no better 
buy for this purpose than a Rotary Truck Lift 
with Full-Length Superstructure. It will 
handle practically any truck or bus, as well as 
passenger cars. Write for catalog and prices. 


ROTARY LIFT CO., 
1038 KANSAS, MEMPHIS 2, TENN. 
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Freed Oil Prices Avoid Inflationary Spiral 


By NPN Staff Writers 


The government took the lid off oil 
prices last week—and then stepped 
back to watch. 


As widely predicted by oil men, 
nothing much happened. 

Some boosts resulted in product 
and crude prices on the West Coast— 
and in Pennsylvania Grade crude 
postings. Additional price hikes are 
probable, after the industry has ad- 
justed to the sudden decontrol. But 
with supply generally good, and com- 
petition hot, no country-wide infla- 
tionary trend is in sight. 


The end of more than two years 
of price controls on oil came in the 
form of an order from Office of Price 
Stabilization, effective Feb. 12. By 
cancelling various ceiling price regu- 
lations, it returned to the free mar- 
ket all crude and product prices ex- 
cept those on No. 2 fuel oil. Appar- 
ently OPS fears a sudden price up- 
surge for No. 2 in the event of a late 
cold spell. But ending of this last 
oil control is expected soon. 

The OPS order also decontrolled 
rubber products—including tires and 
tubes. 


White House Nod—The govern- 
ment decision to lift oil ceilings‘came 
unexpectedly, since top OPS officials 
had favored keeping them until the 
very end of the stabilization program. 
OPS leaders had held to this opinion 
despite decontrol recommendations 
from their own Petroleum Branch 
and from Petroleum Administration 
for Defense. 

But James F. Brownlee, special 
consultant on stabilization to the Eis- 
enhower Administration, advised a 
speed-up in decontrol tempo. And 
following a recent Cabinet session, 
OPS was told to end oil curbs quick- 
ly. 

Price Hikes—Here is the effect 
on prices so far: 

Effective Feb. 16, Standard of Cali- 
fornia boosted wholesale prices as 
follows: 

Motor and aviation gasolines—gen- 
erally up 1.6c per gal. 

Heating oil (except No. 2) and 
Diesel fuel oil—up 1.8c per gal. 

Heavy residual fuel oils—up 10c 
per bbl. 

At retail, Standard hiked gasoline 
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prices an additional 0.5c per gal. “to 
partially cover increased costs of 
service station operation.” 


Standard also raised crude oil 
prices—10c more per bbl. for 14 grav- 
ity and below, and 50c more per bbl. 
for 35 gravity and above. 


Other West Coast marketers said 
they were studying the situation, 
while Independents were waiting to 
see what actions majors would take. 
New increases are likely, as other 
companies follow Standard‘s lead. 


First increases in prices for Penn- 
sylvania Grade crude oil were made 
effective Feb. 16 by South Penn Oil 
Co., Bradford, Pa. South Penn post- 
ed prices 15c per bbl. higher for all 





Records Still Needed 


WASHINGTON — Office of 
Price Stabilization has cautioned 
that despite oil price decontrol, 
some record-keeping responsibil- 
ities remain for the industry. 

All petroleum regulations can- 
celled by the decontrol order— 
CPR’s 13, 17, 63 and 66—pro- 
vide for record-keeping in ac- 
cordance with the General Ceil- 
ing Price Regulation, effective 
Jan, 26, 1951. 


This states: 


“If you sell commodities or 
services covered by this regula- 
tion you must prepare and keep 
available for examination by the 
Director of Price Stabilization 
for a period of two years, rec- 
ords of the kind which you cus- 
tomarily keep, showing the pric- 
es which you charge. . .” 

OPS says this means that any 
records which a seller must pre- 
serve under terms of oil regula- 
tions may be destroyed at the 
end of two years. Thus, records 
dating back to the be 
of price control, Jan. 26, 1951, 
were not required to be main- 
tained after Jan. 26, 1953. 

However, records current as 
of the effective date of the de- 
control order—Feb. 12, 1953— 
must be preserved until Feb. 12, 
1955. 














the Pennsylvania Grade crudes it nor- 
mally buys. 


Said company President R. W. 
Grunert: -Decontrol permits higher 
postings “to the extent present con- 
ditions allow, to adjust for inequities 
to producers which have existed un- 
der controls.” 


(For further details on price in- 
creases, including crude hikes by 
several companies, see Oil Markets, 
p. 53.) 


Price Drops?—Far from causing 
inflation, many industry sources said 
the lifting of controls may spell 
some lower prices in the near future, 
because of the accompanying “con- 
trol-less psychology.” 


It was pointed out that for more 
than two years the terms “controls” 
and “strong prices’ have become syn- 
onymous to many oil men. There 
is a widespread opinion that controls 
have actually held prices up. 


It ig true that there are still sev- 
eral “strong” spots in the nation’s 
price structure, with pressure for 
higher prices. These include top- 
grade avgas, gas oil, and California 
prices generally; plus many firm 
areas (including home heating oils 
in the Gulf Coast cargo market). 


But there are also many soft spots, 
including home heating oils and 
heavy fuels in all northern fuel oil 
consuming areas, and gasoline along 
the Gulf and Eastern Seaboard. Spe- 
cialty products for many months 
have been selling well below ceilings. 


Many trade sources say refiners al- 
ready are squeezed between soften- 
ing products prices and unchanged 


‘ prices for crude, to the extent that 


sizeable hikes in crude are out of 
question. 


However, this line of thinking is 
counter to that of oil men in the 
Southwest who say that top-gravity 
crude in Texas and the Mid-Conti- 
nent “ought to sell at $3.00”—up 35c 
—“regardless of what happens to im- 
ports and the state allowables.” 


Earmarks, sources say, of an 
easier market are that sweet crude 
has eased in the Southwest, that sell- 
ers of foreign crude are “leaving no 
stone unturned in their search for 
customers,” and that the urgency to 
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move products in world markets, as 
witnessed by tanker rates, has abated 
sharply. 


What They Say 


Oil industry reaction to decontrol ° 


was universally favorable. 


In behalf of oil jobbers, Otis Ellis, 
general counsel of National Oil Job- 
bers Council, said, “The process of 
pricing has now been returned to the 
forces of free competitive enterprise.” 
But he added a word of caution: “It 
is to be hoped that it will be handled 
in an intelligent manner in the in- 
terests of both the industry and the 
consuming public.” 

Norman Meyers, general counsel 
for Independent Refiners Assn. of 
America, asserted decontrol would 
not have much effect on gasoline 
prices. 

He said independent refiners were 
chiefly concerned now over the sub- 
normal price of residual fuel oil. He 
observed that where there is “inter- 
nal adjustment” within the industry 
to meet this problem, there could be 
no “substantial” crude price hike. 

He said independent refiners had 
always maintained that decontrol 
should be “across the board” on 
crude oil and petroleum products, 
rather than a step-by-step procedure. 
Therefore, he said, he was highly 
pleased with the OPS action. He 
added the ceiling on home heating 
oil was not of much importance, be- 
cause the heating season is nearing 
its end. 

In Washington, National Petroleum 
Assn. said it was “very happy” over 
the OPS action because it frees Penn- 
sylvania crude producers to seek a 
fair price. 

Boosts Due in West—A represen- 
tative of the West Coast industry 
said there definitely will be price in- 
creases in that area. But he said 
they should come as no surprise to 
anyone. He pointed out that all seg- 
ments of the industry on the West 
Coast—producers, refiners and re- 
tailers—have made this clear in rep- 
resentations to stabilization agencies. 

He asserted the whole point is that 
higher prices are mandatory as an in- 
centive for ending the West Coast’s 
chronic shortage. 
was possible that a wrong impres- 
sion might have been gained from 
statements by President Eisenhower 
that some prices will go up and some 
down. Decontrol will mean general 
increases all along the line on the 
West Coast, he concluded. 


OWIU Objects — O. A. Knight, 
president of Oil Workers Interna- 
tional Union (CIO), is not pleased 
with the prospect of Pacific Coast 
hikes. Said he: “An increase in 
West Coast petroleum prices seems 
unwarranted, and a decrease in price 
would have little effect in the over- 
all picture.” 
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Mr. Knight said decontrol of pe- 
troleum prices should. not make any 
appreciable difference in economic 
conditions, and asserted: “The finan- 
cial position of the petroleum indus- 
try is the most favorable it has ever 
been. I feel the petroleum industry 
would certainly be in a bad position 
public relations-wise, if it should 
lead the way to higher prices in the 
national picture.” 


IPAA Happy — General counsel 
Russell B. Brown, of Independent 
Petroleum Assn. of America, which 
has fought hard for decontrol, de- 
clared he was sure there would be 
no “inflationary” rises in oil prices. 
But he thought “in some places 
prices should go up almost immedi- 
ately.” He added, “I think with the 
industry free from this unnecessary 
and arbitrary control under which it 
has operated for two years, it will 
now resume the job it has of building 
up productive capacity to insure the 
security of the country, as well as the 
welfare of the industry.” 


Dealer Pressure —- Decontrol has 
touched off some campaigns by sta- 
tion dealer groups for more margin. 
An example is the Metropolitan Re- 





He said that it. 


Challenge for Oil 


NPN News Bureau 

HOUSTON — It is now up 
to the oil industry whether ex- 
tension of the price control law 
on a stand-by basis is needed, 
the Houston Post said in an edi- 
torial this week. 

“For a long time there has 
been no sound reason for con- 
tinuing price controls on petrol- 
eum and natural gas, but in- 
dustry leaders who tried to ex- 
plain this to Office of Price 
Stabilization during the Tru- 
man Administration received 
scant attention,” the Post said, 
continuing: 

“There. has been an ample 
supply of oil to meet all de- 
mands; too much, perhaps, in 
view of the increasing amounts 
of foreign oil being imported in- 
to this country. But the thought 
of giving up power over the oil 
industry was too much for the 
bureaucrats. 

Now, thanks to President 
Eisenhower's latest decontrol or- 
der, the oil industry again will 
operate in a free market... 

“Consumers of petroleum 
products have been assured that 
the removal of controls will have 
no immediate effect toward in- 
creasing prices. Leaders of the 
oil industry who have been seek- 
ing decontrol, long have main- 
tained it would not result in 
price increases. It is to be hoped 
that they were right.” 











tail Gasoline Dealers Assn. (Wash- 
ington, D. C., area). Executive Di- 
rector Horace Walker said Maryland 
retailers would discuss the “mechan- 
ics” of adjusting prices to remove 
the “inequity frozen in effect by the 
imposition of price controls.” 


Metropolitan Washington dealers, 
particularly in parts of Maryland ad- 
joining the District of Columbia, pe- 
titioned OPS almost six months ago 
for relief. An inequity had arisen 
because Maryland dealers were 
forced to absorb the higher state tax 
to compete with District dealers. 
Then the District raised the tax, with 
dealers permitted to pass it along. 
Maryland prices remained the same. 


Mr. Waiker said that dealers 
throughout the metropolitan area also 
would act to restore margins on au- 
tomobile accessories. 


He declared that, in some cases, 
the mark-up is about half what it 
should be, due to the fact that deal- 
ers were not permitted to pass 
through increased prices of suppliers. 

Some sources predicted that Mary- 
land gasoline prices would go up at 
least 1c per gal. on gasoline within 
the next 30 days to restore equality 
with the District of Columbia. 
Whether additional gasoline increases 
would be forthcoming in the metro- 
politan area as a whole was said to 
depend on (1) tank wagon price 
boosts and (2) determination of the 
need to recoup increased costs of re- 
tailing, which have mounted since 
the imposition of controls. 


OPS Fading Away—Following its 
decontrol order, OPS immediately be- 
gan the task of closing out the 600- 
700 pending price applications. It 
sent letters to applicants explaining 
its action. 

The personnel in the branch, some 
30 individuals, will be released with- 
in 30 days, probably no later than 
March 15. A small group of half- 
a-dozen employes will remain to ad- 
minister the regulations applicable 
to No. 2 oil and to assist in compil- 
ing the history of OPS (see p. 21). 


Petroleum Branch Chief Gregg B. 
Burkhalter will stay on the job at 
the convenience of the agency and 
will take a vacation before rejoin- 
ing Gulf Oil Corp. Fuels Division 
Director Sidney T. Pruitt (Ethyl 
Corp.) also intends to remain as long 
as any of his division is active. 

Other personnel with the branch 
on a WOC (without compensation) 
basis were returning to their com- 
panies as follows: 

Robert Repenning, Shell Oil Co., 
Feb. 17. 

Theodore Andrews, Esso Standard 
Oil Co., Feb. 16. 

Charles Spiegel, Tide Water Asso- 
ciated Oil Co., at company’s con- 
venience. 
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Definition of ‘Good Faith’ 
Sought in Detroit Case 


DETROIT — Definition of “good 
faith” is badly needed by the oil in- 
dustry as a yardstick in interpreting 
decisions and orders resulting from 
the Federal Trade Commission’s price 
discrimination charges against Stand- 
ard Oil Co. (Indiana) in the “Detroit 
case,” Joseph D. Hadley, executive 
secretary, Michigan Petroleum Assn., 
said last week. 


Standard in its arguments, the 
FTC and even the U. S. Supreme 
Court in their decisions and orders, 
failed to define “good faith” at any 
time during the 13 years in which 
the case has been on books, Mr. 
Hadley said in letter to James C. 
Clarke, president of the state asso- 
ciation. 


Meanwhile, several bills have been 
introduced in Congress which defi- 
nitely and specifically point up “good 
faith” as a defense to price discrimi- 
nation, but a lead as to the term’s 
meaning still is lacking, Mr. Hadley 
asserted. 


“I have steadfastly held to the 
premise that most jobbers were not 
the least bit concerned ovér whether 
Standard was found guilty or was ac- 
quitted as long as the proper tests 
were applied in arriving at the de- 
cision,” Mr. Hadley said, asking, 
“What earthly good can any decision 
be, as a guide to our practices, un- 
less we are told what yardstick to 
use?” 


Mr. Hadley said that from the 
most recent FTC decision in the case 
“it is becoming increasingly difficult 
to look at the apparent motives of 
the commission without seeing for 
the first time a faint outline of a 
bureaucratic monster—.a monster 
large enough, possibly, to defy the 
highest court of the land.” 


Mr. Hadley also called attention to 
“a second invasion which likewise 
alarms me as a jobber representa- 
tive.” This, he said, is contained in 
Paragraph 2 of the FTC order, which 
seeks to place a policing responsibil- 
ity on Indiana Standard. 


“It has the effect of restraining an 
intrastate trade practice of a Stand- 
ard jobber, which, if such jobber 
were engaged in interstate commerce, 
would be possibly in violation of the 
Robinson-Patman Act,” Mr. Hadley 
said. “I do not seek here to criticize 
or defend the practices of the jobber 
involved. I seek only to condemn the 
attempt of the FTC to draw into its 
jurisdiction the intrastate practices 
of a local jobber. The commission is 
attempting to come in the back door 
and through the harness of Standard 
Oil Co., to enforce the federal anti- 
trust laws against a purely local dis- 
tributor.” 
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MIDWEST JOBBER, Miles G. Schermerhorn, La Salle, Ill, displays his written 


pledge to plow back into his business at least 50% of annual earnings. 


W. R. Wil- 


liams (center), wholesale division manager of Smith Oil & Refining Co., holds list 
of subjects discussed at Consult-Your-Supplier month conference while Stanton K. 
Smith, company president, looks on 


Jobber Promises Supplier He'll Put 
Half of Earnings Back into Business 


As Consult-Your-Supplier montn 
approached its final week, a Midwest 
jobber applied the Golden Rule in his 
relations with his supplier and vowed 
greater co-operation in the future, 
then backed that pledge with con- 


crete promises in a sort of “Mutual ~ 


Security Pact.” 


The jobber is Miles G. Schermer- 
horn, distributor for the Smith Oil 
& Refining Co. at La Salle, Ill., who 
pledged his supplier last week that 
he would plow back into his business 
not less than 50% of its annual net 
earnings. 

Mr. Schermerhorn, president of 
The Schermerhorn Co. and vice pres- 
ident of the Illinois Petroleum Mar- 
keters Assn., made this pledge, in 
writing, at a conference with Stan- 
ton K, Smith, president of Smith Oil 
& Refining, at Rockford, Ill, and 
W. R. Williams, wholesale division 
manager and assistant to the presi- 
dent. 

He took this action, Mr. Schermer- 
horn said, because he felt that Con- 
sult-Your-Supplier Month should not 
function as a one-way street. The 


jobber rightfully expects assistance 
and co-operation from his supplier, 
he said, but on the other hand the 
jobber should assume the responsi- 
bility of doing everything possible to 
perform a better job of marketing 
for his supplier. 

By pledging to plow back at least 
50% of the company’s net profits, 
he is assuring Smith Oil & Refining 
that he will be able to keep pace 
with competition in the construction 
of new stations and the moderniza- 
tion of plants and equipment. 

At his conference with Mr. Smith 
and Mr. Wiliams, Mr. Schermerhorn 
presented a list of 10 subjects for 
discussion. Mutual agreement was 
reached on many of them, and the 
others, including those involving the 
need for a percentage margin and an 
increased allowance for transport 
hauling, were taken under advise- 
ment by Mr. Smith and Mr. Williams, 

Mr. Schermerhorn’s pledge of co- 
operation, made after Smith Oil had 
granted him numerous concessions, 
reads: 


“In view of the co-operation 
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pledged by my supplier in handling 
the many problems discussed in the 


“I hereby agree to plow back into 
my jobbing business not less than 
50% of the net earnings, to help 
achieve the program I have outlined. 

“I further agree to take advantage 
of and properly use all of the sales 
helps which my supplier makes avail- 
able to me. 

“IT will maintain my bulk plant, 
service stations, pumps, signs, and 
other marketing equipment in a man- 
ner that will be a credit to my own 
organization, my supplier and the 
oil industry in general.” 

Margins Stressed—Following is the 
list of subjects which Mr. Schermer- 
horn presented for discussion: 

1. Need for piacing jobber margins 
on percentage markup basis. 

a. Gasoline—20% of dealer tank 
wagon price, ex taxes. 

b. Fuel oil—22% of consumer tank 
wagon price. 

2. Need for increased allowance on 
transport hauling rates on both gas- 
oline and fuel oil. 

3. Need for increase of at least 5% 
in jobber margins on Gulf oils and 
lubricants. 

4. Need for mileage guarantee 
p.an on Gulfpride H.D. oils. 

a. This feature is especially needed 
in securing new car dealer acocunts. 

5. Need for new Gulfpride signs 
and containers. 


6. Need for new and improved line 
of Gulf chassis lubricants. 


7. Need for charge-plate in han- 
dling Gulf credit card charges. 

8. Need for paint allowance on serv- 
ice station maintenance, as well as 
delivery truck. 


9. Need for co-operative building 
program on new service stations. 

10. Need for supervisory assistance 
on accounting problems. 

a. Tax matters. 

b. Office procedures in handling 
new degree day fuel oil methods, etc. 

Mr, Smith, who is national chair- 
man of the Oil Industry Information 
Committee, invited all his jobbers to 
observe Consult-Your-Supplier Month 
by coming to Rockford for across- 
the-table conferences. Most of them 
took advantage of the invitation. 
Smith Oil distributes Gulf products 
throughout northern Illinois, south- 
ern Wisconsin and eastern Iowa. 


Texas House Approves 
Tax Discount Measure 


AUSTIN, Tex.—The Texas House 
of Representatives passed a bill by 
Rep. W. R. Chamers allowing for tax 
discounts to dealers on gasoline 
shrinkage. The bill now goes to the 
Senate. It would require tempera- 
ture correction to 60 deg. F. on gaso- 
line delivered to service stations. 
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Congress Turns Attention to Imports 
Of Oil, Co-op Taxes and Tidelands 


NPN News Bureau 
WASHINGTON—The end to oil 
price controls tended to shift the 
spotlight more and more to another 
item of prime importance to the oil 
industrv—the growing ciamor over 
the volume of imports of crude oil 
and products, chiefly residual fuel 
oil. 

New life also was breathed this 
past week into another problem of 
high significance to oil jobbers and 
the industry in general—the tax ex- 
emption of co-operatives, 

The renewed drive against co-op 
tax exemption was made by a long- 
time foe of these benefits, Rep. Noah 
M. Mason (R., Ill.). In sponsoring 
H. R. 1559, he charged that the cur- 
rent tax laws not only are unfair to 
competing private enterprise but also 
to farm co-op patrons who are forced 
to pay individual taxes on book allo- 
cations of patronage dividends that 
may never be realized in cash. 

He cited the growth of Consumers 
Cooperative Assn., declaring it is “so 
big and important in its tax-dodging 
position that it proposed last year 
to show Mr. Mossadegh of Iran how 
to run the oil refineries he had 
snatched from Britain.” 


Mr. Mason estimated his bill would 
permit the collection of $375 million 
anually from farm, consumer and re- 
tail co-ops. 


Imports—First congressional move 
during this new session in the im- 
ports field was made by Representa- 
tive Van Zandt (R., Pa.) who intro- 
duced a bill (H. R. 2870), which 
would hold residual oil imports in 
any calendar quota to 5% of the do- 
mestic demand for such oil in the 
corresponding quarter a year ago. 
Immediately jumping on the band- 
_wagon with companion legislation 
were at least 10 representatives from 
such coal producing states as Penn- 
sylvania, Ohio, West Virginia, Ken- 
tucky and Illinois. 

It was obvious that the coal in- 
dustry was behind this new drive— 
in fact, publicity from Mr. Van 
Zandt’s office was being distributed 
under the letterhead of the National 
Coal Assn. But still not showing 
their hands, however, were the do- 
mestic oil producers, Russell B. 
Brown, general counsel of the Inde- 
pendent Petroleum Assn. of America, 
denied supporting the coal proposal, 
claiming that the producers have not 
yet chosen what course to take to 
prevent “excessive” imports. 

Later in the week, however, Mr. 
Brown was more outspoken and hint- 
ed that legislative limit on imports 
may be the only solution. His re- 
marks. were included in a statement 





warmly applauding the action of 
API's executive committee in en- 
dorsing the policy of the National 
Petroleum Council that imports 
should supplement and not supplant 
domestic production. Mr. Brown de- 
clared it was up to the importing 
companies to initiate some program 
for implementing this policy, adding: 


“. . . I wouid like to leave this to 
the good services of the importing 
companies, but until something more 
definite comes from them I do not 
believe it would be safe. ... Some 
argue that this implementation should 
be fixed by law. . . . It may be that 
a fina] solution of this problem will 
require the recognition and partici- 
pation of these divisions of govern- 
ment as well as all who may have 
concern with excessive imports of 
oil.” 


Threat to Trade Program—There 
was immediate speculation as_ to 
whether, and to what extent, Con- 
gress would have authority to alter 
trade agrements. Even the “experts” 
had varied opinions on this score. 
But there was general agreement 
that the bill had widespread ramifi- 
cations and might pose a threat to 
our entire reciprocal trade program. 


Requires Higher Runs — Another 
question raised was whether the oil 
industry could adequately replace the 
approximately 300,000 b/d of for- 
eign residual imports that the Van 
Zandt would bar. Theoretically, re- 
finery runs would have to be boosted 
by 1,600,000 b/d at current yields for 
residual (18.5%). Actually, however, 
what probably wouid happen, accord- 
ing to government oil officials, would 
be an increase in residual yields 
coupled with a significant increase in 
crude runs. They also noted, how- 
ever, that the industry would be 
very reluctant to make this change, 
because of the lower profits result- 
ing from increased residual output 
at the expense of the higher-selling 
lighter products. 


Officials also emphasized that the 
proposed restrictions would not sit 
too well with several of the East 
Coast oil resellers who have been 
importing residual as a “safety 
valve” against possible curtailment 
of domestic supplies. 


Tidelands—<Action also stirred this 
past week another long-time oil in- 
dustry problem—ownership of the 
oil-rich submerged lands. The Sen- 
ate Interior Committee started hear- 
ings Feb. 16 on the several bills pro- 
posing quitclaiming titie to the 
states, as well as on the recent ex- 
ecutive order purportedly transfer- 


NATIONAL PETROLEUM NEWS 














THE WEEK’S OIL NEWS 





ring the “tidelands” to the jurisdic- 
tion of the U. S. Navy. 

Getting under way on Feb. 17 was 
the House Judiciary Committee with 
its own “tidelands” hearings. 

The most significant development 
in these early stages of hearings was 
the opinion of Attorney General 
Brownell, as stated in writing to the 
Senate Interior Committee, that the 
Navy does not have the authority to 
administer the “tidelands” as a na- 
val oil reserve, despite the executive 
order, 

All the order did, Mr. Brownell de- 
clared, was to give the Navy secre- 
tary the same authority as the In- 
terior secretary had. This would 
mean that everything is right back 
where it started from, with neither 
Interior nor the Navy having legis- 
lative authority to develop “tide- 
lands” resources. 


Other Actions—In other congres- 
sional developments this past week: 

1. Representative Mack (R., 
Wash.) was sharply critical of the 
federal government for diverting 74c 
out of each $1 from federal highway 
taxes to nonhighway use, or $1.5 bil- 
lion from the $2.1 billion collected in 
1952. He noted that gasoline tax 
take rose to $852 million in 1952, 
with lubricating oils accounting for 
another $92 million and Diesel oil 
tax for $15 million. 

2. Senator Langer (R., N. Dak.) 
said he was uncertain whether his 
Senate Judiciary Committee would 
include the “international oil cartel” 
case in its general investigation of 
antitrust enforcement. He is still 
waiting an approval of $75,000 for the 
probe from the Senate Rules Com- 
mittee. 

3. Chairman Reed (R., N. Y.) of 
the House Ways and Means Commit- 
tee declared flatly that Congress will 
not extend the excess profits tax past 
June 30. Mr. Reed, in whose com- 
mittee all tax legislation must orig- 
inate, said the levy is unfair to small 
and new businesses. 


OWIU to Seek Contract 
With Stand-By Clause 


NPN News Bureau 

LOS ANGELES — Field represen- 
tatives of the Oil Workers Interna- 
tional Union (CIO) have been in- 
structed to raise the issue of a stand- 
by clause in coming negotiations re- 
garding new and renewed contracts, 
OWIU President O. A. Knight said 
at a press conference here. The 
clause, he said, would provide for a 
reduction in hours without reduced 
income if and when unemployment 
reaches a certain figure. 

It is believed this issue will be in- 
jected into forthcoming negotiations 
between OWIU and Shell and be- 
tween union and Tide Water Asso- 
ciated on the West Coast. 
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Congress Awaits Nod from Eisenhower 
On Choices of FTC Member, Chairman 


NPN News Bureau 

WASHINGTON — Congress was 
still waiting this week for President 
Eisenhower to nominate a new Fed- 
eral Trade Commission chairman and 
a replacement for FTC Commissioner 
John Carson while reports quietly 
circulated that the Administration is 
considering stripping from the com- 
mission its antitrust enforcement 
powers and economic report func- 
tions. 

In the absence of word from the 
White House, Commissioner Lowell 
Mason still appeared to be in the 
forefront of possibilities for the chair- 
manship. The President’s advisors 
reportedly have been urged to make 
the appointment as soon as possible 
because of various important matters 
soon to come to the commission’s at- 
tention. 


Mr. Eisenhower withdrew Carson’s 
name after it had been submitted to 
the Senate by ex-President Truman. 
Informed sources said that Senator 
Tobey (R., N. H.) chairman of the 
Senate Interstate and Foreign Com- 
merce Committee had personally 
urged the President to leave Mr, Car- 
son’s name before the Senate. These 
same sources said that appointment 
of a replacement not acceptable to 
Senator Tobey could result in a long 
delay before hearings on the nomina- 
tion. 


According to law, in such an event, 
Mr. Carson would remain in the post 
—until a successor were confirmed 
and qualified. As of now, top can- 
didate for Mr. Carson’s job appears 
to be Edward F. Howrey, Washing- 
ton, D. C., attorney, who is represent- 
ing the Firestone Tire Co. in its FTC 
quantity discount limit rule fight. 


The functional change for the 
agency reportedly was being consid- 
ered by the President’s Commission 
on Government Reorganization, com- 
posed of Nelson Rockefeller, Defense 
Mobilizer Flemming and Milton Eis- 
enhower. The group’s activities are 
confidential but it has the duty of 
recommending to the President spe- 
cific proposals for reorganizing tne 
executive departments. 


Enforcement Shift — According to 
congressional sources, the FTC’s en- 
forcement functions under the anti- 
trust laws, including the Robinson- 
Patman Act, would be shifted to the 
Justice Department, while the agen- 
cy’s economic report duties would 
go to the Commerce Department. In 
addition, there probably would be 
provision for closer liaison between 


the Justice Department and the FTC’ 


on antitrust matters. 


FTC would retain its authority 
for industry-wide consultations on 


various antitrust and trade practice 
problems. 


This general approach has been 
suggested from time to time in wide- 
ly-separated quarters, business and 
governmental, but the report that it 
actually was being studied by the 
Administration evidently was news 
at FTC which disclaimed any knowl- 
edge. 


Meanwhile, in a three-two split 
vote, the commission reaffirmed its 
policy of not presenting a “bill of 
particulars” when filing complaints 
of illegal trade practices. The com- 
mission contends that to disclose its 
details of specific alleged violations 
before the case comes up in court 
would “show their hand” to defend- 
ant companies. 


FTC’s Carretta Backs 
‘Good Faith’ Measure 


NPN News Bureau 
WASHINGTON -—— The Federal 
trade commissioner who wrote the 
dissenting opinion in “Detroit” case, 
Albert A. Carretta, has thrown his 
support behind legislation for mak- 
ing “good faith” a complete defense 
against the charge of price discrim- 
ination under the Robinson-Patman 
Act. 


In a letter to Senator McCarran, 
sponsor of the bill (S. 540), Mr. Car- 
retta declared it “will go a long way 
toward clarifying, for businessmen 
and for the Federal Trade Commis- 
sion, the intent of Congress relative 
to the good faith defense which is 
available to sellers. . . .” 


Farm Co-ops Get Extension 
On Tax Filing Deadline 


NPN News Bureau 


WASHINGTON — The Internal 
Revenue Bureau has approved a 
special treatment for tax-filing dead- 
line of farm co-operatives, giving 
them until the 15th day of the sixth 
month following the close of taxable 
year. 

Request for this three-month ex- 
tension had been filed by National 
Council of Farmer Cooperatives on 
grounds that co-ops could not meet 
“norma!” filing deadline of March 15 
(or three months after close of the 
year). 

The Bureau has tempered ruling, 
however, with the requirement that 
interest be charged on unpaid por- 
tions of tax between third and sixth 
months. 
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Spingarn Lashes Out 


WASHINGTON — Federal Trade 
Commissioner Stephen J. Spingarn 
last week attacked the oil industry 
trade press in general and NATIONAL 
PETROLEUM NEWS in particular for its 
editorial answers to Mr. Spingarn’s 
“crusade” against what he considers 
to be unfair criticism of the FTC 
“cartel” report. 

In a lengthy statement Mr. Sping- 
arn cited a Jan. 28, 1953, NPN edi- 


at Oil Press 


torial entitled “Oil at Last Striking 
Back at False Attacks” as an ex- 
ample of “vilification” against the 
government. 

“The idea that the oil industry has 
been timid about defending itself or 
about vilifying its critics would have 
a certain humorous aspect if it were 
not so typical of those perversions of 
truth which have become current to- 
day in which black is called white and 


Need a Truck Tank 


RIGHT AWAY! 


Vow, at the height of the fuel 


oil season, you may need a new truck tank 
... Tight away. Anticipating this situation, 
we have in stock the following units, ready 
for immediate delivery, subject to prior sale. 


One of these 





Attack 





may be the answer 


4—1700-gallon, 3-compartment, fully skirted Sharpsville Model 70 Truck Tanks with 


pumping system including 90 g.p.m. pump, 


g.p.m. printer meter mounted for 


Pump and gravity unloading, explosion-proof electric reel with 125 ft. 1'4” hose, 
notzie and check valve. Remote clutch and power take-off controls in bucket box. 


Suitable for 102” CA Chassis. 


5—1500-gallon, 4compartment, 


skirted Sharpsville Model 60 Truck Tanks, with 
cabinets in front skirting. Can be piped to suit purchaser. 


For 102” CA Chassis. 


6—1200-galion, 4-compartment, full skirted Sharpsville Model 70 Truck Tanks, piping 


to be added. For 84” CA Chassis. 


8—1000-galion, 4-compartment, full skirted Sharpsville Model 70 Truck Tanks, piping 


to be added. For 84” CA Chassis. 
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white is called black,” Mr. Spingarn 
said. 

NPN and the rest of the oil in- 
dustry trade press are not alone on 
Mr. Spingarn’s blacklist. In previous 
statements he attacked U. S. news- 
papers and magazines because they 
have allowed themselves to be “pres- 
sured” or “bought off’ by the oil in- 
dustry to run editorials criticizing 
the FTC “oil cartel” report. 


He was angry with Ex-President 
Truman and the National Security 
Council because they allowed them- 
selves to become victims of oil in- 
dustry “propaganda” regarding the 
proposal to drop criminal charges in 
connection with the “oil cartel.” 


He is angry with Bruce K. Brown, 
former deputy PAD, because Mr. 
Brown refused to “correct four mis- 
takes” which Mr. Spingarn says he 
found in some speeches Mr. Brown 
made. 

He decried the “disavowal” of the 
majority of the Federal Trade Com- 
mission itself when they refused to 
back his charges in a formal action 
by saying Mr. Spingarn was talking 
for himself and not for the commis- 
sion. 

And he has been carrying on 4 run- 
ning feud with the Washington Post 
because he says it “distorted” one of 
his lengthy letters to the editor by 
cutting out parts of the letter. 


In his latest statement Mr. Sping- 
arn quotes from several editorials 
and stories published at various times 
in NPN in an attempt to prove his 
charge that the oil industry “is con- 
ducting a world-wide propaganda 
campaign of vilification” and has nev- 
er failed to attack furiously anyone 
who speaks out against them. 


Mr. Spingarn calls himself “a mid- 
dle-of-the-road liberal named Steve 
Spingarn who, within the limits of his 
moderate abilities, is doing his best 
to work for the preservation of free 
enterprise and enlightened competi- 
tive capitalism.” 

Mr. Spingarn charges that the oil 
companies believe the FTC report on 
the “oil cartel’’ to be the seed of their 
difficulties with the government and 
they “are doing their best to stigma- 
tize this report and everyone con- 
nected with it.” 

“Because I have tried to spotlight 
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this situation,” Mr. Spingarn said, “I 
have been honored by being made one 
of the targets of the oil companies’ 
propagandists.” 

The commissioner attempted to 
show that “propaganda” is being em- 
ployed to answer his charges by point- 
ing to “attacks” made against the 
late Senator Wherry of Nebraska af- 
ter his investigation of the oil indus- 
try in 1947, 1948 and 1949 as head of 
the Senate Small Business Committee. 

He accused the oil industry trade 
press, and again NPN in particular, 
by quoting liberally from NPN edi- 
torials, of “vilifying’’ Senator Wherry 
because he criticized the oil industry 
in his investigation. 

Mr. Spingarn charged an apparent 
sameness of character in the “at- 
tacks” on Senator Wherry and the 
“vilification” of the FTC report. 

With the statement he submitted 
a@ memorandum in which he attempts 
to draw the parallel between the two 
cases. He quotes from three NPN edi- 
torials and three NPN news stories 
as proof that the oil industry “has 
never tolerated criticism from any 
source and has done its best to stig- 
matize anyone who raised his voice in 
significant criticism .. .” 

Mr. Spingarn concludes his state- 
ment with these words: 

“If for nothing else, the oil industry 
and its press can be commended for 
the even-handedness with which they 
dish out vilification and abuse against 
anyone who dares to criticize oil in- 
dustry activities, whether it be Sen- 
ator Wherry or myself, or even Presi- 
dent Eisenhower if he should dare to 
make any statement or take any ac- 
tion unacceptable to the oil industry.” 


API to Get Problems 
Of Texas Consignees 


NPN News Bureau 

HOUSTON—A big stride toward 
eventual better understanding by ma- 
jor companies of their consignees’ 
distribution problems was made here 
last week at a meeting between R. M. 
Bartlett, API’s marketing vice presi- 
dent, and a liaison committee of Tex- 
as Petroleum Marketers Assn., ac- 
cording to C. D. Daniel, association 
president. 

Mr. Daniel praised highly Bart- 
lett’s attitude at the meeting which 
Mr. Daniel described as “purely ex- 
ploratory.” 

“We now realize that API’s Job- 
ber Advisory Subcommittee is not 
the group to hear our problems. But 
We are confident that Mr. Bartlett 
will make arrangements for our prob- 
lems to be heard by API,” Mr. Daniel 
said. 

Mr. Bartlett asked the group to 
submit their problems and recom- 
mendations in form of a single letter 
or resolution to him, which he in turn 
will present to API’s Marketing Di- 
vision for further action. 
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Mr. Daniel expressed hope that the 
API would establish a committee to 
handle consignee problems, similar to 
the jobber advisory subcommittee. 
However, he added he didn’t know 
whether or not Mr, Bartlett would 
make such recommendation to API. 


Other members of the liaison com- 
mittee who attended the meeting 
were: R. O. Cannon, Odessa; John 
F. Adams, Corsicana; A. A. Adams, 
Dallas; and Ed Syers, the associa- 
tion’s executive secretary. 


Products Line Gets PAD Aid 


NPN News Bureau 
WASHINGTON—Kaneb Pipe Line 
Co. has received priorities assistance 
from PAD for the construction of a 
236-mile oil products line from Wich- 
ita and Potwin, Kans., to Fairmont, 
Nebr. PAD said the eight-inch line 
will have five pump stations, with 
an initial capacity of 15,000 b/d and 
an ultimate of 23,000 b/d. 
Scheduled for completion by Sept. 
1, 1953, the line will cost $8,200,000. 
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Administration's Materials Decontrol 
Based on ‘Open End’ Ordering System 


'N News Bureau 
WASHINGTON The Administra- 


tion, acting through the Office of 
Defense Mobilization, has unwrapped 
its plan for materials decontrol. It 
will be the “open end” system until 
the Defense Production Act expires 
June 30. 

The “open end” system is simply 
this: If you have a rated order, you 
go ahead and place it just as you’ve 
done all along under the controlled 
materials plan. It will still be filled 
before any unrated order is filled. 

If you don’t have a rating, you 
may place your order anyway if you 
find a materials supplier whose sup- 
ply hasn’t already been taken by 
someone with a rated order. Hereto- 
fore, you couldn’t place such an order 
even if the supplier had some “open” 
space on his order book. 

This “open end” set-up isn’t going 
to do much good where materials and 
products in tight supply are con- 
cerned, for the rated orders will eat 
up the supply and there won’t be any 
left for the unrated demands. 

The present allotment ‘system will 
not be continued past June 30, but 
the Administration will recommend 


legislation to provide some sort of 
priorities for direct military and 
atomic energy commission use to in- 
sure materials for those programs 
past June 30. There is also the pos- 
sibility that some critical defense- 
supporting items—such as alkylate 
production—may be given the privi- 
lege of using the special ratings, al- 
though PAD is opposing such a 
move. PAD feels that a better way 
than a “blanket” issuance of a pri- 
ority right would be a special case- 
by-case treatment. 

Whatever the final solution on this 
point, there will be no Controlled 
Materials Plan allotments to claim- 
ant agencies for the third quarter. 
These agencies, including PAD, have 
been told there is no need to file 
requests. 


PAD Program Out—The easing of 
materials controls—plus the hand- 
writing on the wall for the rest of 
the materials controls after June 30 
—tended to put an end to PAD’s 
formal planning for expansion goals 
for 1954 and 1955. PAD officials 
pointed out that such programs can 
be made effective only under a ma- 








For dependable operation of dry 
chemical fire extinguishers under 
all conditions, watertight construc- 
tion is critically important. All 
Ansul 20-B pow 30-B Models are 
of water-tight construction. 

Many thousands of these extin- 


JOE TAKES AN ANSUL FIRE 
EXTINGUISHER EVERY 
TIME HE GOES DOWN. 
HE KNOWS THEY ARE 





guishers have been exposed to all 
types of adverse weather condi- 
tions. Yet, to our knowledge there 
has been not one case of faulty 
operation due to entry of water or 
atmospheric. moisture. 
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terials allocation program; otherwise, 
PAD would have no way to shape 
expansion projects other than through 
recommendations on rapid tax write- 
off authorizations—and that program 
may be abandoned, too. 

It’s a situation wherein if a com- 
pany has to go out on its own to get 
materials, it has a perfect right to 
use those materials as it sees fit. 
Under CMP, if PAD didn’t want a 
company to expand a certain type of 
project, it simply didn’t give it any 
materials allotment. 

This does not mean, however, that 
PAD will discontinue its studies on 
industry needs and recommending 
certain rates of expansion. 

‘Red Tape’ Cut—PAD has also 
taken another step toward reducing 
“red tape” proceedings by simplify- 
ing monthly reports that had been 
required on major construction proj- 
ects in oil and gas industry under 
Order M-46B. 

Hereafter, PAD said, operators 
will be required only to fill out parts 
of Section 1 of Form PAD 26, Sup- 
plement, which calls for a brief state- 
ment covering percentages of com- 
pletion in various categories and 


Defense Orders 
For Oil Industry 


(Issued Feb. 10-16, inclusive) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers, We will 
appreciate our readers letting us know when 
they think we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OITL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oj] upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 

CODE: NPA—wNational Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization, 


List of Orders 


PS—Office of Price Stabilization 

GOR Lm Rev. 1—Exemption of certain fuel 
produc 

GOR 14, Amdt, 38—Towing ee 
PAD—Petroleum Administration for Defense 

PAD Order No. 2— Tecuineiien — Natural 





DPA—Defense Prod Administration 
DPA Reg. 1, Ints. 1 and 2—Necessity cer- 
tificates. 


What Orders Do 
Office of Price Stabilization 


EXEMPTION OF CERTAIN FUEL PROD- 
UCTS—Reyv. 1 of GOR 12——-Exempts from price 
control all sales heretofore subject to CPR 13, 
17 (except No. 2 heating oil), 32, 63, and 66. 

TOWING SERVICES—Amdt. 38 to GOR 14 
—Removes from price control charges for 
marine towing services performed by contract 
carrier tug and barge operators within a single 
harbor or between adjoining harbor areas. 


Defense Production Administration 


NECESSITY CERTIFICATES—Ints. 1 and 
2 to DPA Reg. 1—Clarifies provisions as to 
time construction of a facility is commenced 
and when acquisition of facilities takes place; 
deals with variations in description or cost of 
facilities certified for rapid tax amortization. 
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schedules completion dates. Sections 
II, Ill and IV no longer need be 
filled out. For oil operations, items 
3 and 4 of Section I, covering receipt 
of critical equipment and Class B 
machinery and equipment, have also 
been eliminated. For gas operators, 
all except Items 2 and 6 of Section 
I have been eliminated. Only one 
copy of the reporting form, instead 
of four, need be forwarded to PAD. 


Weather Turns Colder 
In Two Heating Areas 


NPN News Bureau 

CLEVELAND — Weather in the 
East Coast and Southeast areas was 
colder than last year but warmer 
than normal] for the Sept. 1-Feb. 14 
portion of the heating season. 

For the fourth week, both the Mid- 
west and West Coast-Rocky Mt. areas 
registered warmer than either last 
year or normal. 


Degree Day Summary 
Season Sept. 1-Feb. 14 
Week 
Feb. 8- 
Nor- Feb. 14, 
mal 1953 
3374 8720 223 
2948 206 
2754 187 
2572 3086 165 
2912 


1952- 19651- 
East Coast 53 52 
Bostont 
New York 
Philadelphia 
Washingtont 
Average ....... 
Midwest 
Chicagot 
Cleveland ........ 
Detroitt tse ctie 
Minneapolist .... 
Omahat stecse 
St. Louis ........ 
Average ....... 38 
Southeast 
Birmingham, Ala.t 
Charleston, 8S. C. 
Nashville, Tenn.t. 
Raleigh, N. C. ... 2 
Average 
West Coast—Rocky Mt. 
San Francisco ... 
Seattle 
SORTER: cacc cece. 
Average 


4207 
3535 
4052 
5580 


3101 


1061 
2388 
1928 
1788 


1572 
2772 
3849 
2731 
Degree days are on 65 deg. F. basis. 
tReadings at airport office. Readings in 
other cities taken at downtown (city) offices. 


Railroads Re-Open Fight 
On Oil Products Rates 


NPN News Bureau 

WASHINGTON -— The Interstate 
Commerce Commission has accepted 
a petition of five eastern railroads for 
the re-opening of a group of cases in 
which, several years ago, ICC pre- 
scribed rates on gasoline and other 
refined petroleum products from Mid- 
Continent territory to key points in 
Western Trunk Line Territory and 
Iiinois, including Effingham, Il. 
They said ICC at that time required 
the rates to Indiana points to be not 
in excess of specified differentials 
over Effingham, Ill. 

Petitioning road said they asked a 
modification of the ICC order in these 
cases so that petitioners would not 
be required “to reduce the rates on 
petroleum products to Indiana mere- 
ly because the southwestern lines 
have chosen to reduce the rates to 
Illinois.” 

Eastern railroads said southwest- 
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ern railroads, in 1950, reduced rates 
on petroleum products to various des- 
tinations, including Effingham, by 
removing from them certain in- 
creases granted by ICC in general 
freight rate increase case. They said 
the southwestern lines took this ac- 
tion “because of intense competition 
from other types of carriers at these 
destinations.” 

Eastern railroad petition was set 
for hearing Feb. 26 in Chicago be- 
fore ICC Examiner C. A. Rice. Rail- 
roads filing petition were Pennsyl- 
vania, Baitimore & Ohio, New York 
Central, Nickel Plate, and Erie. 


Injured Hallanan Forced 
To Skip NPC Meeting 


NPN News Bureau 
WASHINGTON—The Feb. 26 meet- 
ing of National Petroleum Council 
will be convened as scheduled at the 
request of Chairman Walter S. Halla- 
nan, who will be unable to attend 
because of a back injury. 
Secretary-Treasurer James  V. 
Brown said the meeting will be pre- 
sided over by Vice Chairman R. G. 
Follis, board chairman of Standard 
Oil Co. of California. 
Mr. Brown said Mr. Hallanan re- 
grets not being able to attend the 
first 1953 meeting and the first un- 


der Interior Secretary McKay but that 
he urged there be no delay in tak- 
ing up reports and other matters “of 
great importance to government.” 

Mr. Hallanan was hurt when a com- 
mercial airliner in which he was 
riding hit a downdraft and threw 
him from his seat. 


Tank Manufacturers Ask 
Boost in Heavy Plate 


NPN News Bureau 
WASHINGTON—Manufacturers of 
heavy tanks for oil and other indus- 
tries have emphasized that the ma- 
terials decontrol provides no relief 
for their most urgent problem—short- 
age of mill facilities for rolling more 
heavy plate. 

In addition to asking that the Pres- 
ident’s Defense Mobilization Board 
check on the possibility of boosting 
such production, fabricators also 
have recommended to the National 
Production Authority that the Army 
and Navy quit “over-writing” spec- 
ifications for heavy plate and be sat- 
isfied with lesser specifications where 
they can suffice. 


Manufacturers disagreed with the 
opinion of NPA officials that sup- 
plies of heavy plate would soften” 
by the end of the second quarter. 
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Independents Fear Loss 
Of Wilshire as Supplier 


NPN News Bureau 

LOS ANGELES—Dissolution of 

Wilshire Oil Co. will be completed be- 

fore the end of 1953, the company 

reported last week, after directors 

adopted a plan for liquidation and 
distribution of assets. 


Wilshire has been a big gasoline 
supplier for independent multi-pump 
stations. It markets about 13 mii- 
lion gals. of gasoline monthly, rank- 
ing behind the seven West Coast 
majors and Hancock. 


Multi-Pumps Worried—The disap- 
pearance of Wilshire as an independ- 
ent supplier “would be catastrophic” 
to independent dealers on the West 
Coast, in the opinion of Dan Lund- 
berg, executive secretary of two 
marketing trade associations—Serve 
Yourself and Multiple Pump Assn., 
and California Petroleum Distributors 
Assn. Mr. Lundberg declared, “Wil- 
shire admitted that companies like 
Gulf and Conoco were interested in 
acquiring the Wilshire refinery and 
tank farm—not ruling out the possibil- 
ity that one of these companies might 
actually be negotiating with Wil- 
shire.” Mr. Lundberg said Wilshire 
toid him it “might leave the ranks of 
the independents later.” He added 
that he had been told the government 
has asked Wilshire to continue oper- 
ating its 22,500 b/d refinery at Nor- 
walk, Calif., in the interests of na- 
tional defense. 


A two-thirds controlling interest in 
Wilshire is now held by B-L & As- 
sociates (Biyth & Co. and Lehman 
Brothers), and one-third by the es- 
tate of the late George L. Machris. 
For the time being, the refinery 
and marketing business will continue 
as usual, with the same personnel, 
according to Ralph F. Forch, vice 
president and general manager. 


Monterey Oil Co., controlled by 
syndicates formed by B-L & Associ- 
ates, has purchased a working inter- 
est in 9,000 b/d oil and gas produc- 
ing properties of Wilshire in Texas 
and California. 


Connecticut Legislature 
Studies 4 Oil Measures 


HARTFORD, Conn.—Four bills af- 
fecting the oil industry introduced 
in the Connecticut legislature have 
been referred to joint Senate-House 
committees 


S. 800, provides for a _ petrole- 
um commission, similar to the state’s 
milk commission, to regulate dis- 
tribution and price of petroleum 
products. Referred to Joint Judici- 
ary Committee. 


S. 802, would prohibit below-cost 


42 


rales, patterned after Michigan's law. 
A similar bill died in the last legisla- 
tive session. Referred to Joint Judi- 
ciary Committee. 

H. 685, sponsored by the Connecti- 
cut Petroleum Assn., would prohibit 
price signs at service stations other 
than those required by the present 
law on pumps. Referred to Joint 
Motor Vehicle Committee. An al- 
most identical bill was enacted in the 
last legislative session, but an in- 
junction halted enforcement. A simi- 
iar law was declared unconstitution- 
al by the State Supreme Court more 
than a decade ago. 

H. 610, sponsored by the Connecti- 
cut Petroleum Assn., would give dis- 
tributors 1% allowance to cover the 
cost of collecting state gasoline tax. 
Referred to Joint Finance Commit- 
tee. A similar bill died in the last 
session. 


Arkansas Probers Urge 
Further ‘Gas’ Price Quiz 


LITTLE ROCK, Ark.—The special 
committee investigating Arkansas 
gasoline prices, in an interim report 
to the House, has recommended con- 
tinuing the investigation “with a view 
to reducing prices of gasoline in the 
state of Arkansas comparable to 
those in other states.” 


At present, the committee “has 
not uncovered sufficient facts with 
which it could make a prima facie 
case for violation of law, either state 
or federal, but it does not believe 
that such a possibility is unlikely,” 
the report concluded. 

The committee, in taking sworn 
testimony from an official from each 
of four oil companies, has “only 
skimmed the surface in gathering 
data necessary for a full report,” the 
report stated. However, the commit- 
tee found that Arkansas consumers 
generally were charged about 2c per 
gal. more for the same gasoline, 
Diesel fuel, tractor fuel and kerosine, 
than were consumers in surrounding 
states, according to the report. 


Truck Bill Becomes Law 


ALBANY, N. Y. —Gov. Thomas E. 
Dewey signed into law an adminis- 
tration bill (S. 986) providing fur 
registration of trucks on the basis of 
owner-declared gross weight, and 
eliminating exemption under the 
weight-distance tax law on trucks 
operating entirely within a single 
Public Service Commission zone or 
municipality. The latter provision 
won't be effective until July 1, but 
the registration deadline is March 2, 
under terms of another act, extending 
the usual registration period one 
month to permit the issue of weight 
classifications to be settled. The 
assembly passed S. 986 Feb. 9. 


Ohio Turnpike Group 
OK’s Competitive Sale 


COLUMBUS, Ohio—-A subcommit- 
tee of the Ohio Turnpike Commission 
headed by A. J, Allen of Cincinnati, 
commission member, went on record 
last week as favoring competition in 
the sale of petroieum products on the 
241-mile Ohio Turnpike. If approved 
later by the full commission, this 
will assure a diversity of brands on 
the Ohio toll road, according to Mau- 
rice F. Hanning, chairman of Petrole- 
um Industry Committee of Ohio. 

The turnpike commission subcom- 
mittee asked the oil industry delega- 
tion to present a supplemental study 
in support of the industry’s position 
that multiple trading areas could be 
established practically and to show 
the commission how it couid be done. 


The subcommittee said it was fav- 
orably disposed toward the oil in- 
dustry’s recommendation to limit the 
number of service area locations on 
each side of the turnpike to eight, 
instead of 16 originally proposed by 
the commission. It said, however, 
that under its indenture agreement 
it had neither authority nor funds 
to use bond money to erect service 
facilities. The commission has the 
authority only to grade land for 
areas and lease it to successful bid- 
ders, oil men were toid. The oil 
delegation suggested additional bonds 
be issued to provide water and sew- 
age facilities and parking facilities 
for restaurant patrons at service 
areas. 

The turnpike subcommittee declin- 
ed to make a commitment on the 
recommendation of oil men that a 
separate deal be made for restaurant 
facilities. 


Dip in LP-Gas Use Foreseen 


NPN News Bureau 

NEW YORK-—Stronger selling ef- 
forts will be needed to promote the 
use of domestic LP-gas in the fu- 
ture, S. J. Aires, manager, commer- 
cial research department of Lukens 
Steel Co.. warned in the current is- 
sue of LP-Gas Circulator, a company 


publication. 
While the future holds a promise of 
“reasonable substantial growth,” 


trends indicate “a period of develop- 
ment associated with more mature 
growth” has been reached, and re- 
current, sharp yearly rises can be ex- 
pected to level off, he pointed out. 


Barge Operators Hearing Set 
NPN News Bureau 
NEW YORK — Hearing has been 
set for Feb. 26 in Federal District 
Court here on barge operators’ mo- 
tion for inspection of documents re- 
garding United States Pipe Line Co.’s 
projected Beaumont, Tex.-Newark, 
N. J., products pipe line. 
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The startling disclosure that 88% of the residents of 
Wichita, Kans., interviewed in a recent survey could not 
name a single one of the nearly 40 Independent oil job- 
bing companies in the town obviously indicates that, in 
- the minds of the motoring public, there is no competition 
for their gasoline patronage except as offered by the 
major oil companies with outlets in Wichita. 


It also makes possible, and buttresses, the suggestion 
that a principal contributor to this ignorance on the part 
of the motorist may be the fact that most stations where 
he can buy many nationally-branded tires, batteries and 
other TBA articles are so plastered with the brand name 
of a major oil company that he is quite warranted in as- 
suming that it is a major company that owns and op- 
erates the station. At least the point would seem worthy 
of the consideration of the major companies and their pub- 
lic relations and legal departments, for this might well be 
taken by the average mind to mean that the big com- 
panies of TBA are dealing mostly through the big com- 
panies of oil; in other words, to be a case of one alleged 
“monopoly” selling through another alleged “monopoly,” 
as is pretty much the nub of the frequent charges that 
have been made by the Federal Trade Commission, the 
ex-New Deal Department of INjustice, and others. 


The major oil companies can denounce these charges 
as preposterous and not based on fact, and that is true, 
but what might some trial jury be thinking with either 
a TBA or major oil company before it on conspiracy in- 
dictments? And look at the job the attorneys for the de- 
fendants would have to disabuse the minds of the jurors 
of that misconception, when every day on every street the 
jurors see little or no evidence at all of the existence of 
some 15,000 competing Independent oil jobbing companies. 

NPN knows from first hand experience this difficulty 
because it has had to battle down the same idea in order 
to get these same TBA national advertisers and their ad- 
vertising agents and departments and even sales depart- 
ments, to realize the existence and the operating and own- 
ership INDEPENDENCE of these 15,000 jobbers. These 
people hundreds of times would insist that these 15,000 
did not exist because the stations at which the advertis- 
ing men bought their national brand gasoline displayed 
only the name of the owner of that brand, and they nat- 
urally assumed that was the name of the owner of the 
station or the company distributing through it. 


Look at the trouble the oil company attorneys would 
have if they dug up from their great anonymity these 
15,000 Independent marketers to prove the existence of 
real competition for the car owner’s dollars. After the 
usual direct examination of the marketer by the attorney 
for the all-obscuring national brand of gasoline, the gov- 
ernment attorney probably would say to the jobber on 
cross examination,— ; 

“You say you own that service station with the Big 
Flying Dog sign on it? Well why don’t you put your name 
on it? Are you ashamed of the station or of the gasoline 
or oil? What are you trying to hide from the public and 
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Put Jobber Name Up Front to Show Competition 


your customers? If you really own these stations and 
that bulk plant with nothing but the national brand gaso- 
line signs on them, you might bring in a copy of your title 
for this jury and court to see. Strange that an honest man 
with such a good looking station doesn’t want people to 
know that he owns it?” 

Maybe this may seem a bit far fetched but it fairly rep- 
resents the “thinking” and only too often the doing, of 
our prosecuting officers. Maybe all the screwy prosecutors 
have gone home from Washington by now but we have 
heard tell of some allegedly “good” Republicans who could 
be just as fanatical against big business as any New 
Dealer ever thought of being. 

Why not let the existence of these 15,000 Independent 
marketing oil companies speak for the competition of the 
oil industry? 

Why not let national advertising of gasoline, oi] and 
TBA products be an endorsement of the live, individual 
Independent companies that do almost half of the oil in- 
dustry’s sales the country over and do far more than that 
in many areas, instead of obliterating their individual 
identity ? 

This national advertising is getting stronger and more 
extensive and better every year. Why not let it work for 
the legal safety of the big oil companies, and necessarily 
also the safety of the industry as a whole, and for the 
legal safety of the TBA manufacturers? 

That won’t cost the oil or TBA industries anything, ex- 
cept putting the jobber’s name on a few signs and pre- 
vailing on the jobber himself to repaint his signs, making 
them larger probably. 

Sure this would be dressing up “the competition,” mak- 
ing it more alluring to the customers, and it might even 
lose some of the majors a little business, but what are the 
majors in business for? To enjoy a “monopoly”? 

How long could they stay in business if they did indulge 
in such enjoyment ? 


Taking Criticism Is an Art 
And Some Just Don't Have It 


The sum of Federal Trade Commissioner Spingarn’s 
complaint against NPN, as described in our news columns 
this week (p. 38), is that he apparently objects to being 
likened to a raccoon caught in a farmer’s hen house. Our 
apologies to the commissioner. Also to the raccoon, in 
advance of any complaint from that direction. 

At the same time, NPN confesses a sense of }bligation 
to Commissioner Spingarn for having thought to draw a 
parallel between our instant criticism of him and the 
FTC’s “report” on an alleged “international petroleum 
cartel,” and our editorial indictments, in the period 1947- 
49, of the oil investigating activities of the so-called 
Wherry Committee of the Senate. 

The parallel is indeed striking—in two ways. First, be- 
cause NPN no more pulled its punches then than it is 
pulling them today. Second, because the final report of 
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the Wherry committee likewise involved some dirty work 
at the cross-roads that needed to be exposed in order that 
NPN’s readers might better decide what credence to at- 


tach to the contents of the document. 


There are other points of similarity, too. Also, one very 
Breat difference—a difference created by the contrast in 
the reactions of the late Senator Wherry and of Spingarn 
to criticism. Wherry—now, there was a fellow who could 


take it! 








Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, an industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 

Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 











Comments From Readers 


FROM: S. E. Warren 
President, General Manager 
Bradford-Penn Oil Ltd. 
Toronto, Canada 


. . . The company with which I am 
associated does not market a single 
drop of motor oil additives, which 
does, I believe, leave me in the posi- 
tion ... to express an unbiased 
opinion. ... It does appear to me 
that the lubrication chief of a major 
oil company, who is apparently the 
author of (the article, “Are Motor 
Oil Additives Useful?”—-NPN Jan. 
21, p. 74) was attempting to misin- 
form the sales personnel of his own 
company. I think, if this sales en- 
gineer found this necessary, there is 
no fault to find with him, but I do 
take issue with you in the publish- 
ing of this article and assuming the 
responsibility for same. . . 


Petroieum additives is a subject 
upon which I am quite familiar and 
I do agree with you that most of 
these petroleum additives are of 
little value but certainly neither you 
nor the author of this article are 
familiar with the functions of col- 
loidal graphite, as otherwise you 
would not have included them as 
you have in your harmless category 
and further, under the heading of 
“oiliness agents.” I state this for 
the reason that colloidal graphite is 
not an oil additive, does not in any 
way treat the crankcase oil and we 
do not believe the manufacturers of 
colloidal graphite have ever made a 
statement that it does. To my best 
knowledge colloidal graphite is a 
metal treatment and not an oil ad- 
_ ditive. 


I would like to quote you as fol- 
lows, “The conspicuous absence of 
any recommendations to use oiliness 
additives by any of the engine, car 
or truck manufacturers seems to 
speak for itself.” This is not a state- 
ment of fact, as you have included 
colloidal graphite under the classi- 
fication of “oiliness agents,” and I 
now would point out to you that the 
Ford Motor Co. in both the United 
States and Canada do market a col- 
loidal graphite under part number 
1-24-1A-19588-A. In addition to this, 
the Kaiser-Fraser Co. also markets 
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colloidal graphite, and we understand 
that several of the other car manu- 
facturers are following this proce- 
dure. 

The article is full of misleading in- 
formation, not only relative to col- 
loidal graphite, and I wouldn’t have 
to be much of a joker, as the article 
states, to pick to pieces this master- 
piece and to realize that it was for 
the consumption of the sales staff of 
one particular major oil company, 
where the article should have re- 
mained. It is apparent the author 
either does not know or intentional- 
ly is misleading when he states the 
load per square inch is greater on 
camshaft lobes than any other part, 
as this is of little consequence. As 
the wear takes place on cylinder 
walis, connecting rod bearings and 
main bearings, surely this proves to 
any sensible person that the load at 
these points is rupturing the oil film 
and allowing metal-to-metal contact 
of metals which cannot take the load 
encountered on camshaft lobes. It 
surely is apparent where the wear 
takes place the load is too great for 
the oil film, The author doesn’t seem 
to realize there is a difference be- 
tween hard steel and cast iron. Pres- 
sure to him is pressure, regardiess 
of the circumstances. 

Your article referred to above was 
a bit of a surprise, as in the article 
headed “Custom Built Lubes, etc.,” 
in your issue of Oct. 8, 1952 (p.65), 
your staff writer advocates the wide 
use of additives. 


Editor’s Reply 


In publishing the article in ques- 
tion, NPN stated that its objective 
was to contribute “to the discussion 
of this whole subject of packaged 
erankcase oil additives.” That ob- 
jective seems to have been achieved 
to some degree with Mr. Warren’s 
letter and an earlier one from F. J. 
Phillippbar, Journal Oil Co., Brad- 
ford, Pa. (see NPN Feb. 4, p.39). 
NPN welcomes further comments on 
the subject. Thus far, only two let- 
ters take issue with the article, but 
more than 50 oil companies appar- 
ently have endorsed the context, di- 
rectly by letter and/or indirectly by 
ordering reprints for distribution 
among their own personnel, 


The author of the article has an 


‘ 


enviable industry record for integrity 
and knowledge of lubrication. There 
is not the slightest evidence that his 
report was colored or deliberately | 
falsified to “misinform” his own sales 
personnel. If there were even the 
slightest suspicion that this was the 
case, NPN would not have published 
the article. 


Nowhere does the articie say that 
manufacturers of colloidal graphite 
make claims that their product 
“treats crankcase oil.” However, the 
same cannot be said of all the dis- 
tributors of these products. There 
is ample evidence that there are 
cases where fantastic claims are 
made for colloidal graphite when 
used in crankcase oils. 


As a matter of information, vari- 
ous local Better Business Bureaus, 
and the National Better Business Bu- 
reau currently are battling the type 
of advertising which claims all man- 
ner of benefits to be derived from 
some of these so-called additives, Na- 
tional Better Business Bureau in- 
forms NPN that some ads point to 
the Air Force as regular users of a 
particular additive, yet the Air Force 
denies use of such a product in en- 
gine lubrication. In another instance, 
an ad for a “liqui-moly” product 
stated that Union Oil Co. of Cali- 
fornia used various grades of this 
product “regularly on tough lubrica- 
tion jobs,” implying its use in crank- 
case oil. 

W. L. Spencer, manager of refinery 
sales of Union Oil, informed NPN he 
was not aware his company’s name 
was being used in connection with 
the ad. He did say this type of 
product had been used by Union Oil, 
primarity as a dressing “for threads 
where the unit is exposed to high 
temperature. As far as we know, 
none of these products has been used 
in any connection as a bearing lubri- 
cant.” 

Regarding the use of additives in 
lubricants as applied to oil com- 
pounders (see NPN Oct. 8, 1952, 
p.65), there is a vast difference be- 
tween (1) a compounder using addi- 
tives to produce a special kind of 
lubricant and (2) placing a so-called 
additive (perhaps of questionable 
value) on the market for the layman 
to use as suits his personal whims 
or limited knowledge of a very com- 
plex subject. 
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How should In- 
dependent jobbers 
go about the important task of edu- 
cating and convincing the consuming 
public that they perform a vitally 
necessary function in the distribution 
of petroleum products? 

One method, as suggested in a Na- 
TIONAL PETROLEUM NEWS editorial 
last week (see NPN, Feb. 11, p. 23), 
would be to dedicate next fail’s Oil 
Progress Week to telling the Amer- 
ican public how many jobbers there 
are, how strong and large they are, 
and how they are the people who 
have promoted free competition in 
the oil industry. 

Such a program unquestionably 
would do much toward increasing 
public awareness that jobbers exist 
and that their function means iower 
prices and better service to the con- 
sumer. 

But, as L. T. White of Cities Serv- 
ice pointed out in his recent Wichita 
speech, it is a problem that jobbers 





Second of two articles 





should be working on every day of 
the week, every week of the year. 
Mr. White, declaring that people 
should have more respect for jobbers, 
suggested that “every month should 
become ‘Consult the Public’ Month.” 


“Consulting suppliers is easy,” Mr. 
White commented in reference to 
Consult-Your-Supplier Month. “Con- 
sulting the public is different — 
‘there’s so many of them.’ However, 
there’s no doubt about which group 
is the most important. The customer 
is always right.” 


Perhaps what the jobbers need is a 
“Little OIIC,” sponsored by the vari- 
ous state associations and jobbers 
on the local level to carry their story 
constantly to their customers. As a 
first step in developing such a pro- 
gram, it might be wise for jobbers 
in individual communities to make 
their own public opinion survey, ask- 
ing the same questions as were posed 
in Wichita: 

1. Do you know by name a local 
Independent jobber or wholesaler? 

2. What services do Independent 
oil wholesalers render? 
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Jobbers’ Own ‘Advertising’ Campaign 
Could Convince Public of Their Worth 


By Leonard Castle, Midwest Editor 


3. In your opinion, are Independent 
oil wholesalers necessary? 

Results of the survey would indi- 
cate how serious the public opinion 
probiem was in the particular com- 
munity, and how much advertising 
and public relations work would be 
required to change the public’s at- 
titude. 


Much of the advance work and 
planning necessarily should be done 
by the state associations, possibly 
through a special public education 
and information committee. This 
committee would make a thorough 
study of the wholesaling function, 
determining just why wholesaling is 
necessary, how it serves the public, 
and why it is the most efficient meth- 
od of distribution, 

A wealth of material is available 
to heip the committee in its study. 
For example, an excellent source is 
a booklet entitled “Wholesaling,” 
which may be obtained through Paul 
H. Bolton, executive vice president 
of the National Assn. of Wholesalers, 


Legislation is 
in the works at 
Boston to change the 1950 law under 
which Massachusetts’ public works 
department is frankly going out after 
profits from gasoline service facili- 
ties on limited access highways, 
creating brand monopolies on the 
routes, and means eventually to re- 
ceive the stations as gifts from the 
oil companies which will build them. 

The House highways and motor ve- 
hicles committee has scheduled a 
hearing for March 3 on this legisla- 
tion, an “industry”-backed bill (H. 
409) introduced by Rep. Oscar Ca- 
hoon, Harwichport. 

The committee and the biil’s sup- 
porters, however, will have some- 
thing of a problem on their hands. 

The Cahoon measure would take 


ATLANTIC COAST 


708 Ring Building, Washington 6, 
D. C. 

Other good sources are Nelson 
Miler, specialist in wholesaling for 
the Department of Commerce in 
Washington, and the Retail Research 
Bureau of the University of Pitts- 
burgh which, despite its name, has 
conducted comprehensive studies of 
the wholesaling function. 

Having assembled all the informa- 
tion, the committee would correlate 
its findings, put them into a clear, 
concise, typewritten statement, and 
mail copies to all jobber members of 
the association. Some associations 
might desire to draw up model ad- 
vertisements to disseminate to the 
membership. 

Then it would be the responsibility 
of the local jobbers in their various 
communities to put the message be- 
fore the public. Ail the jobbers in a 
given community would band to- 
gether, determine how extensive a 
campaign was needed, and contribute 
financially on a pro-rata basis. Many 
jobbers have local advertising agen- 
cies which could help in drafting 
newspaper and radio ads. For the 
smaller communities, the local news- 
paper and radio advertising men 
would be happy to help in writing 
and laying out the copy. 

It is obvious that the jobbers have 
a big task to do in selling them- 
selves to the public as a vital part of 
the oi] industry and a start should 
be made immediately. 


Action Started to Stop State Monopoly 
Of Turnpike Stations in Massachusetts 


By Raymond E. Bijorkback, Easfern Editor 


away the department’s present au- 
thority to write its own ticket in 
getting service facilities set up, and 
would replace it with a set of rules 
designed to keep the state out of the 
gasoline business and insure brand 
competition on the state’s limited ac- 
cess routes. 

On the other hand, the department 
already has made its first commit- 
ment under its carte blanche author- 
ity. That’s the contract it awarded 
to a major oil company last month 
under which the company is to build 
nine service stations on four stretch- 
es of highways, then pay rent and 
operate them according to the de- 
partment’s distinctive—to say the 
least—program and rules (see Dec. 
24, 1952, NPN, p. 18). 

How is the accomplished fact of 
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the exclusive-marketing contract to 
be reconciled with the provisions of 
the proposed iaw? Committee and 
proponents of the bill may have a 
little trouble with that one. 

The measure would: 

1. Prevent any state agency from 
engaging in commercial activities on 
the state’s highways. 

2. Provide that the public works 
department may acquire and sell 
suitable areas for service facilities 
on limited access highways. 

3. Require that each purchaser of 
a site or sites shall have been a 
“resident” of the state for at least 
the last two years. 

4. Require the sites to be sold 
publicly to the highest bidders. 

5. Provide that there shail be free 
and open competition for the sites 
among service suppliers. 

Some in the industry feel the bill 
is a big step in the right direction, 
but doesn’t go far enough—doesn’t 
actually insure brand competition. 

They suggest, for one thing, that 
it should set.a percentage limit on 
the number of stations of any single 
brand which would be permitted on 
a route having more than a certain 
number of stations. 

Meanwhile the public works de- 
partment apparently is holding off 
any move to take its program be- 
yond the aforementioned nine sta- 
tions, although it originally adver- 
tised for bids on thirteen. Three of 
the four stations on which it got no 
bids were projected for one route. 


* * * 


The burning of seven dwellings, 
four garages and a couple of auto- 
mobiles as a result of the overturn- 
ing of a gasoiine transport at Little 
Falls, N. Y.,:Jan. 28 (see Feb. 4 
NPN, p. 38) has had a number of 
jobber-distributors getting out their 
insurance policies and deciding they 
haven’t been carrying quite enough 
property damage insurance. 

Of personal liability they dis- 
covered they probably had enough. 
But most of them concluded they 
were underinsured on property dam- 
age. 

It was by “fortunate” circumstances 
that the distributor concerned in 
the accident, Webaco Oil Co., Web- 
ster, N. Y., had adequate property 
damage coverage, according to its 
general manager Frank D. Bertch. 

“We increased our property dam- 
age insurance just last year because 
of the Chicago transport-street car 
accident,” he recounted. 

Incidentally, Webaco’s driver, Rob- 
ert Michaels, Rochester, N. Y., who 
aroused all the sleeping occupants 
of the burning houses, so they got 
out safely, was to get a trip to New 
York City this week for an appear- 
ance on a television program. 
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PACIFIC COAST 


Shell Oil is en- 
gaged in an ex- 
tensive program of expanding and 
modernizing terminal facilities on the 
West Coast—reflecting the swelling 
marketing volume. 

Biggest project on the coast is at 
Seattle where Shell is increasing its 
storage capacity by more than 50%. 
Two tanks totaling 136,000 bbls. have 
been installed recently, raising stor- 
age capacity to roughly 665,000 bbls. 
And two more, totaling 160,000 bbls., 
are under construction. 

More than $500,000 has been ear- 
marked for that project. Another 
half-million-dollar reconstruction pro- 
gram is under way at the Honolulu 
depot. Again four new storage tanks 
are being added, lifting capacity to 
some 325,000 bbls. 

A rundown of other terminal proj- 
ects planned for the year include: 


—Construction of a marine terminal 
with two 35,000-bbl. tanks at Avila, 
Calif. (near San Luis Obispo). 


-—-Conversion of existing facilities 
at Monterey, Calif., from a depot to 
a marine terminal by addition of two 
35,000-bbl. tanks. 


—Construction of 20,000-bbl., vapor 
conservation tanks at Colusa, Sacra- 
mento and Stockton terminals. 


—Addition of two 5,400-bbl. tanks 
at Astoria, Ore.; a 55,000-bbl. in- 
sulated tank for asphalt at Will- 
bridge Terminal, Ore., and two 8,000- 
bbl. tanks at the San Diego marine 
terminal. 


.In the Pacific Northwest (Oregon 
and Washington), Shell is the second 
largest marketer (after Standafd of 
California) in gasoline volume. State 
tax figures credit Shell with total 
distribution of more than 11 million 
gals. in Washington and about 7 mil- 
lion in Oregon in December. 


* * * 


A feature of its Seattle terminal, at 
Harbor Island, will be the addition of 
two 80,000-bbl. tanks which will go 
into “swing service” when completed 
this summer. They will be used for 
gasoline storage during the summer 
and burner oils during the winter. 


When the present construction pro- 
gram is completed, seven tanks at 
Harbor Island will be connected by 
vapor lines to a new 80,000-bbl. Hor- 
tondome, recently installed for gaso- 
line storage. The second tank recently 


Shell Moves to Meet Volume Build-Up 
In West by Boosting Storage Capacity 


By Frank Breese, Pacific Coast Editor 


finished is a 56,000-bbl. one for Diesel 
fuel. ‘ 


Shell said the Honolulu expansion 
is due to “an effort to keep up with 
commercial and military needs for 
a wide variety of petroleum products, 
particularly in light of current and 
future trans-Pacific shipping.” 


Additional and more diversified 
storage space was in an economy 
move to facilitate current shipping, 
said Shell. In the past, much of the 
lube oil was shipped by drums; now 
most of it is moved by tankers. 

Largest of the new storage tanks 
is a 54,000-bbl. unit for eventual stor- 
age of jet fuel. 


* ial * 


Economy Note: Reese H. Taylor, 
president of Union Oil of California, 
wrote in a recent letter to employes 
that a reduction of inventories means 
direct savings of many dollars. 


He cited a recent case. At the be- 
ginning of November, the company 
had approximately $238,000 working 
capital tied up in tetraethyl lead. 
Through better scheduling, he said, the 
inventory was reduced by about $100,- 
000 with no loss in operational ef- 
fectiveness. 

“An over-all saving of $15,000 a 
year has been made possible by carry- 
ing on the same operations with 
$138,000 investment,” Mr. Taylor 
commented. 


He explained that studies indicated 
that for every $100,000 reduction in 
inventories, an over-all annual sav- 
ings of $15,000 can be realized. 
“Where we can discontinue complete 
items of stock to the value of $1,000,- 
000 we can save $250,000 yearly,” he 
declared. 

Both the California Petroleum Dis- 
tributors Assn. and Serve Yourself 
and Multiple Pump Assn. are study- 
ing a new universal credit-card pro- 
posal. 

The organization, called Independ- 
ent Credit Card Inc., Los Angeles, 
said it will operate on a 6% service 
charge alone and will not charge an 
annual fee. As a special attraction, it 
has offered a 5% rate to the associa- 
tion members. It would be applicable 
to sales made on major company or 
“ICC” credit cards. 


Both associations have solicited re- 
action from their members. Out of 
the first 12 replying, eight expressed 
interest in the plan. 
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COMPARTMENTS on each side of oil trailers are specially designed to accommodate a large quantity of canned oil and TBA. 
Each of the domestic trucks is equipped with such compartments 


‘Everyone Sells for Valley Oil 


By RAYMOND E. BJORKBACK 
NPN Staff Writer 


Constant striving for greater effi- 
ciency and heads-up sales promotion 
are paying off for Valley Oil Co., an 
American Oil Co. distributorship in 
central Connecticut. 

Since 1943, when its leadership 
passed to the present partners from 
the founder at his death, Vailey Oil 
has quadrupled its gross sales. 

It has built product volume from 
11,750,000 gals. a year in 1944 to 
19,800,000 gals. in a fiscal year ended 
last April 30. 

It has increased its gasoline out- 
lets from a handful to 45, and is in- 
stalling 500 household and other heat- 
ing systems a year. 

Not even a late Sunday night fire 
in March, 1949, which wiped out its 
main office and garage—at Portland, 
on the Connecticut River—has inter- 
rupted this march of progress. 


If Valley Oil missed so much as a 
telephone call on the Monday morn- 
ing after the fire, the call probably 
was made between 7:30. a.m.—cus-_ 
tomary arrival hour for President” 
William F. Briggs and General Man-' 
ager George H. Stetson—and 8 a.m. 
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when company re-opened in tem- 
porary office space across the river 
in Middletown. just half an hour iate. 

Valley Oil largely serves a “coun- 
try” territory 60 miles (east-to-west) 
by 50 miles. 

A number of things are contribut- 
ing to the success of the company— 


—A cabinet of key men in the 
company discusses all new methods 
or changes in operation; 

—A degree-day system which 
guarantees automatic delivery of fuel 
oil, and an oil burner service-parts 
contract; 

—An advertising program which 
“sells” Valley Oil; 

—Dealer meeting and a special 
station supervisor; 

—A truck maintenance department 
which cares for most repair work; 

—An accounting system which 
gives cost-profit breakdowns. 


Cabinet Makes Decisions — Ideas 
for adopting new methods or alter- 
ing tried ones aren’t put into prac- 
tice until they’ve been taiked over 
by a company cabinet of key men, 
even though the ideas come from the 
partners. 


President Briggs became imbued 


with the cabinet and budget prin- 
ciples as a YMCA assistant general 
secretary in Rochester, N. Y., where 
he directed the program of six 
YMCA’s and operations of their 
large summer boys camp before go- 
ing into the oil business. Also, the 
partners have found that cabinet dis- 
cussions pre-condition the organiza- 
tion to new or changed methods. 


Builds Fuel Oil Volume—-In its fuel 
oil operations, the company tries for 
minimum deliveries of 200 gals. for 
275-gal. tanks, 500 gais. for 550-gal. 
tanks, and 800 gals. for larger ones. 
To this end, it empioys a purchased 
degree-day system which supplanted 
“one we set up ourselves.” 


Valley Oil offers a complete oil 
heat “package”—-sales and installa- 
tion of complete heating systems 
(not just burners), product sales, 
and heating system service. It pays 
the customer a penalty, in cash or 
product, if he is on the “automatic” 
delivery list and runs out of oil. 

It believes in oil heat service con- 
tracts—parts as well as labor—and 
prints and presents the contracts as 
insurance policies; also, it offers cus- 
tomers a fuel oil budget plan, and a 
deferred installment purchase plan 
for burners. 

It stays “right on top of credit all 
the time.” 

Company has centralized former- 
ly scattered degree-day clerical op- 
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This aircraft refueler was custom-built by Butler. It was 
designed to meet the exact needs of a particular operation ... 
to make that operation more efficient, more profitable. 


In the last six years alone, Butler has met the varying 
truck tank design specifications of more than 2,000 
individual customers. .. major oil companies and 
independents alike. They depended on Butler’s proved 
ability to construct quality truck tanks expertly 
engineered to solve specific delivery problems. 


Whatever your requirements, Butler can design and 
build a practical, profitable custom unit for you. 











Write today for complete information on better-built 
Butler Custom Truck Tanks. For prompt reply, address office nearest you. 





BUTLER MANUFACTURING COMPANY 
Seg, PROD” 7454 East 13th St., Kansas City 26, Missouri 


954 Sixth Ave., S. E., Minneapolis 14, Minnesota 
Dept. 54, Richmond, California 
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TWELVE SPECIAL TRUCKS are operated by Valley Oil as oil burner service 


mechanics’ units 


erations in the main office to the 
point where oniy one branch office, 
that at Deep River, now performs a 
unitized operation. The Portland 
center relays information to the Wil- 
limantic branch whose trucks serve 
heating oil accounts in the eastern 
part of the company’s territory. 


Mr. Briggs is enthusiastic about 
the reception given the company’s 
offer to pay the heating oil customer 
a penalty if its degree-day delivery 
system fails him. 

“They (the customers) just don’t 
forget it,” he says. 


Guaranteed Delivery -—— The offer 
first was “posted” through the news- 
papers during the 1951-52 heating 
season. Only once has a penalty 
been paid. The customer ran out of 
oil because his account card had been 
misfiled through a clerical error. His 
account was credited $10, the amount 
depending on the number of degrees 
the mercury in his thermometer 
dropped below 70 deg. before a Val- 
ley Oil driver arrived in response to 
his complaint. 

A typical Valley Oil newspaper ad 
maintaining the offer reads as fol- 
lows: 


VALLEY OIL 
WILL PAY YOU 
If We Ever Let You 
Run Out of Oil!! 
Never Before Has 
Such an Astounding 
Offer Been Made!! 


“Our automatic fuel oil delivery 
system is so dependable so foolproof 
that we now offer this ABSOLUTE 
GUARANTEE to every residential 
customer in good standing during 
the heating season until May 31. 

“Once you’ve had your second au- 
tomatic oil delivery, if you ever run 
out of oil, under conditions within 
our control, just call us. Our driver 


will come promptly to fill your tank 
and check the thermometer on your 
thermostat. And right then and 
there, he’ll credit you ONE DOLLAR 
for every degree below 70 the ther- 
mometer registers. For instance, if 
it registers 65, you'll receive a $5.00 
credit —if it’s down to 50, you get 
$20.00 credit. 

“You can’t lose. Either you'll al- 
ways have the oil you need, or you'll 
be paid for your inconvenience. And 
this is just one of the many exclu- 
sive features of Valiey Oil’s fuel oil 
service. For complete details, call 
6-8611 ... today! 


THE VALLEY OIL Co., INC. 
“The Place to Buy Your Oil Burner.” 


Mr. Briggs has been subjected to 
a lot of kidding over promotion of 
his deferred payment pian for oil 
burners—which just proves to his 
satisfaction that it is effective pro- 
motion. 

These ads proclaim the “N.M.N. 
PLAN (No Money Needed)”. That 
means, if the ad were run in June: 
“No down payment—No cash until 

September and then only about 

$13.00 per month.” 

“No money needed, eh?” Mr. 
Briggs’ friends and acquaintances 
have inquired. 

But Mr. Briggs has just grinned 
broadly. That piece of promotion, 
too, has “sold a pile of stuff” for 
Valley Oil. 


Service-Parts Contract—Valley Oil 
refers to its $21 oil burner service- 
parts contract as a “policy of insur- 
ance against unplanned-for expenses 
for burner service,” suggesting: 

“It’s like a fire policy on your 
home. You may never have a fire 
but you pay the premium for several 
years and have the comfort of know- 
ing that you have protection.” 

The customer who has a Valley 


Oil-installed burner is offered the 
policy on expiration of the first year’s 
guarantee on his equipment. House- 
holders who have other makes of 
burners ‘but buy their fuel from Val- 
ley Oil are sold the policies subject 
to inspection of their equipment. 
(Parts covered are those originaily 
sold as standard equipment with the 
burner.) Thereafter, renewals for 
the customer’s signature are sent 
him as a matter of course—and cus- 
tomers almost invariably renew. 

Also, once a year a one-week cam- 
paign by the sales force is conducted 
with the aim of selling 300 more 
service contracts. 

Every morning of the campaign, 
there’s a breakfast for the salesmen, 
at which a small daily prize is award- 
ed to the man who sold the most poli- 
cies the day before. Fuily 25% of 
the company’s home heating accounts 
carry the service insurance. 

The policy is in the form of an 
attractively printed (in green and 
white) legal-type certificate. Certif- 
icates are purchased from a West- 
chester County, N. Y., supplier who 
has copyrighted the form. 

“If the customer uses Valley Oil’s 
fuel oil budget payment plan, he may 
have the service contract charge in- 
cluded in the budget plan. 

“You need a minimum of 300 ac- 
counts to be able to afford the serv- 
ice-parts plan at $21,” advises Mr. 
Briggs. 


Budget Plan—The fuel oil budget 
plan is a 10-month arrangement. It 
is presented with emphasis on the 
fact it entaiis no financing or carry- 
ing charge. Valley Oil hasn’t pushed 
it—has simply offered it a couple of 
years—but more than 10% of its 
accounts use it. 


Advertising—Valley Oil advertises 
steadily from January to August, 
mostly in local newspapers, but also 
by radio. This is oil heat advertis- 
ing which “sells” Valley Oil, gaso- 
line advertising being left to the 
supplier on the “national” level and 
dealers on the local level. 

The company’s advertising has 
three primary aims: 

1. To keep the Valley Oil name be- 
fore the public. 

2. To “sell” the company as a part 
of the community. 

3. To sell a specific item. 

Mr. Briggs constantly keeps an 
eye out for advertising which strikes 
him as especially effective. He even 
subscribes to a couple of newspapers 
published in distant cities which reg- 
ularly carry ads he deems to be con- 
sistently excellent. 

In addition, “open house” is held 
every two years, to which 6,000 to 
7,000 businessmen, customers and 
others are issued invitations. 


Supervisor Aids Outlets—A service 
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station supervisor is a key employe 
—has been the last five years. He 
follows a regular station visiting 
schedule, advises dealers and assists 
them with advertising and saies pro- 
motion on TBA as well as products 
and services. 

Valley Oil has found it advisable 
to own just four of its gasoline out- 
lets, and to lease the 41 others. Also, 
it stays alert to the distribution cost 
danger represented by a remotely lo- 
cated station. 

The company holds four meetings 
a year for its dealers. Three of the 
meetings are merchandising instruc- 
tion and information sessions into 
which are brought Amoco and fac- 
tory representatives. The fourth is 
a dinner meeting, at which five gold 
cups are awarded the dealers who 
have made the best showings in mo- 
tor oii-to-gasoline ratio and in sales 
of tires, batteries, accessories and 
antifreeze. 

Operating three tank stations be- 
sides headquarters bulk plant, and 
some 50 trucks, the company makes 
all of its own service station tank 
and pump installations, following up 
with maintenance, handles bulk plant 
mechanical maintenance itself, and 
does its own motor vehicle repair 
and maintenance, even to painting. 
Only the most difficult truck repair 
work is done by others. 


It encourages its employes to re- 
gard themselves as members of a 
business family—not just paid help. 

The partners have clearly defined 
spheres of operating responsibility, 
and divide up related outside activi- 
ties. For example, President Briggs 
is responsible for oii heat operations; 
Mr. Stetson has charge of plants and 
rolling stock. 

Mr. Briggs represents the com- 
pany in Oil Industry Information 
Committee activity and the Oil Heat 
Institute of New England—has head- 
ed this organization. Mr. Stetson is 
a director of the Independent Oil 
Men’s Assn. of New England and of 
the Connecticut Petroleum Assn. In 
1948, he was chairman of the Con- 
necticut Petroleum Industries Com- 
mittee. 


Storage Capacity—Valley Oil has 
6 million gals. of storage at Port- 
land, 125,000 at Wiliimantic to the 
east, 65,000 at Meriden on the west, 
and 16,000 at Deep River on the 
south. It has another branch office, 
without storage, in Hartford, larg- 
est municipality in its territory. 

Its products line includes naphthas, 
in which it does a substantial busi- 
ness with rubber companies, dry 
cleaning establishments, etc. 


Personnel—Of 67 persons on its — 


payroll, seven are heating equip- 
ment and fuel oil salesmen, 13 to 14 
are burner mechanics, whose ranks 
are increased to 21 by duty trans- 
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fers of other employes in the Au- 
gust-January period; four or five are 
occupied ordinarily in maintenance, 
repair, the paint spray shop or weld- 
ing. 

Operation of its degree-day sys- 
tem engages a supervisor and a 
woman clerk, who are reinforced by 
a driver when work ioad peaks oc- 
cur. 

One full-time mechanic. and a 
garage utility man usually are able 
alone to keep Valley Oil's rolling 
equipment on the road. 


Efficient Distribution—Its partners 
strive constantiy to reduce distribu- 
tion and administrative costs with- 
out impairing service to their ac- 
counts. 

They have re-arranged the distri- 
bution patterns for the headquarters 
bulk plant and tank stations with a 
view to getting a maximum of bene- 
fit from a minimum number of 
trucks. 

The management is committed to 
the use of relatively large trucks. 
For most deliveries it employs ve- 
hicles ranging in capacity from 2,200 
to 2,700 gals. 

Improved Accounting System — 
The company recently improved its 
accounting system which now gives 
more cost-profit breakdowns. This 
helps to correct operating flaws, cap- 
italize on good moves and plan 
ahead generally. The partners are 
“sold” on careful budgeting, and 


repair by its own mechanics in a large, well-equipped garage. 


have spent considerable time gather- 
ing aceounting ideas from a variety 
of sources, including some outstand- 
ing Independent operators with more 
elaborate accounting systems than 
theirs. 

After numerous visits with other 
operators, and consultation with 
their own accountant, the partners 
believe they have arrived at some 
new breakdowns which will give 
them a better basis for appraising 
their operating methods and prac- 
tices, and still not increase adminis- 
trative costs noticeably. 

They’re convinced that accounting 
operations must be tailored to fit the 
individual business, and that those 
should throw light into as many 
profit-and-loss corners as the busi- 
ness can afford to explore 


Watches Credit — The company 
makes it a practice to keep a con- 
stant watch on accounts receivable 
—and to do something about laggard 
accounts. Periodically, these are 
split up among several key men in 
the company, who then cail on the 
accounts. 

Value of this practice was demon- 
strated recently: Although fuel oil 
sales were up last November from 
November, 1951, accounts receivable 
were considerably under their level 
of the 1951 month. 


Everyone Sells—Selling isn’t just 
something that’s left to Valley Oil's 
salesmen. Mr. Briggs and Mr. Stet- 


50 motor vehicles are kept in 


Company also oper- 


ates its own welding and paint spraying departments 
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son get almost everybady into the 
act, even customers, by paying small 
commissions for every new fuel oil 
account or burner customer they 
“bring in.” 

To keep employes and customers 
interested in trying for these com- 
missions, Valley Oil puts out a 
monthly sales letter for employes, 
and sends bi-monthly circulars to 
customers. Its partners have found 
that the customer who recommends 
Vailey Oil to a neighbor or ac- 
quaintance makes a recommenda- 
tion that’s worth something. 


Also, they’ve found that this kind 
of selling by employes other than 
salesmen, besides giving the em- 
ployes cash “windfalls,” helps to 
foster a thought the partners like 
to keep alive in their organization. 
That is the thought that the em- 
ploye’s best security is the success 
of the company. 


Employe Relations—Closely allied 
is the principle of the business fam- 
iiy, a principle practiced in several 
ways. 

The door to Mr. Briggs’ office, or 
Mr. Stetson’s, is always open to any 
employe with a probiem or com- 
plaint. 

Service pins or buttons are award- 
ed denoting 5, 10, 15, 20 or 25 years 
of employment. Of the company’s 
67 employes, 22 have five-year but- 
tons, six have 10-year buttons, three 
have 15-year buttons, six have 20- 
year buttons and seven have 25-year 
buttons. One employe has been with 
the company since 1921. 

Valley Oil maintains a pension 
plan, one that is supported entirely 
by the company. 

Every November, there’s a big 
party for employes and their fam- 
ilies. These events start with cock- 
tails and a dinner. Service buttons 
are awarded, and Mr. Briggs makes 
@ speech about the coming year. En- 
tertainment and dancing follow. 

Then there’s always a company 
outing in June—one for the men and 
one for the women. 

All this adds up to the result that 
desirable employes are attracted to 
Valley Oil, and they “stick.” How 
this fact has gotten around came 
out one time when a customer and 
his wife visited the main office. 

The wife was overheard to remark 
to her husband, “This is the kind of 
place you ought to be working; why 
don’t you get a job here?” Replied 
her husband: 

“You don’t just ‘get a job’ here; 
you first have to wait until somebody 
dies.” 

The practice of having “cabinet” 
meetings is in keeping with the busi- 
ness family principle. All key men 
of the company are brought into the 
meetings. 

There's a very practical benefit, as 


well as psychological one, from this 
practice. The meetings make it pos- 
sible for ail the men who will be re- 
sponsible for the proper application 
of plans and strategy to be familiar 
with them and the reasoning behind 
them immediately upon their adop- 
tion. 

With Mr. Briggs and Mr. Stetson 
in cabinet meetings sit the following: 


Vice President Everett L. Francis, 
heating engineer and manager of the 
Meriden branch; Vice President H. 
Hurlburt Bell, sales manager; Earl 
Sweeney, manager of the Willimantic 
branch; Walter Harrington, office 
and credit manager. 

Louis Wilson is plant superintend- 
ent, and Charles White, degree-day 
operator. 

Today’s partners assumed manage- 
ment of Valley Oil on the death in 
March, 1943, of James H. Porteous, 
Mr. Briggs’ father-in-law, who found- 
ed the company in 1913, and many of 
whose early customers still are com- 
pany accounts. 

Mr. Briggs and Mr. Stetson bought 
out the stock interests in the com- 
pany of Mr. Porteous’ widow. 


At the time, President Briggs, now 
50, was engaged in the aforemen- 
tioned YMCA administrative work in 
Rochester, N. Y. Middletown, how- 
ever, is his home town. 

Mr. Stetson, now 55, had gone to 
work for Mr. Porteous as a salesman 
in 1932. Before that, he was with 
a Hartford, Conn., chemicals, paints 
and oils firm. 


New Record of Oil Movement 
Set by Great Lakes Tankers 


NPN News Bureau 
CLEVELAND—The Lake Carriers 


Assn. Feb. 13 reported 1952 petro- 
leum shipments by Great Lakes 
tankers set a new record for the fifth 
consecutive year Tankers hauled a 
total of 125,964,561 bbls. of crude oil 
and products, up 7% from the 1951 
total. 

A major factor in expanded pe- 
troleum movement last year was the 
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increased shipments of crude oil from 
Superior, Wis., terminal of Inter- 
provincial pipe line to refineries in 
Sarnia and Toronto, Ont., areas, Sec- 
retary Oliver T. Burnham said. When 
the extension of pipe line from Su- 
perior to Sarnia is completed, crude 
shipments by tanker will be reduced. 

Tanker fleet last year included 60 
U. S, and 48 Canadian vessels. 


Danish Esso to Import 
Oil Products from England 


LONDON (Reuters)—Esso Petro- 
leum Co. has concluded an agreement 
with Danish Esso Co. to supply be- 
tween 600,000 and 700,000 tons 
(around 5,000,000 bbls.) of petroleum 
products in 1953, from its new Faw- 
ley (Southampton) refinery. The con- 
tract, which is worth more than 7,- 
000,000 sterling ($19,600,000), will 
save Denmark dollars and at the 
same time increase Britain’s export 
earnings. 


New Oil Introduced 
For Light Aircraft 


SAN FRANCISCO—Standard of 
California reported it has developed 
a compounded oil for light aircraft 
engines that will not cause pre-igni- 
tion. 

Labelled “new RPM aviation oil,” 
it was designed for executive and 
personal aircraft engines and can be 
used in 450 HP radial engines used 
in crop dusting, the company said. 
Grades are 55, 65, 80, 100 and 120. 
Standard said it was tested 21% years 
in 36 airplanes powered by a variety 
of popular light aircraft engines. 

Describing it as the first pre-igni- 
tion-proof oil for this purpose, the 
company said it is compounded by a 
new method worked out by California 
Research Corp., a subsidiary, 


Phillips Building Terminal 


BARTLESVILLE—Phillips Petro- 
leum will begin construction immedi- 
ately of a 235,000-bbl. marine termi- 
nal in Tampa, Fla., where it is estab- 
lishing headquarters of a new sales 
division. 

The terminal will be a centralized 
distributing outlet, from which Phil- 
lips will serve jobbers, bulk plants 
and service stations in Tampa and 
central Florida. Completion of the 
terminal and distribution facilities 
is expected by Aug. 1. 


Hancock Elects New President 


NPN News Bureau 
LOS ANGELES—John W. Han- 


cock was elected president of Han- 


* cock Oil Co. yesterday, replacing Will 


J. Reid, who has been named board 
chairman. Mr. Reid had been presi- 
dent since the company’s founding 
30 years ago. 
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California, Penna. Crudes Rise as Controls End 


The U.S. oil industry suddenly found itself operating 
without price controls (with the exception of No. 2 fuel 
oil) the past week for the first time in over two years. 
Prices for crude oil in California and Pennsylvania were 
higher. However, the freeing of controls had little effect 
on prices generally east of the Rocky Mountains. 

Hikes in crude oil price ranged from 10 to 50c per 
bbl. in California, and 15c generally in the Pennsylvania 
region. 

Citing inadequate supplies of oil on the West Coast, 
Standard Oil Co. of California announced that it was 
increasing the prices it will pay for crude oils by from 
10 to 50c per bbl., effective Feb. 16. At the same time, 
the company’s wholesale prices in its western U. S. and 
Pacific marketing areas also were being increased— 
motor and aviation gasoline generally by 1.6c per gal., 
Diesel fuel by 1.8c; and heavy residual fuel oils 10c 
per bbl. 

In addition to increases in bulk prices, the company’s 
retail gasoline prices also are being increased an ad- 
ditional 0.5c per gal. *‘to partially cover increased costs 
of service station operation.” 

The area covered by product price changes included 
five Pacific Coast states and the territories of Alaska 
and Hawaii, Standard said. 

In making the move, the company’s president, T. S. 
Petersen, made the ‘following statement: 

“Petroleum prices on the West Coast should have been 
increased long ago to assure adequate supplies,” said 
T. S. Petersen, president of Standard. “These are very 
necessary and long-overdue adjustments. 

“Petitions for price increases have been on file with 
the OPS for many months, without final action. Our 
company’s was filed last August. 


“These petitions were based primarily on the fact 
that there is and has been a serious crude oil shortage 
in the market served from the California oil fields. This 
has long been recognized by the Petroleum Administra- 
tion for Defense, which recommended price increases 
last November. 

“Inadequate ceiling prices have been the cause of this 
shortage of California crude oil. While other prices have 
been going up, there has been no general increase in 
petroleum product prices since October of 1950. 

“For several months, we and other companies have been 
forced to import large quantities of crude oil from 
foreign sources to partially meet the California short- 
ages. If these imports hadn’t been made, the West Coast 
supply situation would have been critical. 

“Prices for both crude oil and finished products should 
be at a level sufficiently high to stimulate West Coast 
production to provide more local supplies; to encourage 
development and production of marginal properties; 
to stimulate more secondary recovery from existing 
fields, and to attract adequate supplemental supplies 
from outside sources as needed.” 


In Pennsylvania, The Joseph Seep Agency of the 
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South Penn Oil Co. announced an increase of 15c per 
bbl. in its posted prices for Penna.-grade crudes, effec- 
tive Feb. 16. R. W. Grunert, president of South Penn, 
said: 

“The removal of price controls permits the posting 
of higher market prices to the extent present conditions 
allow to adjust for inequities to producers which have 
existed under controls.” 

South Penn’s new price for Bradford, Allegany, and 
Middle District crudes was $4.40 per bbl., up 15c, with 
company’s prices up by the same amount to $3.97 for 
Eureka oil and to $3.91 for Buckeye. 

Ashland Oil and Refining Co. announced an increase 
of 10c per bbl. in the price it will pay for Penna. grade 
crude oil in the Zanesville, Ohio, district, effective Feb. 16. 
This move brings Ashland’s price up to $3.20 per bbl. 

While prices for crude were increased generally by all 
buyers in the Penna. producing region, no increases were 
indicated in refined product prices. Lubricating oil trad- 
ing continued slow, wax sales “only fair” and exports 
were described as “nil.” 

In evaluating price controls generally, trade sources 
said that there were many “firm areas,” including home 
heating oils at the Gulf Coast (buyers of three countries 
—Argentina, Germany and Sweden—were looking in 
vain for 48-52 d.i. gas oils at the Gulf during week). 

But the “soft” spots far out-numbered the “strong” 
ones, and many trade sources expressed view that the 
freeing of controls may well spell lower prices in the 
near future because of accompanying “control-less psy- 
chology.” 

Grade 26-70 natural gasoline prices were off 0.5c in the 
Mid-Continent following sales reported at 5.875c, Group 3, 
and 5.375c, Breckenridge. 

There was some other good news for marketers, 
especially those in the East and at the Gulf Coast. The 
barge and tugboat strike, which had caused pile-up of 
tankships in New York Harbor and dislocation of prod- 
ucts, ended. Suppliers in the East, after strike ended 
during middle of week, reported they were getting 
“squared away,” and repayment of loans of products 
was reported from a number of sources. Actual trading, 
however, was light inasmuch as resellers generally were 
ordering to maintain working inventories only. 

In the Midwest and Mid-Continent, trading remained 
slow on most products, and some refiners reported lower 
quotations for burning oils. 


Lubricating oil trading remained at virtual standstill, 
with prices quoted lower on some Mid-Continent oils. 
Also, prices 0.75c lower for solvent bright stock at the 
Gulf Coast for export were reported, with quotations 
ranging upward from 23.25c, FOB ship. Solvent neutral 
prices at the Gulf appeared relatively firm. 

But the freeing of federal price controls was the 
“big” news of the week. Majority of oil men have long 
contended that controls on oil prices are useless. 


“Controls” and “strong pricés” became synonymous 
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Summary of Daily Gasoline Prices (Feb. 10 through Feb. 16) 





Monday Friday Thu Wednesday Tuesday 
Moter Gasoline 93 Oct. (Premium): Feb. 16 . Feb, 13 Feb. Feb, 11 Feb, 10 
N, Tex. (Texas & New Mex, shpt.) .. 13.2-13. 13.2-13.25(2) 13,2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 
W. Tex. (Texas & ae Mex, shpt. ; ee 133 —— 12.5 12.5 12.5 12.5 
Tex. (Truck Tnsp.) ...... Ceereece 12 12 12 12 12 
Sent. W. Tex. (Truck Tnsp.) sapeedes pee eeee cee ooee aace 
Moter Gasoline 90 Oct. (Premium): 
N, Tex. (Texas & New Mex, shpt.) .. 12.75(2) 12.75(2) 12.75(2) 12 75(2) 12.75(2) 
W. Tex, (Texas & _ Mex, shpt.) .. 12.5-12.75 12.5-12.75 12.5-12. 2.75 1 12.75 
. Tex, (Truck Tnsp.) ....... 7 ode ee ip 75-12-75 11.75-12.75 11.75-12.75 it ret k 11.75-12.75 
ent. W. Tex. (Trosk’'Tnsp.) 222227" eeee cove ecco eeee eece 
Motor Gasoline 88 Oct. (Premium): 
Okla,, Group 3 (Okla. shpt.) ........ (3)11.5-11.875 (3) 11.5-11.875 (3)11.5-11.875 (3)11.5-11.875 3)11.5-11.875 
Okla., Group 3 (Northern shpt:) (3) 11.375-11. 75 6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 6)11.375-11.75 
Midwestern (Group 3 basis) .......... 11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 4)11.375-11.75 
. Tex. (Texas & New Mex. shpt.) .. %11.75-12.75 12-12.75 (28 (2)12-12.75 2)12-12.75 
4 Tex, (Texas S. = Mex. shpt.) . (2) 13) 2) 12(2) 12(2) 
Tex. (Truck Tnsp.) ........ err (2)11.75-12 (2)11.75-12 (2) 11 7-12 (2)11.75-12 (it 75-12 
Gent. W. Tex. (Truck TRAD. )- cccccees 12 12 12 
Motor Gasoline 86 Oct., (Premium): 
N, Tex. (Texas & New Mex, shpt.) .. oer 12 12 12 
. Tex, (Texas & New Mex, ee. > ce 12 12 12 12 12 
E Tex, (Truck TnSp.) .....seeeeeee% 11.75 11.75 11.75 11.75 1L.75 
Motor Gasoline 84 Oct, (Regular): 
N, Tex. (Texas & New Mex, shpt.) .. 10.75-11.7 10.75-11. i. 10.75-11.7 10.75-11.7 10.75-11.7 
Tex, (Texas =! 4nd Mex, shpt.) .. 10.75-11.25 10.75-11 10.75-11.25 10.75-11.25 10.75-11.25 
fe Tex, (Truck Tnsp.) ......... oe 10.75-11.25 1oe-aL 3 10.75-11.25 10.75-11.25 10.75-11.25 
Cent. W. Tex. (Truck Tasp.) é%e eens eoes eoee eoee eoee 
Motor Gasoline 82 Oct. (Regular): 
Okla., Group 3 (Okla. shpt.) ........ )10.5-10.875 (4) 10.5-10.875 (4)10.5-10.875 (4)10. (4)10.5-10.875 
Okla., Group 3 (Northern shpt.) (6)10.375-10.625 (6) 10.375-10.625 (6)10.375-10.625 (6)10. eo. 825 (6) 10.375-10.625 
Midwestern (Group 3 basis) .......... .375-10.5 (5)10.375-10.5 a + et i 5 (5)10.375-10.5 (5) 10.375-10.5 
N, Tex. (Texas & New Mex. shpt.) ..  (2)10.75-11.25 10.75-11.25 — 10. tty 10.75-11.25 
W. Tex. (Texas & — Mex, shpt.) .. 10.75-11(2) 10.75-11 10. 5 10.75- 10.75-11 
E. Tex, (Truck Tnsp.) ......cseseeee (2)10.75-11 (2)10.75-11 (2) 10-te-A2 (2) 10-45-11 (2)10.75-11 
Cent. W. Tex, (Truck TOE.) 6 cvvccee 10.75 10.75 10.75 0.75 10.75 


Motor Gasoline 80 Oct. caer 
Okla., Group 3 (Okla. esec 
Okla., Group 3 Northen a Tt 

Mmestere (Group 3 basis) 
























ex. (Texas & New Mex. shpt.) .. 10:75-11(2) 10:75-11(2) 16:75-11(2) 16.75-11(2) 
Ww. Tex, (Texas & New Mex, shpt.) .. 10.75-11 10.75-11 10.75-11 10.75-11 
Motor Gasoline 60 Oct, M & below: 
Okla., Group 3 (ele. shpt. eocecse 9.625-10.125 9.625-10.125 9.625-10.125 9.625-10.125 2.08820. 125 
Okla., Group 3 (Northern s pt. om eovg °. 5-9.875 : 5-9.875 9.5-9.875 9.5-9.875 9.5-9. 
Midwestern laceap 3 basis) ........+. 9.625-9.75 625-9.75 9.625-9.75 9.625-9.75 9.625- ri 35 
N, Tex. (Texas & New Mex. shpt.) .. (2)9.75-10.8 8: 75-10. S (2)9.75-10.8 (me, X oer 8 (2)9.75-10.8 
W. Tex. (7esee  R ged Mex. shpt.) .. 10.25-10.5 0. 25-10. 10.25-10.5 10.25-10.5 10.25-10.5 
Ty OR, CRO TOMY occ cececcccces 9.875-10.5 by “75-10. 5 9.875-10.5 ° " edian 5 9.875-10.5 
Cent. W, Tex. (Trak UD «ond os. 65-0 0 10 10 
Motor Gasoline 92 Oct, (Premium): 
New York k harbor ........ 13.85-15 85-1 13.85-15 13.85-15 13.85-15 
New York harbor, barges 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 
WOMEN. ciccoscoscccs 15.15-15.2 15.15-15.2 15.15-15.2 15.15-15.2 15.15-15.2 
—— banges Ceboecees 15.05 .05 15.05 15.05 15.05 
Baltimor pdecgeccesvece coos 12.9-15(2) 12.9-15(2) 12.9-15(2) 12.9-15(2) 12.9-15(2) 
Bal re, barges Ceeesecsececscce d¢60 12.8 12.8 12.8 12.8 
Motor Gasoline 90 Oct. Gicintents 3 
New York harbor sees 13.85-14.35 13.85-14. 13.85-14.35 3.85-14.35 13.85-14.35 
New York harbor, * barge: 13.75-14.25 13.75-14.25 13.75-14.25 13. tee 25 13.75-14.25 
hil P Ogereccoes 15.15 15. 15.15 15.15 
iladelphia, barges 15. 15. 15.05 15.05 
Baltimore .........+. 12.9-13.25 12.9-13.25 12.9-13.25 12°9°13.25 12.9-13.25 
Baltimore, barges” 06040 Cabebeadedcee cde 12.8-13 12.8-13 12.8-13 12.8-13 12.8-13 
Motor Gasoline 86 Oct. —e, : 
New York harbor ..........esesseeees 12.85-13.6 12.85-13. 12.85-13.6 12.85-13.6 12. at wt 6 
New York harbor, barges .......... ee 12.5-13.4 12.5-13.4 -5-13.4 12.5-13. 12.5- 
MEE, 6005s ck cd vcceese (2)13.7-13.9 (2)13.7-13.9 (2)13.7-13.9 (2)13.7-13.9 (2)33. q- i: $ 
Philadelphia, barges 13.6-13.8 13.6-13.8 .7-13.8 13.6-13. 3.6-13.8 
Baltimore .......... 11.9-13.5 11.9-13.5 11.9-13.5 11.9-13.5 it: 9-13.5 
‘eanpeven barges 11.8-12 11.8-12 11.8-12 1.8-12 11.8-12 
Westers Penna., ears Rie 

90 Oct. (Prem PTTETETITITE TET ET 13.75-14 13.75-14 13.75-14 13.75-14 13.75-14 

86 Oct. (Reguiary O66 SU ccececceceses 12.75(2) 12.75(2) 12.75(2) 12.75(2) 12.75(2) 
Western Penna., Oil City: 

OP: Ge, GUGNEL) | eta ds ccscécdseciicce ° 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 

Pt CNT “Ucccnceeepe econ ons 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 
Western Penna., Pittsburgh: 

+4 Oe, GS oil Ss died do cece vieus 13.9(2) 3.9(3) 13.9(2) 13.9(2) 13.9(¢2) 

Oct, (Regular) ........ cosretoese 12.9(2) 2.9(2) 12.9(2) 12.9(2) 12.9(2) 
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eter 
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eeee 





terms in the minds of many oil men during the past 
two years, it was pointed out. The opinion also is wide- 
spread that controls in the recent past actually served 
to hold prices up, with many marketers guiding their 
decisions by the axiom: “If the government won’t let 
prices go up, then I won't be the first to lead them 


down.” 


Soft spots in prices at the time decontrol order was 
issued including heating oils and heavy fuels in all north- 
ern fuel oil consuming areas, and gasoline along the Gulf 
and eastern seaboard. Specialty products for many 


tween softening products prices (see comparison below) 
and unchanged prices for crude to extent that sizeable 
hikes in crude are out of question, many sources con- 
tend. However, this line of thinking is counter to that 
of many oil producers in the Southwest, who say that 
top-gravity crude in Texas and Mid-Continent “ought 
to sell at $3.00 (up 35c) regardless of what happens 
to imports and state allowables.” 

But New York sources, who have seen Middle East 
oil undersell West Texas in the Philadelphia refining 
district, said “they (the Texas producers) will wake up 


months have been selling well below “control” levels. 
In many areas, refiners already are squeezed be- 


out of that dream one of these days.” 
Earmarks, trade sources say, of an easier market 
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are that sweet crude has eased in the Southwest, that 
Sellers of foreign crude are “leaving no stone unturned 
in their search for customers,” and that the urgency 
to move products in world markets, as witnessed by 
tanker rates, has abated sharply. 

A comparison of prices for crude and products between 
Dec. 19, 1950, (beginning of “base period”) and Feb. 12, 
1953, follows, with prices expressed in $-per-bbl. and/or 
c-per-gal. (wax in c-per-lb.), with amount of change in 
parentheses: 


Dee. 19 Feb. 12 
1950 1953 Change 
Mid-Continent bright stock, solvent 150-160 
vis., 0-10 p.t. Tulsa basis 33. 24.0¢ 9.0¢ 
South Texas Neutral, 100 vis., red.......... 12.0¢ 10.5¢ —1.5¢ 
Scale Wax, New York Export, 124-6 AMP 
FAS in bags ‘ 4.8¢ 2.7¢ 
Tanker Rates: 
U. 8. Guif—North of Cape Hatteras, dirty, 
$4.55 


GULF COAST 
Gas Oil in Tight Supply 


A search for spot gas oil by at least three export buy- 
ers, plus active sales of residual fuel, marked trading at 
the Gulf the second week of February, 

No changes in prices were reported, and offerings of 
most products, other than 48 di. gas oil and top-grade 
aviation gasoline, were Available at prices generally 
quoted. 

Trade reports were that buyers from Argentina, Ger- 
many, and Sweden were looking for 48-52 d.i. gas oil, 
which, combined with other reports that some refiners 
have reduced runs, made for a tight supply of the prod- 
uct. Then, too, continued purchases of middle distillates 
by countries shut off from supplies in Abadan have made 
gas oils one of the strongest products pricewise right 
along. 

Trade sources said that about 10 cargoes of bunker 
“C” fuel recently were purchased, with at least three 
sellers and one buyer figuring in the transactions. While 
the prices were not confirmed, it was indicated that most 
of the quantities changed hands at $1.50 per bbl. How- 
ever, despite these sizeable liftings scheduled for “C” fuel, 
most sources said that the residual market still was on 
the “soft side.” 

No activity in gasoline nor No. 2 fuel was reported, 
the former in plentiful supply and the latter still offered 
sparingly. While it was generally thought that gasoline 
prices were somewhat easy—as they often are this sea- 
son—there were no reports of “discounts” to encourage 
vascillating buyers. 


ATLANTIC COAST 
No. 6 Fuel Prices Ease at New York 


The East Coast was recovering from the dislocation 
of supplies caused by the tugboat and barge strike the 
past week, and efforts to move No. 6 fuel oil at lower 
prices were reported at New York Harbor, 

The pressure to unload tankships that had piled up dur- 
ing the course of the tug strike was strongest at New 
York Harbor, it was said, and some Independent tanker 
terminal operators had as many as five vessels waiting 
to be unloaded at the conclusion of the strike. A sign of 
the dislocation at New York—top heavy supplies afloat 
and empty tanks at rack loading points—was the ap- 
proximately 25 shallow water terminals in Brooklyn that 
ran out of product, or were operating solely on what 
little supplies could be moved from New Jersey by truck. 

Quotations reported for No. 6 fuel in barge lots at New 
York Harbor ranged from $1.90 to $2.00 per bbl., down 
10c per bbl. on the low side of the range. 

Most East Coast trade sources said that the question 
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of how fast metropolitan New York resellers fill their 
tanks, following conclusion of the harbor strike, has an 
important bearing on prices generally. First indications 
were that re-erdering of both light and heavy fuel oils 
was relatively quiet. 

There also were indications that some resellers and 
tanker terminal operators were “breaking away” from 
the 40%-60% summer-winter fuel oil fills, several of them 
holding to the opinion that ample supplies will be avail- 
able for spot purchase. On the other hand, it was re- 
ported that foreign buyers who have been unable to se- 
cure gas oi] in.cargo lots at the Gulf were canvassing 
East Coast terminals looking for No. 2 fuel with a “‘suit- 
able’”’ Diesel index. 


CHICAGO DISTRICT 
Light and Heavy Fuel Prices Ease 


Price ranges for most light and heavy fuels were 
down either on the high or low side in Chicago District 
last week in prevailing easiness, Because of continued 
relatively mild weather, there were reports of “shading” 
in distillate fuels. Yard prices also were off. Gasoline 
continued quiet. 

Products with price ranges affected by suppliers’ re- 
ductions were: No, 2 fuel quoted at 9.9 to 10.25c, down 
0.125c on the high; No. 5 low-sulfur fuel, 6.7c (single 
supplier quoting), down 0.1c; No. 5 high-sulfur, 6.7 to 7c, 
down 0.1c on the low and 0.25c on the high; and No. 6 
high sulfur, 5.7 to 5.95c, down 0.1c on the high. 

Trade sources said there was a “certain amount of 
shading” going on in light fuel prices. Reports indicated 
range oil was available at 10.75c, FOB Chicago District, 
and No. 2 fuel at varying prices of 9.5c, 9.625c and 9.75c. 
No trading was disclosed at these lower prices, however. 
Meanwhile, several trade sources said there was a gen- 
eral lowering of yard prices for range oil and No. 2 fuel. 
While one yard reportedly was selling range oil at 11.7c 
and No. 2 at 10.7c, generally prices were 11.8c and 12c 
for range oil and 10.8c and llc for No, 2, throughout 
the city. 


CENTRAL MICHIGAN 


Trading in Doldrums; Prices Unchanged 


Moderate weather continued to keep trading in the 
doldrums last week in Central Michigan and delayed 
the usual late-season inter-refinery buying of light fuels. 
Prices were unchanged for all products. 

Two refiners were known sellers of No. 2 fuel, One 
offering of 100,000 gals. monthly through April remained 
in market at 10.25c, FOB Central Michigan, inter-refin- 
ery basis. Refiners’ quotations to the trade for No. 2 
ranged from 10.75 to 11.5c. 

Inter-refinery purchase of “a quantity” of No, 5 fuel at 
6.25¢c and 6.5c, Central Michigan, was disclosed. Quota- 
tions for No. 5 ranged from 6.25 to 8c 


MIDWESTERN (Chicago-E. St. Louis Area) 
Most Distillates Drop 0.125c 


Distillate fuels generally were off 0.125c—No. 2 dropped 
0.375c—in the Midwest last week in a market that has 
been troubled most of the winter by unseasonally mild 
spells. Shippers in the Great Lakes pipe line still found 
themselves in difficulty with “overtime” distillates at 
pipe line terminals and were paying substantial sums in 
demurrage charges. 

Despite most reports to the contrary, residual fuels 
were indicated by a few in the trade as somewhat un- 
settled. While no offerings to resellers were disclosed be- 
low $0.75, Group 3, sources said they had been approached 
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NPN Gasoline Index 


Dealer T.W ‘Tank Car 
a RRR oO ad cere! 15.23 11.72 
BOM AGO o.cccesccccecvcee 15.23 11.63 
Wem da. 301 bdixds Gn ieee 14.99 11.57 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf’ Coast. 











several times by the same supplier to take material this 
month. Refiners still quoted the trade at $0.90 to $1. 

Gasoline was quiet. Although stocks are somewhat 
higher than year ago, prices were reported to be steady. 

No. 2 fuel, weakest of the middle distillates for quite 
some time, took the deepest cut and prices ranged from 
7.25 to 8.125c, down 0.375c on the low. Other light fuels 
took 0.125c reductions on the lows. They were: 41-43 and 
42-44 kerosine, 8.625 to 9c; 59 d.i, Diesel fuel, 8.375 to 
8.75c; and No. 1 fuel, 7.875 to 8.75c. 


WESTERN PENNA. 
Crude Hiked; Product Prices Unchanged 


Lifting of price controls on crude and refined products 
on Feb. 13 brought small but long-sought advances in 
posted prices for several Penna. grade crudes—generally 
15c per bbl—but product prices remained unchanged, 
With lubricating oils, waxes, and petrolatums generally 
priced well below recent ceilings, refiners indicated that 
product price increases were “unlikely.” Gasoline was 
in ample supply and only No. 2 fuel, still controlled, 
“might bear price increase,” some refiners commented. 

Strengthening in finished petrolatums prices also was 
held likely, should one large supplier continue strike- 
bound. 

Lubricating oil trading continued at an extremely 
slow pace, with inquiries few and branded sales below 
“normal” levels. Some refiners said that regular custo- 
mers were taking usual quantities of motor oils, and 
demand for heavy neutral oil was reported fairly good. 
Neutral, 200 vis., was “most firm’ among lubes, ‘accord- 
ing to refiner and buyer sources, and in some cases re- 
sellers reported paying 26c, same as quoted to the trade. 
With 200 neutral prices 1c higher than bright stock, low 
viscosity Penna, grade “emblem” motor oils were priced 
at wholesale higher than the more viscous oils which 
are predominately bright stock, in several instances, ac- 
cording to reports of buyers. 

Some weakness was apparent in all other base lube 
stocks. Bright stock was said to be “fairly firm” at 25c. 
Light neutral, 150 vis., remained weak and one refiner 
stated he found “no market” for the oil. Not all sources 
agreed on status of cylinder stocks, some indicating con- 
siderable easiness, while others stated low quoted prices 
were holding. One refiner disclosed sale of “good-sized” 
quantity of 650 s.r. at 2ic, low quoted price. 

With field’s largest petrolatum refiner strikebound, 
drain on stocks of the finished product was continuing, 
and most sources held that two more weeks of curtailed 





Crude Oil Prices 


Standard Oil Co. of California hikes crude oil 
postings in California (see p. 53). 

South Penn, Ashland Oil and Refining, and 
Freedom-Valvoline boost Penna. grade crude 
prices (see p. 53). 

No other es reported in crude oil prices 
in week ended Feb. 14. For complete price sched- 
ules see p. 46-47 in Jan, 28 NPN. 











production would use up surpluses. Export prices, weak 
for many months, were slightly stronger already, accord- 
ing to refiner who reported selling snow white at 7c, FAS 
New York, 0.125c higher than previously, and amber also 
was priced 0.125c higher. 


MID-CONTINENT 
Distillate Markets ‘Soft’ 


Several Mid-Continent refiners were checking status 
of Gulf Coast distillate market the past week, to see if 
it would be more economical to move light oils in that 
direction, as northern demand remained almost “non- 
existent” due to large inventories at northern terminals 
in face of relatively mild weather. Lubricating oils, 
residual fuel and gasoline, meanwhile, also continued 
in light demand, and “discounts” from published prices 
were still offered on most products. 

While several refiners showed interest in shipping light 
oils to Gulf Coast (several already have heavy fuel con- 
tracts with coastal buyers), no sales were disclosed. Ac- 
cording to majority, coastal buyers are unwilling to pay 
over 8c for No. 2, delivered Houston. 

In Oklahoma, burning oils were quoted lower by sev- 
eral refiners, with No. 1 ranging upward from 7.875c, 
Nos. 2 and 3 from 7.25c. Resellers, however, were still 
offered No, 1 at 7.625c, No, 2 at 7c, and majority were 
unwilling to buy without firm shipping orders from north- 
ern buyers. Severe cold weather of long duration in 
northern consuming areas now is “the only hope” for 
Mid-Continent fuel oil market, refiners said, and several 
pointed out it is getting too late in season to expect much 
of that. 

No. 6 fuel, while reportedly not in “distress,” was of- 
fered for resale at $0.75 to $0.85, depending on sulfur 
content, in Oklahoma. There were a few inquiries in 
market for No. 6, but marketers said buyers were seek- 
ing material at $0.65 and $0.75, considerably under sup- 
pliers’ “asking” prices. In Kansas and Arkansas, resi- 
dual was generally described as being in “good” shape, 
but inland Texas refiners still generally found it a dif- 
ficult product to sell. 

Lubricating oils were off again in prices, including 
South Texas oils, from 0.5c to 1c per gal., and suppliers 
for most part described solvent, conventional and coastal 
oils as “‘weak.” 

Gasoline, according to season, was in light demand in 
northern areas, but in relatively good demand locally, al- 
though in parts of Texas dry weather continued to hold 
up farm gasoline demand to large extent. 

No transportation difficulties, either on clean or dirty 
cars, Were reported by refiners or marketers. 


Oil Price Index Declines 


WASHINGTON—Decrease in price index for lubricat- 
ing oils, kerosine and distillates dropped Bureau of La- 
bor Statistics’ over-all price index 0.2% for week ended 
Feb. 10. Complete index, based on Platt’s Oilgram quo- 
tations, is shown below for weeks ended on dates indi- 


. cated (1947-49 equals 100): 


Feb. 3 to 
Feb. 10 Feb.3 Feb. 12 Feb. 10, 
1953 1953 1952 1953 
Crude and products . 107.2 107.4 110.5 —0.2 
GIONS cedsietensccvvss 109.0 109.0 109.0 sony 
Refined petroleum .... 106.9 107.1 110.9 —0.2 
Gasoline .......ess00% 114.3 114.3 114.5 eee8 
Kerosine La swerncevves 112.3 112.8 112.7 —0.4 
Distillate fuels ....... 112.1 112.6 113.5 —0.4 
Residual fuels ....... 79.6 79.6 97.2 
Lubricating oils ...... 85.2 86.8 101.8 wats 8 
Natural gasoline ..... 93.5 93.5 101.5 


Bureau’s wholesale price index for other commodities 
was up 0.3% to 109.5 for week ended Feb, 10. Bureau 
corrected last week’s figure to 109.2. 
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p Oil PRICE SECTION 


Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT FEB. 16 





Prices herewith are reproduced from Platt’s OILGRAM Daily Oi! distribution or publication. During period of short supply, some sellers 
Price ted with National Petroleum News, whose rep- and at times all sellers, withhold quota to new customers or the 


Service, associa 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. would quote to the trade 
Prices shown in tables are sales prices or quotations or genera! offers cust: 
er posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
mess day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, prices applying to 
barges or cargoes or truck transport lots only, so designated ; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pemnas ¢ ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
Guaranteed; for subscribers’ private use only and not for resale or 


ratin; except 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Cleveland and Houston, address Piatt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. 8.: $150 per year, payable in advance. 























GASOLINE OALIFORNIA ARK. (For shipment to Ark, & La.) fe 
Dist.: GS-44 DW.W, § sccirccsccooses . 
OKLA., Group 3 (Okis. shpt.) gr +e 13-17.35n Tractor fuel ............ 9.5 
88 Oct. Prem, ............ (3)11.5-11.875 80 Oct, Reg . x12.3-15.35x Diesel fuel 52 & below ... 8.75 
82 Oct. Reg. ........ esses (4)10.5-10.875 San Franciece Dist. Diesel fuel 58 & above ... 9.125 
80 Oct. eo eecceces eosese Sees 90 Oct. Prem “ x17-17.85x We, B GO cseccavccsser 8.25 
60 Oct. M & belew .... 9.625-10.125 80 Oct. Reg. . 414.5-15.85x No, 3 fuel .....seeeeeees 7.875 
San Joaquin Valley Dist.: FEO. 6 BA aco cecccccccece $1.80 
OKLA., Group 3 (Northern shpt.) 90 Oct. Prem. .... x17-17.85x No, 5 TU@l ose eeeecncccees $1.60 
88 Oct, Prem. ...........(6)11.375-11.75 80 Oct, Reg. «14.5-15. 85x No. 6 fuel ....++-. eoreees $1.45 
82 Oct. Reg. ce ee veces «(6)10,375-10.625 
60 Oct. M & below ...... 9.5-9.875 WESTERN yunna. 
Bradford-Warren: 
MIDWESTERN (Group 3 basis KEROSINE, GAS & FUEL OILS Kerosine ........+.-+s000- 11.25-11.95 
88 Oct. Prem. ....ccccees (4)12. 375—-11.75 55 eetane Diesel .......... 11(2) 
82 Oct, Reg. .........+.++(5)10.375-10.5 OKLA., Group 3 (Okla. shpt.) Bee. 2 OOM cccnccccecss — - 
60 Oct. M & below ......  9.625-9.7i 41-43 ww. «8.5-9(2)x Si: OGRE epics as odds eee» -:'10.75-11.2 
42-44 w.w. * . x8.5-9(4)x No, 3 TUG) oc ccencecevees 10.75-11.2 
N. TEX, (Tanne & Now Man, chet.) ee” ORE AF a8.5-8.15(3) = gravity fuel ....+++ 1 
93 Oct. Prem. 13.2~13.25(2) 58 & above D.I. Diesel 
90 Oct, Prem. 12.75(2) ear ag? 7 94 7512) } Ay on besecosccocede (2)11.25-11.65 
88 Oct. Prem, x11.75-12.75 No. 2 fuel x7.25-8.5 50 cetane Diesel . + A 
86 Oct. Prem. 4 Ai No. 3 fuel x7.25~7.875 10.75-11.15 
R4 Oct. Reg. . ; 10.75-11.7 No, 6 fuel x$0.85—1.20 10.5-10.75(2) 
= a Reg. ‘ . (2)10,75-11.25 =e 
- Reg. .. tees OKLA., Group 3 (Northern shpt. 
60 Oct. M. & below (2)9.75-10.8 - fade / 
S1-43 ww, x(2)8.5-9 (2)11.4-11.65 
W. TEX. (Texas & New Mex, shpt.) | monger «In 313-818 10.65 
90 Oct. Prem. :......... 12.5-12.75 RR, diy D.I, Diesel .. sere x et (3)10.65-10.75 
Speer 12(2) No 2 fuel *7 258.125 fu See 
86 Oct. Prem. ........... 12 oe BS x 95.7 S18 36-40 gravity fu 10.525~10.65 
84 Oct. Reg. ........e066. 10. 75-11.25 - «te 55 881.15 (*) Prices of some Bradtord-Warren District 
82 Oct. Reg. ...0..0 00000. 10.75-11(2) 0. x$0.85-1. callers to bull 0 cial s are 0.15¢ 
ict. BB. ccccccccsecces osew er than es shown above. 
@0 Oct. M & below ......  10.25-10.5 MIDWESTERN (Gseup $ baste) 
SkeOR GW.W.  cccccestusedes x8.5-9 CENTRAL MICHIGAN 
£, TEX. (Truck transport lots) 42-44 WLW. ....+5- eeeeees x(2)8.5-9 (FOB Central Michigan refineries.) 
CB Ost, PROM, ccccccecoce a oe ree oe to ° 6s TROMGS Clb se cnc thc ct dotoce 11.55~12.25 
90 Oct. Prem. ........ 5 ot 1 58 & above D.I. a a «8. 25-8.75 46-49 w.w, kero. .......++ 11.55-12.4 
88 Oct, Prem, ........... (2)11.75-12 No. 1 fuel .. . x7.75-8.75 P.W, distillate ........... (2)11.5-12(2) 
86 Oct. Prem. ........006 No. 2 fuel x7.25-8.125 No, 2 fuel ....... aepitbeds 10.75~11.5 
os Oct. mes. 5 aia 0.75~11.25 Se oe ae x$0.85—1.00 ay" OT er 308-3168) 
. Lo beedenesdacve (2)10.76-41 MK, BRS GE cccccccecce (2)8.5-8. 
80 Oct, Reg. ........ pre eae N. TEX. (Texas & New Mex, shpt.) SOS UE wwicdo' ve wares ss 06 (3)6.25-8.25(2) 
60 Oct. M & below ......  9.875-10.5 41-43 WLW. ccccccececeees (2)8.75-9.5(2) NO, 6 fuel «1+ .eeeesennnne (3)6-8 
42-44 WLW, nae ceaee 
CENT. W. TEX. (Breck tranapert lots) 58 & above D.I. Diesel.... 8.5-9.25 OHIO— Quotations of 8.0. Ohio for delivery to 
12 Be, DB BR  <ccsscnses *P Ohio points: 
10.75 No, 6 fuel ........ - (2)$1.00-1.50 Kerosine ...+seeseseeees 11.9 
10 No, 1 fed 5 oobaan ; 11.7 
W. TEX. (Texas & New Mex. shpt.) Me. B GO sec cceccecececs 10.7 
Se Oe Sees 8 A S GAGE TM. aac tresenicoess 8.75 Diesel (Light a ea): a1.9 
=. Prem. cesesoees 11.78 COB. Ce hn) etoisases 9.25-10.25 caus 
i eae weotese sees bees 58 & above D.I. Diesel... eee. 
80 Oct, Reg. .....--++05+s 10.75 No, 1 fuel 8.75~9.25(2) San Joaquin Valley Dist.: 
60 Oct. Me baow gaer 9.625 cond D - Bpeehgeers: gesseve Atay Pe i peg yp pe 12.6-14.8x 
No. 6 fuel s<cilindstinty tis crancuaina babe $0.90-1.75 Heavy fuel (PS 400) .... «$2.05(2) 
KANSAS (For Kansas destinations only) , Pee ee ee r 5 Light fuel it ee oeee ry ee 
SD Gees PO, o.00 ccécn cess x11.5-11.8 Diesel fuel ( 200) «11.5~-12.2x 
88 Oct. Prem. ........... x11.5-12.375 B. TEX. (Truck transport lets) Stove dist. (PS 100) 213-13. 7x 
86 Oct. Prem. ........... baad 41-43 w.w. .. veeees 9-9.25(2) San Francisco 8 
OBOE TN a ince ckivctnas x10.5-11.375 42-44 WLW. «0040. 00s 9(3) 40-43 W.w. ... sisds. 12.5—14. 8x 
SR EOS lo cnatccadwes’ ary 58 & above D.I. Diesel. . 8.25-9.25 Heavy fuel (PS 400) ..... x$2.05(2) 
60 Oct. M & below ...... 9.510.625 Bem 8 GO a cnicn04ncdeceon 9.125 Light fuel (PS 300) ...... $2.25~—2.35x 
No, 2 TUG] ..ccccsecccvees ee Diesel fuel (PSB 200) ...... 411.5-12. 2x 
WESTERN PENNA. No, 6 fuel TTTTT TTT $1.00-1.85 Stove dist. (PS 100) x13-13.7x 
Bradford-Warren: Los 8 
90 Oct. Prem, ........... 13. 76-14 CENT. W. TEX, (Truck transport lots) PF 5 ape eriee x12-14.3x 
86 Oct. eccccccces 12.75(2) eB Cer 9 Heavy fuel (PS 400) .... $1. 75-2.00(2) 
: 58 & above D. L Diesel... 8.75 Light fuel (PS 300) ...... $2.15-2.30x 
OO Cet, Prem, ..cscccsces 13.75-13.9 U.G.I, gas Ol] .....eeseees ray Diesel fuel (PS 200) .... 8.25-11.7x 
86 Oct. Reg wieddon 12.75-12.9(2) ME A predeeepetacencapen e0se Stove dist. (PS 100) ... 9-13. 2% 
: Ba, B ONE ccccesccsse ces 8 
90 Oct. Prem, ......-.++5 13.9(2) ee Beeps ag aed 
86 Oct. Reg. ......+.6- 12.9(2) SE A GENE ‘hay poundn incest $1.40 NATURAL GASOLINE 
OHI0—Quotations of 8.0. Ohio for delivery to KANSAS (For Kansas destinations only) 
Ohio points nak wae 8.8-9.87 (Group 3 & Breckenridge prices are to biend- 
G6 Geb, AOE, fans wcscceses 14.0 ES AW. one vecessceces x8.8-9.875 ers on freight basis shown below. Shipments 
52 & below D.I, Diesel. ... 9-9.3 may ecttente i oaia-Continent ? 
OENTRAL MICHIGAN 58 & above D.I. Diesel.... ~ (2)9-9.3 ~ Be Fi leaned eS ee 
(FOR Central Michigan refineries) No. 1 fuel ........ Staves x8.6-0.625 ae *) 
90 Oct, Prem, .....0+<005 (2913 5-14.75 ee  - peesrey oleae x8-9.25 FOB GROUP 3 
86 Oct, Prem. ......+++0+ 25~-13.75(2) GE yy  ” eeerapectopennged ona Grade 26-70 .....6-eeeeeeeeecees «5.875 (Sale) 
OS Cet, MOB! din scavnsdcds 2)12.5-13.25 No, 5 fU@h c.scecsccceseee  $1.45-1.475 FOB BRECKENRIDGE 
OB Oats: DORs 065. sccee0ses (2)12-25-12.75 GB DW TEs docs ctceccncce $1.05-1.40 Grade 26-70 . x5.375(Sale) 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT FEB. 16 





LUBRICATING OILS 


WESTERN PENNA. 

Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 
Viscous Neutrals—No. — Vis. at 70° F. 200 
Vis. + ea at 100°) 420-425 fi 











Me ces cones Sa eet agit ies 
; : WHIS) 10 p.t. Sos deb cb as badenes 28.5 
Mfd. " Ty WR, ace cebccssedesonsé 27.5 
ty SCULLY SIGNAL COMPANY cambaidge 41, Mass. Ey se) 
, : r 150 Vis. (143 at 100°) 400-405 f. 
Conadion Licensee: EMPIRE BRASS MFG. CO. LTD. Toronto, Ontario tank installations 10 Bite ces eeeeeresee eens: 5's 
es C6 UE ce dedbctcee cts 5 
aia ae DP” Mes ede cdactededeceds 25.5 
8 CSIR RSC IRD 24(4) 
145-155 vis, at 210°, 540-550 f1. No. 8 col. 
Marketer of Petroleum Products er aateeeaersteretes 27.5 
Of + Beeshybepennhpeanags (3728-300 
NEW ENGLAND PETROLEUM CORPORATION Cylinder Stocks 
600 s.r. fiiterb’l ..... on 90-38 
650 S.T. ....- ae ( 
New York Boston 400 fiash ......... ‘) (225-28 
GOS GEREN ccc ccseccceccces 30(2) 





neepreaenniepiiappiling aaenegee MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment > 
Bright Stocks, vis. at 210° Neutrals, vis. 


METAL CLAD TANK INSULATION | | 2" 


























60-85 vis. 11-12 
86-110 vis. 11.5-12.25 
Our Welded Web insulation method is incorporated within standard > bg b+ eS 
ification i j i i s 200 vis. 12.25-13 
spec s of five major oil companies—all repeat order customers 230 vi. i258 a 
. ° e ° vis. S666 beebs 0b o 13-13.5 
This procedure permanently protects perishable insulation on Asphalt 300 vis, 13.25~13.75 
and Bunker “C” Tanks. Bright Stock—Conventional 
ee D: - 
= ° 4 10- . Serr rer ria ie x 
No costly painting—ever—with rust-proof aluminum. 150-160 vis. D: aa 
2D DB. ccccccccccess x2zl— 
BOD PD. ccc ce vesococs x20.5-22 
and Now: A METAL CLAD ROOF SYSTEM sp ey ange 
welded to the deck, accommodating any insulation—any thickness. 150-160 vis, 0-10 D.p.. 95 V.!. 24-25(4)x 
* . a = Neutral Olls—Soivent (95 v.i 
This adaptation of side wall procedure, possesses the unique ad- 170-180 vis. ee. 
*.¢ . VERB, cecccsecesesee ° » 
vantage of a rugged promenade surface. Proof positive against ks” pen eames 15.5-16.5(3) 
; : Uylinder Stocks 
wind and weather. 600 s.r., olive green ...... 18 
BLOMELEY ENGINEERING CORPORATION we asec eentaeeagranet 0m 
From a grade crude. Prices FOB 
ship at f for export. 
Hobart Bidg. Perth Amboy, N. J. PErth Amboy 4-0473 Bright stock—Vis, at 210° 
150-160 vis., 0-10 pour 
———- ——- - test, 95 v.t. x23.25-27.5 
Neutral Olls—Vis. ‘at + 100%; 95 vil; 0-10 pat. 
100 vis. .... 
Be WER. 6 dc ccice 6odccecoces 54008) 
ey BP PTETETI CLT EL : opty 
GOO WIR: a ccccccccesveccces (2) 18. J 
Ii 3 : SOUTH TEXAS LUBES 
you are 4 jobber or independent (Vis, at 100° F, FOB 8. Tex., refineries for 
2 S ° domestic and/or export shipment.) 
marketer trying to build sales, sell PALE OILS: 
¢ : . 6 6-2% : 
UNITED’s 100% Pure Pennsylvania Lubricants. When 300 230.0000) “Oise 
BOD BB cctv o coveccens (4)13—14(2) 
you sell UNITED products, you sell the best, because --+ gdb atgelp eae 3 
; ‘ ; F 0G GA ss. cco ccissdese. . ae 
they are refined with exacting care from Pennsylvania 2000 4 .... (2)17-18(4)x 
’ : RED OILS: 
Grade Crude, the finest found anywhere in the world. =o pe me 
200 5-6 .. (4) 12-13(2) 
Put YOUR brand on UNITED products and your cus- _ 300 5-6 (4)13-14(2) 
< j | 500 5-6 (4)14-15(2) 
tomers will come back again and again... . a 22 (4)16-17¢2) 
2000 5-6 (4)17T-19(2) 
UNITED's illustrated book, “A Story of Progress”, will be sent you free upon request, 





WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
oon epee 


THE wor.o's Fined? .100% PURE PENNSYLVANIA OIL 
















(2)6-6.75 
MEMBER P.G.C.O.A PERMIT No. 24 5(3) 
(3)5-5.25 
UNITED REFINING COMPANY, WARREN, PA. O78 ss 


34 NATIONAL PETROLEUM NEWS 














OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT FEB. 16 


ATLANTIC & GULF COASTS 








FOB their refineries & tanker terminals and of tanker terminal operators, 
Ships’ bunkers prices are exclusive of lighterage. 
Oct. 90 86 Oct. 83 Oct. 
Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No. 1 Fuel(*) 
14.35 12.85-13.6 cece 10.75(19) 
13.75-14.9 13.75-14.25 12.5-13.4 10.65(19) 
14.2-15.2(3) 14.2-15.2 (3)12.7-13.7(6) 11.05(9) 
9-15(2) 12.9-13.25 11.9-13.5 . 10.85(10) 
8-13 11.8-12 eeee 10.75(9) 
eoee sede = ‘ 
eoce os 1 
-95-15. 14.95-15.2(2) 13.7(8) 12.7 96(1 
-3-14.475 (2)12.3-12.475 eee (3) 10.7-10.9(2) 
_—, 12.5 11.5(2) ogee 
25-13. 12.25-13 (2)11. ss ° 9.25-9.75 
25-13. ; (2)12-12.25 11.25-11.3 eee 9-90.25 
13.6(4) 7 eae 12.3-12.6(7) oe 11.4(11) 
eee 13.6 12. soee 11.5(2) 
13.4(3) 13.4 12.4(8) eee 10:4(4) 
15 13.5(3) ovee 10.95(8) 
12 11.6 11.25-11.3 9.7-10,15 
6 12 11.6 11.2-11.25 7-98.95 
12.9-14.6 12.9-13.2 11.9-12.6 oes 10.75(7) 
Pensacola ... 4 13.4 12.4 eeee 10.4(2) 
Philadelphia . 15.15-15.2 15.15 (2)13.7-13.9 deve 10.85(10) 
do barges . 15.05 15.05 13.6-18.8 cece 10.75(10) 
Port Everglades 13.6(3) 6 12.6(4) eeee 11.5(5) 
Portland .... 15.05-15.3(3) 15.05-15.3 13.8(4) cove 11.06(9) 
Providence .. 14.95-15.2(3) 14.95-15.2 13.7(5) cove 10.95(9) 
Savannah ... 13.6(3) 13.3(2) (2)12.3-12.6(5) seee 11.45(7) 
Tampa ..... 13.4(3) 13.3-13.4 12.3-12.4 eee 11.16(8) 
Wilmington, 
N. C. ....  13.05-14.56(2) 13.06-13.2 12.05-12.55 12.06 (3) 1@.7-10.9(4) 
Diesel Oil Light Diesel 
Gas House Shore Piants* Ships’ Bunkers 
No.2 Fuel* Gas Oll* No. 4 Fuel No. 5 Fuel (50 cet., 55 4.1.) (45 cet., 45 4.1.) 
N. Y¥. Harb. 9.75(19) 9.85  (11)$3.02-3.56 $2.55 (8) 10.15-10.25 $4.24(4) 
do barges. 9.65(18) es+- (€11)2.99-3.46 2.52 cove cose 
Albany ..... 10.05(12) 3.75 eees 10.45(4) ease 
Baltimore .. 9.85(11) 9.95 3.05(3) 2.58 10.25(5) 4.24(4) 
do barges. 9.75(6) séce 2.99(3) 2.52 cape gees 
Baton Rouge 8.4 8.8 coos 2.09 8.8 3.49 
do barges. oeee oeve eeee 2.05 esee 
cose 9.96(16) 10.36 eoee 3.01(5) id. '35(6) 4.27-4.28(2) 
Charleston . 9.9(5) eese eeee esce 10(2) 4.18(2) 
re by cone eee cove 8.5(2) 3.40(6) 
do barges. (2)8-8.5 eco 2.35 coos eeee coee 
Jacksonville. 10.4(8) esee cose eves 10.4(6) 4.481(5) 
Miami ... 0.5 oece coos d he 5(2) 4.473(2) 
Mobile ..... 9.5(2) esos coe. wese cess 
New Haven 9.95(10) oses 3.15 eee 0.35(5 cece 
New Orleans 8.5-8.7(3) ¢ees 6ee0 2.00 atta) 3.49(3) 
do barges 8.7 cece cece 2.06 eoce 
Norfolk . 9.75(6) 10.15 3.00 2.56(2) 10.15(4) 4.19-4.24(2) 
Pensacola .. 9.5 cece cece cess ‘ cose 
Philadelphia. 9.85(10) 9.95 (3)3.08-3.10 2.846) 10.25(8) 4.24(4) 
do barges. 9.75(9) cose cece cose eee obese 
Pt.Everglades 10.5(4) esos eoce eave 10.5(5) 4.473(3) 
Portiand ... 10.05(9) 10.45 eos eee 10.46(4) cone 
Providence 9.95(9) 10.35 99 2.992) 10.35(4) 4.28 
= 10.45(7) odes 2.71-2.76 cove 10.45(5) 4.452(5) 
Tampa ..... 10.25(5) sese cees cece 10.2516) 4.368(5) 
Wiimingisn, 
see» 9.0(7) 9.9 eeos wees 10(2) 4.18(3) 
Ne. 6 Fuel No. 6 Fuel Bunker © Heavy 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel Dieses 
No Sulfur Guarantee Max.1% Sulfur Ships’ Ships’ 
Barges Sulfur Barges Bunkers Bunkers 
N.Y. Harb. ¢ 261. a “’ 00(11) x(2)$1.90-2.00(11) (3)$2.10-2.15 (3)$2.10-2.15 $2.00(10) $3.91(4) 
Albany coes sees eees sees eee 
Baltimore Fy 06(5) 2.00(4) 2.28 2.25 2.00(4) 3.91(2) 
Baton nee 1.63 1.60 oven noes 1.60(2) 3.24 
Boston .... 2.04(7) 2.04(5) 2.19 2.19 2.04(5) om 
Charleston 1.98(2) 1.95(3) eccee veces 1.95(3) os 
Corpus Christi 1.63 1.60 eeve ache 1.60(2) 15 
Houston ... 1.60-1.65 1.60(4) cece eces (8)1.60-1.85(2)  3.24(5) 
Jacksonville . 1.95 (6) 1.92(6) os oan 1.92(6) y 
Miami ..... 1.90 1.87 1.87(3) 
Mobile ..... 1.68 1.65 eoee eves 1.65 ove 
New Haven.. 2.02(3) 2.02 2.02(2) ays 
New Orleans 1.63(2) 1.60(2) ee cove 1.60(4) 3.24(2) 
Norfolk 2.01(3) 1.98(4) . 1.98(5) ese 
Pensacola .. cess 1.85 ocak weve 1.85 ese 
Philadelphia. 2.03(8) 2.00(8) 2.18(5) 2.15(5) 2.00(8) 3.91(4) 
Pt.Evergiades 1.90(2) 1.87(2) cove cove 1.87(3) eee 
Portland .  2.07¢2) 2.04 sess cove 2.04 
Providence .(3)2.01-2.02(2) (2)2.01-2.02 2.26 scan 2.01-2.02(2) 
Savannah 1.98(5) 1.95(4) ees 1.95(5) 
Tampa ..... 1.87(5) 1.84(4) 1.84(5) 
Wilmington, 
@) at ‘Atlantic Coast refineries and terminals, and at Albany and Tampa, Prices of some sellers to 
clal s are 0.15¢ higher than prices shown above 
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WESTERN PENNA, (T.C., in Bulk) 
White Crude Scale: 

122-124 A.M.P. «.-ceeeeeee (3)3.75-3.875 
124-126 A.OL.DP. «.-eeee> eee €3)3.76-3.875 


SEABOARD 

Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots, Domestic 
prices are FOB refinery; in base or 
bbis.; fully refined, slabs loose. 


Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons. 


Crude N.Y. N.Y. Export 
124-126 white 5.6(2) (2)4.8-5.6(2) 
Fully Refined: 

123-5 ...+6+- 7.45 eose 

125-7 2.2.0. 7.45(3) 7-8 .15(3) 
128-30 ...... 7.45(3) 7-8 .15(3) 
130-32 ...... » dee 7.1-8.25 
138-8 seosces 7.55(3) 7.1-8.25(2) 
135-7 ....00- 7.55(3) 7.25-8.4 
138-40 ..... 7.55(3) 7.6-8.75 
143-5 ....... 7.55-8.3 7.8-9 
149-51 ...... 9.55 pees 


CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


88 Oct, Prem. ...--eeeenes 12.85-13.75 

82 Oct, ReG. .cssceceeecss (3)12.1-12.75 
CD coc deve ceccceses (3)10.9-11.375 

No. 2 fuel ..... (3)9.9-10.25(2) 

Heavy Oils 

No, 5, low sulfur ........ 6.7 

No, 5, high sulfur ........ 6.7-Tx 

No. 6, low sulfur .. - 5.9-6.05(2)x 

No, 6, high sulfur ........ (2)5.7-5.95 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 







Stoddard solvent ......... 11.376(3) 
Cleaners naphtha ... 11.875(2) 
V.M.&P, naphtha . 11.875(4) 
Mineral spirits .. 10.875(4) 
Rubber solvent . 11.875(3) 


* (2)12.125-12.375 
. (2) 13. 125-13.625 


WESTERN PENNA. 


Ol City: 

Stoddard solvent ........- 14 
Pittsburgh: 

Stoddard solvent ......«.-«+ 15(3) 


OHIO— Quotations of 8.0. Ohio for delivery te 
Ohio points: 


V.M.&P. naphtha ........66.05+- 17.0 
Mineral spirits & stoddard solvent 16.0 
Rubber solvent ......scseesseess 14.875 
E, TEXAS (Truck Truspt. lots) 

Stoddard solvent .......... 11.25 


CENT. W. TEX. (Truck Trnspt, lots) 


Stoddard solvent .......... 10.5 
KANSAS (For Kans. Dest’n. only) 
Stoddard solvent ......... 11.8 
ATLANTIC COAST 
V.M.aP. Mineral 
Naphtha Spirits 
New York 
Harbor ..... 17(4) 16(5) 
Philadelphia 16 .5(4) 15.615) 
Baltimore ... eves 15.543) 
Boston ....... 17.544) 16.5(5) 
Providence esce 16 .6(4) 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 
Commercial 


Industrial 
District Propane Propane 
N, Y¥. Harbor ... 8 8 
Philadelphia .... 8(3) 8(3) 
Baltimore ...... cove ence 
Hastings ....... cose cece 
New Orleans ... 4.375 4.375 
Houston .....«. 3.75 3.75 
THES. Sécdsccss 7 7 

















REPUBLIC OIL REFINING CO. 
Refiners of 
and Petroleum 
Marketers Products 
Main Offices Refinery, 
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MARTIN OIL COMPANY, INC. 
3536 S. Ist St., St. Louis 18, Mo. 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT FEB. 16 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


only te 
Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners 
other refiners, agents, or tanker terminal operators, The figure in parentheses after by A 
— indicates the —s, of companies quoting that price. 

viation ) 


Gasoline (MIL- 
Grade 115/145 ...cccccssececccesscsesees coccee 


17.75 
GeOEO BOB/ISD co vin dives ccccvccecccccecsccpes eeeee 16-16.75 
TO DAIGS co cncccccccsccccessccccescevecs coos - 45.78 
Gasoline : 

92 Oct, Premium .........-.++++. éuiescn bed wees 12-12. ae 

90 Oct, Premium .......000sseeceees eseesveses 11.75-12- 

BS CGE, TRAGWIAT occ ccccccccccccvccccessenece ee» 11(2)-11. ei. 5(2) 

83 Oct. Regular ........ eedeccecdosene eeeceeeses 10,75-11-11.25 

GER, cecccccccccccccccccccccccs eccccceccsese 10,5-11(2) 

70-72 Oct. M PPPPPTTTTTTTTiTTTTrTrii tt - 10-10,25-10.75 
Kerosine & Light 

41-43 w.w. kerosine ............-. piewebe eats - 98) 

Pes WEE 6 Koes de erdscoccccccccces Sancho gece - 8()-8.25 
Diesel & Gas Olls 

43-47 Diesel Index 2... ccce ec cncccscncscceee -. §88.125-8.25 

48-52 Diesel index . 1... c cece cccececes eeesece «+ 8.125-8.25-8.375-8.5 

53-57 Diesel Index 2... cece ce cccccececsccecee - 8.26-8.375-8.5-8.625 
Heavy 

Be, GB FUR, SBD Bh. occccccscccsccece cscs $2.35(2)-$2.50 

Wumiter CO PU ccccccccccccccccscccccs eecesees $1.50(4)-$1.75-$1.85(2) 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of A ag er ~ Overseas Supply Co. for Sale in Cargo Lots. 

(Prices are per bbl. of 42 U. gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB 4 indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of Price 


API Effective 
Crude Per Bbi. FOB Point Gravity Date 
Arabian $1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 
Qatar $1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 
Arabian $2.29 Sidon, Lebanon 36-36.9 Feb. 5, 1953 
Iraq-Kirkuk $2.29 Tripoli, Lebanon 36-36.9 Feb. 5, 1953 
Araq-Basrah $1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 


VENEZUELAN CRUDE PRICES 


Prices are of Greole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater termfmals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl, differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown — regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tend di ade 
im fields, prices shown are basis for such purchases with ~ a ad being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less ic per bbl. 





Effective 
Gravity API hy FOB Date 

a babes ccoone 14-14.9 Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Heavy ..... 19-19.9 36s Amuay Oct. 11, 1952 
Lagunillas Heavy ..... Flat 2.05 Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Medium .... 26-26.9 2.20 Amuay July 24, 1952 
Tia Juana 102 L.P. .. 26-26.9 2.44 Amuay July 24, 1952 
Tia Juana Light ...... 30-80.9 2.28 Amuay July 24, 1952 

OTR ccccccecccces «+» %30-30.9 2.33 Las Piedras or Amuay July 24, 1952 
Cumarebo . ceeeee 48-48.9 3.10 Tucupido Oct. 11, 1952 
San Joaquin ......+++- 42-42.9 2.81 Puerto La Cruz Feb. 5, 1953 
Oficina on... eens cose 32-32.9 2.57 Puerto La Cruz July 24, 1953 
BIAS, *n weee svcsceve ae 35.9 2.63 Puerto La Cruz Sept. 1, 1952 
Jusepin .....csceceees  32-82.9 2.57 Puerto La Cruz July 24, 1962 
Quiriquire ....... seees 18-18.9 2.15 Caripito Feb. 5, 1953 
Temblador ........+.+. 20-20.9 2.20 Caripito Feb. 5, 1953 
Pedernales .......++++  20-20.9 1.27 Capure (Pedernales) Sept. 1, 1962 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 





Grade 100/130 Grade 91/96 
New York, N. Y. . rey ETT CELE TET 17.6-18.6 46.1-17.2 15.6-16.2 
. Coe rccccrvesecescocvedes 18.2 16.7 -95 
Portiand, Me. ........+.. Ceeccccessecse coecce cece eesee 
PE, Is a nbccdeedoccccesetvess.-'tedsee. * - - > \iwensee eoecse 
Baltimore, Md, .......sssees+ éonae 17.96 16.46 15.85 
‘olk, a esesesoccs Cercnsocceseces 17.85 16.35 15.6 
Comrtaeem, ©. Ge sc incccccdbcccevcccvce. 18 16.5 15.75 
New ooh ka. “(Baton Rouge) . ° 17 15.5 14.75 
Houston, Tex. ...... O60 Co sscesececcses 16.5-17.25 15-15 .75 14.5-15 
Buffalo Detroit Toledo 
90 Oct, Premium ...........see0. 16(2) esee cece odes 
86 Oct. Regular ........ceeececes 14.5(3) coos s'ene e<ee 
rosine ...... Pe PTerTTy TT aTiT etre 12.45(5) cece cece 11 
DNGEE FUGER cvccc cc ccccccccvccss 11.95(3) eeee 10.35-10.95 10.25 
TEAS PUNE cer cnccccdiccccesvecss cons 11.2-11.7 10.75—11.1 
Be, BD WG vonccde oc cccsvesccoces 11.45(4) eees 10.2-10.95 10-10.1 
PO, © WO ict ccnectcsescccveces eens 8.25(a) 7.35(3) 7(3) 
RR RS Rae 9(2) 7.6(a) 6.85(3) 6.5(3) 
(a) Delivered Cleveland. 
MEXICAN BUNKER PRICES PACIFIC COAST 
U. 8S. DOLLARS ig 8 -F gl 159 LITERS (In Ships’ Bunkers, Diesel Fuel Bunker © Fuel 
(Ships Bunt — or Deep Tank Lots} (P.S. 200) (PS. 400) 
Mexican San Pedro, Calif.(4)$3.44-4.20x (4)$1.70-1.80x 
Tampico ... $1.65 $3.75 San Francisco ...(4)3.65-4.41x (3)1.75—1.95x 
Veracruz . 1.65 cece Portland, Ore. ...(3)3.86-4.62x (3)2.00-2.10x 
Minatitlan 1.65 3.75 Seattle, Wash. ...(3)3.86-4.62x (3)2.00-2.10x 
Pacific Coast 
Guaymas ......... $2.50 $5.00 
Manzanillo .....+++ 2.50 4.10 
Salina Cruz ...... 2.50 4.10 
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Cit PRICE SECTION 





Tank Wagon Prices 


Prices for gasoline do not include tazes; they do, however, 
inspection Gasoline tazes 


fees as shown in next column, 


separate column, include ~. — and state taxes; also city and 
county Kerosine tank wagon prices 
also do not inomde tazes ; sous tazes where levied are indicated in 
f ts, if any, are shown in footnotes. These prices in 


tazes as indi 








Atlantic 


rv w. 

Allentown, Pa. 15.3 
Altoona eccee 15.6 
... 15.6 

Philadelphia — 
Pittsburgh ... 


Llioelland 
erry 
9 @ abo 
gh. Ose h ees, 
o-oo 


. 


a 
ah al 


New Haven ... 
Boston, Mas&gs.. 
Fall River . 

Springfield .... 
Worcester 


Binghamton 


Rochester 
Syracuse 
Watertown .... 
Baltimore, Md. 
Richmond, Va.. 
Charlotte, N.C. 
Jacksonville, 
Fla. 


SRE Me Rd a eect 


ed a al 
i PAAR DADARBROHACOHHOY OG: & 


OLRADMPASSAPSPVONNNASGHAN A 
° Sooo eee ec ceccoooocoe oo: oo000 


Mineral Spirits bes x 
Philadephia, Pa. .... 16.5 18.0 
Pittsburgh ........ oe 20.0 21.0 


Heavy Fuel Oils—T.W. 


Philadelphia, Pa, .....+. 


Notes: 
Kerosine—Thru Penna. & 


at one time. 
100-299 gals., 

Mineral Spirits prices also 
dard Solvent. 


CONT'L (N. B. Prices are Continental's 
tankwagon prices. Current selling 

OlL prices may vary from those shown 
because of local conditions.) 


at 


—] 
we 
a 


o 


ata 


BHWRUAORIIHGIA 


SSSEEESEEE 
GRRENHAAOarH 


° 
Garonneons 


wnnounoooooooooo 


Muskogee, Okla.. 
Oklahoma City .. 
Tulsa 


Ce ek ol oll oll all lal 
warneworeucoor~< 
(0 00 00 &© G0 Op OD =2 G0 G0 GO G0 Ge 
Cael 
BobReaSae 


Gasoline tax column includes these city taxes 
Albuquerque & Roswell, 0.5c; Santa Fe, ic; 
Cheyenne, ic; Casper, ic. 

Discounts: 


Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 200-399 gals., deduct 0.5c; 
400 gals. and over, deduct ic. 


Notes: 
T.W. prices are to consumers and dealers. 


FEBRUARY 18, 1953 


effect Feb. 16, 1953, as posted by 


principal marketing compantes a 


eir headquarters offices, but subject to later correction. 


» shown in 


CHEVRON 
(Regular) Av. 80/87 Gase- 
T.T. 7.T. 

400 Gals. & over 


18.0 


STANDARD OF 
CALIFORNIA 


line 
Taxes 


~ 
ao 
on 


pe Dt nan CoN DDE 


San Fran., Cal, ... 
Los Angeles ...... 
Fresn 


7 
2 


. 


cousounvouoe 


SESSRENEESS 


i 
ich 


14.5 
14.0 
15.7 
17.3 
17.1 
15.0 
15.0 
17.8 
+ 15.0 
17.0 
15.4 
15.6 
4 
16.6 
T.T. 
40/199 
gals. 


San Fran., Cal. .. 12.4 
Los Angeles eoees 11.9 
Fresno 13.3 
15.8 

15.3 

16.3 
i6.i 
13.5 


see 


Honolulu, 7, , 
Fairbanks, ‘Alaska 
JTUMEBU ..eeeceees 


> Se ee wees 


eee 


pesseusesneees 
jet et ON ATEN CORON ODO 


Boise—Se gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 
gas tax applies to 


motor 
avgas taxes are 2c federal, 4c 


Honolulu—8.5e gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial, Standard Diesel/furnace oll price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers, 

Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5c for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4. se for 
less than 40° gals, to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron = eee (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity go except at Salt Lake which 
is 1.5¢ gai higher. For _ than 40 gals. de- 
liveries, woh 4.5¢ gal. 400-gals.-and 
price, except at Henolulu. add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T.T, prices, except at Salt — 
City, apply to deliveries of 40-199 -, 
other deliveries: less than 40 gals., add - =} 
200-399 gals., deduct 3c; 400 gals. & over. 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel Oll & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals.. add 0.5c; less 
than 40 gals., add 5c. 


HUMBLE meat 

Gasoline 

Ol Regular 
= — 20. 
Dallas, Tex.. 14.0 
Ft, Worth .. 14.0 
Houston .... 14.0 
San Antonio. 14.0 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 


= 
ca 


Soeoaiin fees per gal., included in both gasoline and kerosine prices, 
unless otherwise specified, are as follows: 

Ala. 1/40¢ on gasoline; Ark. 1/20c; Fla. 1/8c; Il. 
2/25¢; Kans. 1/100c; La. 1/32c; Minn. 5/200¢; Mo, 1/25c; Neb. 2/100; 
Nev. 1/20c; N. C. 1/4c; N. D, 1/20c; Okla, 2/25¢; 8. C. 1/8¢; 8. D. 
1/40¢; Tenn. 2/5c; and Wisc. 3/100c. 

Kerosine inspection fees only: Ala. 1/2c; 


3/100c; Ind 


lowa 1/50c; Mich. 1/5¢ 


coooooeooooo 
: Shee Oneawnreoe 


ee ee 
> BESRSSRERSS 


soe eahoruae: - 


Charleston, 8. C.. 
Columbia ....+..+- 


teeter 


rl tt -4-4~4 
SeSeees 


i i nooooo ooo oo oooSoooOoSOO 


<a 
4 
= 


— N, J. 
600 gals. & over. 
Seal bbis. 
Baltimore, . 
3,600 gals, & over... 


we 
-- 
oe ® 


“Ne. 4 No.6 
$3_544 $2,566 
3.51 2.52 
3.68 2.64 


©ous 


Norfolk, Va, 
Danville .... 
Ser cee ‘ 

— i cocccce 14.4 


sees 14.0 


wir eoanwaneawoo 


Columbia sige a, 


ee 
to te Ge 
@ro 


Spartanburg ..... «.+. 12.5 2es6 6060 
Taxes: Louisiana kerosine prices do not in- 
clude ic state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.58 per bbi. 


(Prices are per imperial gets te 
arrive at — per U. 


+: 


at 


St. John’s, Nfid, .. 
Halifax, N. 8. .... 
St. John, N. B. 

Charlottetown,P. E. I 
Montreal, Que. ... 
Toronto, Ont, ..... 
Hamilton, Ont. .... 


boumyenmessss: 
to & © +3 0 to w2 3 300 

* BEURBERBENENBE 
Reo ue aa Owe 


(*) Price is for ‘Beso. Extra (Premium). 
Taxes: Gasoline taxes are provincial taxes. 














OIL PRICE SECTION 
Tank Wagon Prices (Continued) 
















SOCONY VACUUM sv, sv, 
Grade Grade Fm a oa : Mobilfuel MOBILHEAT 0. 0. 
: Dir. Mobile Kerosine Diesel (No. 2 Fuel) Fuel Fuel 
7.0. onw. T.w. T.C. Yard T.W. T.0. T.W. T.C. Yard T.W. T.W. T.W. 
New York City: 
Manh “f 14.7 14.7 stks ee” weer a ee - o3 ae 
14.7 14.7 eek! Shee BR es ES ue” Re Ss Be ee 
14.7 14.7 10.85 11.4 14.4 10.4 13.6 9.85 10.3 13.2 10.69 5.73 
. 14.7 14.7 Sie Miciae Wik Mek. woes BOB cece wees SS Bae 
Richmond ........ 14.7 14.7 10.75 11.2 14.2 10.3 13.3 9.75 10.2 12.9 10.69 5.73 
Albany, N. Y. ..... 14.7 14.7 11.05 11.4 -. 10.6 13.4 10.05 10.4 13.0 9.42 6.36 
Binghamton ........ 15.8 15.5 12.45 12.8 15.7 12.0 14.8 11.35 11.7 14.3 .... 
Buffalo ........ Kes 15.5 15.5 12.45 12.8 15.9 12.1 15.2 11.45 11.8 14.7 ...- 10. ‘2 
Jamestown ........ 15.8 15.8 re Se! Se ee 35:1. 2208 20.3 © 26.6. - ccc am 
Mt. Vernon ........ 15.0 15.0 11.35 11.7 14.7 .+. 18.9 10.15 10.5 13.5 10.71 
Plattsburg ......... 16.1 16.1 12.35 12.7 ee pe haga, Et es * Ga 
Rochester .......... 15.5 15.5 12.55 12.9 16.0 os SB.0-. 28.68 2159 - 4.6. ae 
eS ees 15.4 15.4 12.25 12.6 ve! ye 2 oe ke Ow Oe ee 
Bridgeport, Conn. 14.8 14.8 10.98 TRGB acce 00s. ave 9.95 9.95 13.1 .... 
Danbury .........+. 15.3 15.3 soe eee oe eee eee we sabe 
MN 5 Siixeesioes ¢ 15.1 14.8 11.35 11.5 .... 10.9 13.8 10.35 10.5 13.6 . 
New Haven ........ 14.8 14.8 10.95 10.95 .... 10.5 13.5 9.95 9.96 13.1 . 
Bangor, Me. ....... 16.2 16.2 11.75 - 89 2s ME 1..% 2ece 14.0 
SS BP See 15.0 14.4 11.05 ——° «ow oe 8 fe’ Serra Ss meee 5 
Boston, Mass. ..... 14.9 14.9 10.95 15.4 10.5 13.8 9.95 ... _ *» ae oes 
Concord, N. H. . 16.0 16.0 orne wae OE vat pee 13,9 X 
Lancaster ......... . bbes seek ae ees econ 17.4 17.4 oebe ocee 15.8 cece 14:3 ° ° 
Manchester ........ ° anec oiten eoee code eves 15.7 15.7 iene 16.1 eccs 14.4 oade ewee 14.0 ‘ 
Portsmouth ........ : j , ak . 14.4 15.3 15.3 50 UG: ouea-° Sagpah 1. 13.9 1055 ... Sa ce ‘ 
Providence, R. I. 13.7 14.9 14.9 10.95 ve: MS 208 tae } | GES eee . 
Bustingien, Wie bese 14.6 15.6 15.6 12.25 12.25 .... 11.9 14.5 11.85 11.35 14.1 ~.. : 
eee or Ds ioe ey ae eeseees tS Sea. PO ra <r «ie | adatt:. tabs 
Tank Wagon Prices N. Y¥. City Rochester Syracuse Boston Hartford Providence 
Mineral Spirits .... ‘ 17.0 20. 7 21.0 18.0 19.0 18.5 
V.M.&P. Naphtha . 5 22.5 19.5 20.5 20.5 


20.5 18. 21 
Taxes: N.Y.C, prices do not include 3% city sales tax applicable to price of na a (ex tax). 
Discounts: 
Mobil Kerosine—Mt. Vernon T.W, less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5c for T.W. deliveries of 800 gals. or more. 
Mobilheat—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
otes: 


Jamestown T.C. prices are delivered prices: all other T.C. prices are FOB bulk terminals, 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators, tank car prices to commercial consumers are ag 15¢ higher. 
Mobilfuel Diesel tank car prices are to cial 8s; tank car prices to bulk plant operators are 0.15c less 


OHIO STANDARD 





Aviation Gas.-Cons. T.W. (Regular-Grade) Naphthas & Solventse—Cons,. T.W. 
Sehio Sohio Sohio Con- Re- S.R. D.C. V.M.&P. 
Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- Varno- Sol- Kerosine No. 1 No. 2 
Taxes 80 91 100 T.W. ers 8.8. vent lene vent T.W. Schio-Heat Sohio-Heat 
ARTO 2 cccccescsce 6.0 22.0 23.0 26.0 18.2 14.7 18.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
GOMER cccvcccseces 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Cincinnati ........ + 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Cleveland ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Columbus .......+.. 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Dayton . cocce 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
EMER a scccccccecce 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Mansfield coos 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Marion ......... ee 6.6 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Portsmouth ....... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Se bseceses +» 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Youngstown ....... 6.0 22.0 23.0 26.0 19.0 15.5 + 34 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Zanesville coseess 6.0 22.0 23.0 26.0 19.0 15.5 9.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Taxes: Hangar operators can purchase aviation gasoline less 4c per a State Road Tax by supporting purchase with State Tax Exemption Form 
to sup 
: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w, 
Kerosine, Nos, 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals., 0.5c higher, Prices at 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.5¢ higher. 


0. 
Naphthas—To contract consumers off t.w. prices (except Lucas County ) 300 to 999 gals., 0.5¢; 1000 to 2499 gals., 0.75c; 2500 to 4999 le; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c; 500 gals. or = be 
Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. 8.S. prices are at company-operated stations. 


INDIANA STANDARD 


wagon prices listed below were obtained by NPN correspondents who visited Standard of 














aaueet bulk yz, where the company’s prices are publicly posted. K 
Red Crown (Reg. Grade) 
Red Or’n, Red .Cr’n. Stanolex Furnace 0i1——___——— s 
Cons. Dir. Gasoline Kerosine 1-99 100 gals. 100-174 175-999 1,000 gals. Crown Gaso- Kero- 
T.W. T.W. Taxes T.W. gals. over gals. gals. & over Net line sine 
Chicago, Ill, ... 3 15.3 7.0 15.8 nae wi ih roe ‘006 cose Dealer Taxes T.W. 
South Bend, Ind. 18.0 13.9 6.0 16.6 15.3 14.3 oie er a Covington, Ky. ..... 14.4 9.0 14.5 
Detroit, Mich... 16.9 14.8° 6.5 15.5 14.6 13.6 wees eses Lexington’ .......... bh SE ae * 9.0 15.1 
Mpls.-St. Paul . 17.5 15.5° 7.0 16.4 15.0 Sind 13.3 SANE ck. c0tecss SS oe ee 
iglts 16.9 15.4 6.0 §©6.: 15.8 14.2 13.2 Paducah ...... OGY. 3 FB Wren © 9 | 
8t. Louis, Mo... 16.7 15.2 6.0 15.5 13.6 12.6 ; Jackson, “Miss, ... 15.7 9.0 14.3 
Wichita, Kans. . 14.4 14.0 7.0 14.0 12.2 11.2 4 Vicksburg ............ 15.2 9.0. 13.8 
Omaha, Neb. .. 17.0 14.5 7.0 15.5 13.9 12.9 aor Birmingham, Ala. ..... 15.7 9.0 14.6 
Fargo, N. D. .. 18.8 14.5 7.0 17.3 15.6 14.6 oo poe BOUIR. Bco vs covckicasc) MELO 0° S68 
Huron, 8. D. 18 16.7 7.0 17.2 15.5 14.5 a eae Montgomery .......... 15.8 10.0 14.7 
Milwaukee, Wisc. ins 16.1 6.0 16.5 15.0 14.0 iain’ ithe Atlanta, Ga, ......... 15.9 8.0 14.3 
AUZUStA ..cceeeseceees 16.4 8.0 16.0 
Fuel Oils—T.W.—Chicago, Ill. Fire-Chief Gasoline Macon 1 
jbebd co cetisveve: DO 88 ee 
ey oo any TEXAS (Regular Grade) Kerosine Savannah ......0...0. 15.2 8.0 15.1 
sien ube enter A Furnace co Dealer Jacksonville, Fla. ..... 15.2 9.0 15.05 
tee eeeeens 5. 14.8 T.W. Taxes T.W. SUE ccacecccesccee BOS » 9.0° 2.58 
100-149 gals. ........ 14.8 sees Dallas, Tex. .... 14.0 6.0 12.80 Pensacola .........++. 15.0 10.0 14.0 
150 gals. & over .... 14.3 eee Fort Worth .... 14.0 6.0 12.80 TAMPA .occsesccescese 15.0 9.0 15.0 
100-399 gals. ........ seas 13.8 Wichita Falls ... 14.0 6.0 12. 
400 gals. & over .... acpi 13.3 Amarillo ........ 14.0 6.0 12.80 Taxes: 
a mene Becrrtssctes” ae 72 | Gasoline tax column includes these city & 
Fuel A Fuel C San Angelo .... 14.0 6.0 12.80 county taxes: Mobile, 2c city; Birmingham ie 
1-140 Oy era a 9.9 8.75 , 6.0 12.80 county; Montgomery,’ lc city & 1c county; 
gals, & over .... 9.15 8 6.0 12.80 sacola, ic city. Pho. taxes not included in 
Taxes: St. Louis, Mo., gasoline tax includes ic 6.0 12.80 prices: Georgia, ie, 1c; Mon’ ery, ker- 
city tax. Des Moines, Ia., kerosine and furnace 6.0 12.80 osine 1c; Mississippi, kerosine 0.5c, 
oil prices do not include 4c state tax, State 14 6.0 12.80 Notes: 
a Notes: Dealer t.w. ._biices apply also 10 all 3 
added where % ; classes of with delivery Consumer t.w, prices are same as net dealer 
““Temporary’’ price. of 50 gals, Prices. 
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CLASSIFIED 


D ‘ 
ISPLAYEp: Pp set in special type or with border— ‘Positions Wanted’’—I5 cents a word. Minimum charge $3 per insertion. 
UNDISPLAYED: Bor Sale” al to Buy", “H Wanted”, Box number er 2 words. Copy must reach us by Wednesday 

Gens a pnd this size A: ae cents a word. Minima All classified advertisements are payable in advance. 
per insertion. No agency commission or cash discounts on classified advertisements. 





Position Open Position Open Position Wanted 
ayer gery a oer Top grade. Must To STATION SUPERVISOR—Oil Com- 

of writing instrument specifications pany opening for man age 28-35 with PLANT ROTECTI w 
from process flow sheets and following job minimum of 5 years in service stations or a Sty eee +d 
through drafting, purchasing, field installation station supervision to work throughout south- Agency investigative methods, communication 
and plant startup. Desire man capable of eastern states in top supervision. Prefer man and electronic protection devices. 10 years 
instructing customers’ instrument men in now located in this territory. Minimum of experience with alee oil com ny Box 749 
handling instruments in new refineries as they high school education required, some college - ~: : 
are installed. UNIVERSAL OIL PRODUCTS training desired. All answers strictly confi- 
COMPANY, 30 Algonquin Road, Des Plaines, dential. Salary $5000.00 per year plus expense 
Tm, allowance, Reply BOX 1750, Wanted to Buy 


Announcement § STEEL STORAGE TANKS 10,000 to 25,000 


ATTENTION PETROLEUM CARRIERS eee” 


for bulk plant. LESTAN CORP., Rosemont, 
Pa. 
We are now distributors of trailer tanks manufactured by our associate For Sale 
Company, T. C. L. Inc. The factory is located a few miles East of Lan- FOR SALE: 1500 gallon five compartment 
; tank, pump, hose, reel, print meter on 1941 
caster in Leola, Penna. Brockway A. Real buy at $1,200. GAROIL 


a ie , ESR ‘ COMPANY, Sparkill, New York. 
Mr. R. A. Bradley who is widely known in the tank field is Vice-President ree 
and Chief Designing Engineer of the new company. Our new light weight FOR SALE; 15500 gallon Butler, almost 
. I lion Fr f, 11 — 
tanks have been thoroughly tested and are proving that there are no better 4000 ‘gallon Butler, good, bay. BUTLER 
units on the road. Our 5000 gallon tank for Penna. operation weighs slight- — on eae Cay lan, Bhsess BUaten 
ly under 7000 pounds. We would appreciate your inquiries and will quote 7400, Extension 231. 


on any tank unit desired. 


TRAILER COMPANY OF LANCASTER INC. TRAILERS—TRACTORS— 


Box 1232, Lancaster, Penna. TRANSPORTS 
Phones: Lanc. 8277 Leola 6-2521 








Two (2) gasoline transports complete 
with tractors and power take off and 
For Sale : power pumps, Now in regular operation. 


1941—SAW trailer, 3960 gallon tank. 
Three compartment, single bulk 
SPRING TANK SALE head. Size of compartments; (1) 
1280, (2) 370, (3) 2310, total 

gallons 3960, Kansas calibration. 
Single Axle Trailers—New Paint—10 x 20 tires Two (2) inch drain lines, spare 


Good tire rack, tires 50% with 5 
Roat Buys tires and rims. 


1-Compt. Butler. 3” line. Block, air . d 

- 4Compt. Std St. 3” line. White, air . 1947—Tractor KB7, International, 2 
. St. 3” line. White, air . . . speed rear axle, fifth wheel, pow- 
. le 2” line. White, cir _. ; . er take off with 90 gallon Roper 
4. ° ” line. . oir . Pump, tires 50%. Ready to run, 


- 5-Compt. S.S.W. with 1948 F7, perfect . ; : . price $3,500.00. 
Tandem Axle Trailers—new Paint—10 x 20 tires 1946—Frazier trailer, 4000 gallon tank 


lent Three compartment, double bulk 
Excel Units head. Size of compartments; (1) 


. Steam coils, primed, air ; ‘ 1215, (2) 500, (3) 2285, total 
gallons 4000, Kansas calibration. 


' ~ a tandem oa le 
3” Em. Vol. DBH. Perfect .. ’ Two (2) inch drain lines, spare 
3” lines, DBH. Clean _. f ' ‘ tire racks, tires 50% with 6 tires 


and rims. 











it $3750. 
1950's DBH .... ! 
: . 1950 3650.00 1947—Tractor KB7, International, 2 
y speed rear axle, fifth wheel, pow- 
19: . a er take off with 90 gallon Roper 
9 S dem $4250.00 Pump, tires 50%. Ready to run, 
y price $4,000.00. 


15980 Sat 4-Compt 
1—5750 = 3-Compt irks, DBH 2 
1—5800 gal. 5-Compt. Std St. Wrks. SBH 3” Em. val 194 . 
Write Wire Call, these are excellent tanks. Hiland 1385 
SPRINGFIELD BODY & TRAILER COMPANY 


BRUCE E. HACKETT COMPANY P. ©. Box 431—Phone 2-5526 


621 West 58 St. Kansas City, Mo. Springfield, Missouri 























Butane Prices Ease Further in Midwest was making purchases to offset losses incurred by fire 
at a Texas plant said the “extra” lots no longer were 


TULSA—Mild weather in many areas of the Midwest needed. 
eer sa orn anos of liquefied petroleum gases, According to some reports, butane can be bought at 
rea J Po —_— - 11, = spot butane reported- prices ranging from 4 to 4.25c, Group 3 basis, and down 
py saaoath, ~~ z rey roar as generally quoted to 3.5c, FOB West Texas. Isobutane, which until re- 
gr savas Pegaso lh pect P “y . cently has been selling at prices ranging from about 7 
oe g P prices of principal producers are to 7.5c to manufacturers of aviation components, also has 
— pilech rol cen 4.5¢ for butane-propane mix, been offered with no takers, it is said. 
, . Spot propane can be bought at erally quoted pri 
Buying to supplement output of producers virtually has both f ast a vey 
or Group 3 basis and Gulf 
ceased, however and one producer who until recently 4.35c, reaped. ee ee nee 
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HERE’S HOW the “inventory 
controller” is attached to gaso- 
line dispensing pumps 








MECHANISM of the “inven- 
tory controller” (left) showing 
pre-set triggers which tally the 
quantity of gallons. Flow 
causes counters to revert to 
zero. Bleed valve is lifted when 
counters hit zero, air enters, 
and pump suction is broken, 
cutting the flow 


Meters Keep Gasoline Dealers Paid Up 


Solution to the ever-present prob- 
lem of dealer credit is being at- 
tempted through mechanization of 
“pay as you go”. 

Mechanical devices limit gasoline 
purchases to the amount a service 
station operator can pay for. At- 
tached to dispensing pumps, they 
cut off the product flow after an op- 
erator has pumped the quantity for 
which he has paid. Then he must 
buy additional gasoline before he 
can withdraw more. 

The immediate effect is that the 
control devices separate product de- 
livery from collections. Thus sup- 
pliers are able to make large de- 
liveries at their convenience without 
any regard for the dealer’s ability 
to pay. And the dealer’s ability to 
pay governs the amount of gasoline 
he can pump. Until it’s paid for, the 
gasoline remains in the storage tank. 

So retail stations are converted 
into a type of miniature bulk plant. 
And dealers are placed on 4 status 
akin to consigneeship. 

These devices may not be the final 
solution, according to some major 
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company marketing officials, but 
they are a drastic departure from 
the “put-it-on-the-cuff-and-try-to-col- 
lect-later” relationship, Problems still 
remain, acceptance hasn’t been com- 
plete, and some points are contro- 
versial among marketers. 


What Systems Are — Popularly 
known as “inventory control” devices, 
they consist of a meter and a shut- 
off mechanism. There are two types 
on the national market: the “Petinco 
System” (Bowser, Inc.) ,and the 
“Smithway Inventory Controller” (A. 
O. Smith Corp.). Their operating 
principles differ, but their purpose 
is identical. A Petinco unit is ac- 
tuated by tokens inserted by the 
dealer, and each token is worth 
a fixed quantity of gasoline. The 
word “Petinco” was coined from the 
initial letters of “petroleum inven- 
tory control.” A Smithway unit is 
a set-stop device manually set by a 
company representative on payment 
for a determined amount of gasoline. 


The “inventory controller” was in- 
troduced on the national market last 


fall, and the manufacturer is now 
pushing their distribution. Petinco 
has been on the market since 1940, 
and a new model has just been 
brought out. 


Aid Big Deliveries—The devices had 
their origin in the trend toward big 
deliveries, an integral factor in the 
development of direct delivery. The 
success of a direct-delivery system 
depends on making the largest pos- 
sible dumps and the fewest number 
of calls at each station. The ulti- 
mate objective is a complete dump 
at a station on each visit. 


As the size of deliveries grew, so 
did the problem of dealer credit. 
Suppliers were often faced with the 
dilemma of making a big dump on 
credit or making numerous small 
dumps as a dealer was able to pay. 
Repeated experiences like that tended 
to break down the economics of di- 
rect delivery. 


On the West Coast, dealer credit 
has been a constant problem, vary- 
ing in degree among communities and 
individuals and greatly influenced 
by economic conditions. When money 
is scarce, dealer credit is a nagging 
problem. When money is plentiful 
and times are pretty good, it be- 
comes less of a problem. But still 
a problem. 


Or when dealers are attracted to 
other wage-earning pursuits, such as 
defense plants, there is the primary 
problem of obtaining dealers. Un- 
der those conditions, available men 
invariably pose credit problems be- 
cause they lack capital. 


Not long after the start of the 
Korean war in 1950, a West Coast 
company reported a dearth of lessees 
and commented, “We are fast ap- 
proaching the position of being will- 
ing to use almost anyone to keep 
the stations open.” 4 

Every time that company took on a 
lessee without credit standing, it was 
prepared to install a product con- 
trol device. It automatically placed 
the operator on a “pay as you go” 
basis and averted the credit problem. 


Benefits—For both supplier and 
dealer, the benefits are in facility of 
operation rather than money in the 





Equipment and Literature 


Descriptions and illustrations 
of new oil marketing equip- 
ment will be found on p. 69 in 
this issue. Literature on equip- 
ment is published on p. 78. The 
check list for obtaining more 
information appears on p. 70. 
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LOAD TRUCKS FASTER 
SAVE ON POWER 


with ROCKWELL 
ROTOC CLE) METERS 


Liquid sealed, no metal-to-metal contact, full anti- 
friction bearing protected—that’s the story of 
this better meter construction. And design-wise 
every moving part in the Rotocycle measuring 
chamber revolves in a “Flo-ward” direction 
like an electric motor, easily, quietly, smoothly 
with the least friction and wear. 

These superior mechanical advantages pay 
off in speedier metered deliveries, less resist- 
ance to line flow. You can load trucks faster, 
use smaller motors for pumping and save on 
power costs when you install Rockwell Roto- 
cycle meters. Auditing and accounting are 

positively simplified. 


Get full facts on these better meters now 
Write for bulletin. 


" 


CKWELL ce 
You Con RELY ON Fs cy 


ROCKWELL MANUFACTURING CO. 
PITTSBURGH 8, PA. 
HOUSTON 

PITTSBURGH 


ATLANTA 
KANSAS CITY 


BOSTON 
LOS ANGELES 
SAN FRANCISCO 


CHICAGO 
NEW YORK 


SEATTLE TULSA 
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COMPONENTS of Petinco inventory 
control system for service stations 


bank. And suppliers (major com- 
panies, jobbers and _ distributors) 
gain more from them than the deal- 
ers. 

One West Coast major commented, 
“We regard inventory control devices 
as a credit ‘crutch’. The fact is we 
do not believe the devices themselves 
can produce appreciable savings. 
When used as a credit ‘crutch’ on all 
pumps at ‘poor credit-risk, independ- 
ently operated stations, regular large 
deliveries which have been inaugu- 
rated may be made on schedule with- 
out regard to credit conditions of 
certain customers. 

“Savings are thus derived from 
large and less frequent deliveries 
but not directly from Smith or Pet- 
inco.” 

Advantages Listed—As noted be- 
fore, marketing officials aren’t in 
accord concerning publicized advan- 
tages. However, here are advantages 
cited by makers and users: 

1. Credit a‘d. The installations do 
remove the problem of credit risks. 
Until a dealer establishes a credit 
rating with the company, he pays 
for gasoline he dispenses. 


2. Big deliveries. Manufacturers 
have been plugging this feature, with 
the implicit contention that the sup- 
pliers wouldn’t realize the savings 
without flexibility of dispatching. 
And product-control apparatus helps 
make this possible. 


In its brochure, the A. O. Smith 
Corp. states that savings up to Ic 
per gal. can be earned when full 
dumps are made instead of split 
deliveries. 

3. Product safeguard. It is point- 
less to dilute the gasoline or store 
some cut-rate fuel in the tanks be- 
cause the operator pays for what 
is pumped, regardless of any bootleg 
arrangement. 

4. Wider dealer selection. Com- 
panies striving to get better-caliber 
men for stations are often confronted 
with a situation in which a young, 
able man doesn’t have the money 
to take over a station. By reducing 
the young prospect’s initial outlay, 
the company makes it easier for him 
to sign up. Thus, they may get 
good men who wouldn’t otherwise 
be able to swing the deal. 

5. Operating ease. The manufac- 
turers claim these features: 


—Maintenance is minimal or 
even unnecessary in most cases. 

—The devices are tamper-proof. 

—They are weather-proof. 

—They are moveable. 

6. Dealer advantages. Since the 
dealers live with the devices, they 
should be made acceptable to the 
dealers. So these advantages to him 
are cited. 

—Gasoline shortages and shrink- 
age don’t affect the dealer. He 
pays only for the actual product 
withdrawn, so withdrawal and re- 
sale are simultaneous. 

—Meter-jiggering by employes is 
eliminated. When the dealer re- 
turns after an absence, he can 
check the cash against the amount 
registered in the fool-proof box. 

—A dealer has an opportunity to 
check his morning sales against 
afternoon sales. 

Disadvantages cited by critics cen- 
tered around a nuisance aspect and 





unused quantity 


—setup capacity 9,999 gal. 


—key arrangement 


8. Minimum purchase 
9. Pump meter testing 





Comparison of Inventory Controller and Petinco 


Inventory Controller Petinco 
1. Cost $70-$90 (depending on quantity) Not sold 
2. Rental $18 per year for 36 mo. $18 per year for 36 mo. 
3. Installation $7.50 per pump (minimum of $18.00 
four per station) 
4. Removal $7 each $6 each 
5. Repair policy 1 yr. unconditional guarantee; Defective or worn-out meters 
exchangeable at flat, nominal are replaced without cost if 
price returned complete. 
6. Type Mechanical Mechanical and electrical 
7. Mechanical features— 
—shut-off Mechanical air valve Electric switch 
—re-set Manually by company represen- Insertion of tokens by dealer 
—indication of tative 


Visible through window 


All units of one supplier within Lock is coded for an area 
certain area may be operated by 
one key. Keys available only 
through manufacturer 

Depends on supplier policy ’ 
Same for both: Dealer receives credit for gasoline drawn through 


& pump to test it. This is recorded on device and returned to 


storage. 
10. Unused portion of When a new reset is made, the Doesn’t a 
previous reset amount unused from previous vexed 
reset is added to and included 
in the new reset on each pump i 


Visible through window 
9 tokens at one time. Drawer 
has capacity for 125 tokens 


and not duplicated for other 
companies 


100 gal. (1 token) 











a psychological aspect; 

1. Nuisance factor. In the case 
of “Petinco”, handling of tokens was 
the subject of complaints voiced by 
some company representatives and 
dealers. Various ways of making 
them available have been used. 
Petinco collectors have been hired 
to make the rounds, selling tokens 
and collecting for them. Or dealers 
may get them at district offices. Or 
they may obtain them through a 
third party, usually a bank. 

In the case of the “inventgry con- 
troller’, the dealer calls up a com- 
pany representative who resets the 
set-stop and collects. A point of 
criticism is that a representative 
may be compelled to make ‘num- 
erous visits in response to dealer 
calls. NPN was told of a case in 
Phoenix where a cautious-buying (or 
practical-joking) dealer summoned a 
‘rep’ five times in one day, purchas- 
ing small quantities each time. The 
company removed the installations. 

A marketing official commented, 
“It’s bad enough for a dealer to run 
out of product and not be able to 
serve a customer. But I think it’s 
worse if a dealer has the product in 
his tanks and can’t get at it be- 
cause he didn’t think ahead or for 
some other reason.” 

A complaint was voiced that mul- 
tiple -handling is required when each 
pump is equipped with a unit. At 
multi-pump stations, this arrange- 
ment increases the handling burden 
and also the expense since more units 
are needed. 

However, there has been some ex- 
perimentation in placing control units 
at the header pumps on tke storage 
tanks when “remote control” pump- 
ing is employed. This would cut 
the number of control units needed. 

2. Psychological factor. Some mar- 
keters have questioned whether in- 
ventory control solves the credit prob- 
lem, except as a stop-gap measure. 
Their argument is that the objective 
in dealer relations is the attainment 
by dealers of a strong credit stand- 
ing. They say they are not con- 
vinced that a mechanical device will 
encourage dealers to improve their 
credit rating and believe that in 
some cases it may even have a nega- 
tive effect. 

Consequently, they argue, the prob- 
lem of collections is altered in form 


Users and makers recounted cases 
in which dealers built up their credit 
standing to the extent that suppliers 
removed the control units. 

Slugs—One dodge 
that NPN was told about occurred 
at a station where a dealer apparent- 
ly inserted slugs made of some sub- — 
stance that evaporated. The phoney 
tokens tripped the mechanism, then 
evaporated leaving no. trace of mis- 
use. The supplier detected the dis- 
crepancy between input and the 
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number of tokens deposited in the 
machine but was unable to collect 
the evidence. 

Most of the West Coast major oil 
companies have used inventory con- 
trol installations, but extent of usage 
is still quite limited. In a northern 
California section, a company re- 
ported that about 25 out of 350 sta- 
tions are equipped with control units. 

Some companies report using them 
in outlaying areas more extensively 
than in urban localities, A major com- 
pany sales manager told of a typical 
example in which storage at an Oak- 
dale station was increased from 3,000 
to 20,000 gals. A truck and trailer 
from the Stockton terminal makes 
a full dump of 7,200 gals. when it 
calls. Every week, a merchandiser 
visits the station in his normal rou- 
tine, so he also collects for the fol- 
lowing week. Round trip takes two 
hours. 

“We have found this control makes 
it easier for us to service remote 
stations,” this executive commented. 


Sees Future Growth—The poten- 
tial of inventory control has not yet 
been tested, NPN was told by R. H. 
Herron, western division manager of 
Petinco Systems. Ever since the 
product appeared on the West Coast 
in 1940, there has been a seller’s 
market. When the buyer’s market 


comes, the demand for inventory con- 
trol will grow, in Mr. Herron’s opin- 
ion. 


Under existing conditions, the sys- 


tem’s principal use is among smaller 
stations in marginal areas where di- 
rect delivery is otherwise difficult 
to establish, according to William G. 
Moser, manager of A. O, Smith’s 
meter division. 

Acceptance of them by jobbers and 
distributors seems to depend on lo- 
cal conditions. In southern Califor- 
nia, the Urich Serve Yourself Sta- 
tions, Inc., has installed Petinco at 
the lessee stations. In this way the 
Urich organization can supply its 
large-capacitv units to suit its own 
schedule. Withdrawals are left up to 
the operator. 

A. F. Guerth, consignee for The 
Texas Co. at Banning, Calif., said 
he kas no need for inventory control 
devices at the 28 stations he sup- 
plies. He explained that the dealers 
either have a credit standing or, if 
they don’t, he reckons with their 
ability to pay on the basis of ex- 
perience, 

In the case of Independent whole- 
salers, it may be that they would 
rather not tie up large amounts of 
gasoline in storage since they are 
not being paid for it. So they may 
prefer making split deliveries. There 
again, it’s a matter of circumstances. 

How Petinco Works—The Petinco 
unit, which can be installed on any 
modern meter pumps, is driven by the 
meter through a flexible cable and 
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GADGET FOR HANDLING elusive springs and brushes was fashioned from dis- 

carded choke knob. Hook was attached to 8 inches of wire left on knob. Ray 

Spencer, who had trouble manipulating brushes and springs in generators, hit on 
idea at his Tacoma, Wash., station 





is electrically connected to the mo- 
tor circuit. The insertion of tokens 
releases fixed quantities of gasoline 
—a uniform amount for each token— 
and registers the total on a dial. Up 
to 10 tokens may be inserted at one 
time. There are two dials: one re- 
cords the gasoline being released by 
the “working” token; the other re- 
cords the reserve. 

As the gasoline flows, the dials 
register the transaction. An indica- 
tor shows the number of “reserve” 
tokens in the unit. When the amount 
of gasoline released by all tokens has 
been dispensed, the electrical circuit 
is broken and stops the pump until 
more tokens have been inserted. 


The tokens drop into a tiny drawer 
which has a four-way lock. The lock 
is coded for a particular area and 
is not duplicated for other users. 


The dials and the reserve-token 
indicator are concealed behind a 
locked cover, to which the operator 
has a key. So a competitor cannot 
read the totalizer to see how much 
business an operator is doing. 


Petinco’s new device, designated 
“Model F”, features a minimum- 
amount token of 100 gals. (formerly 
there were two units—50- and 100- 
gals.) and a different type of mecha- 
nism. Experience showed that dealers 


usually bought tokens in quantities 
of 100 gal. or more and commonly 
made a daily trip to the district of- 
fice to obtain them. The new set-up 
reduces the number of tokens and 
facilitates accounting because the 
amount lends itself to easy math- 
ematical extensions, Mr. Herron ex- 
plained. 


How Inventory Controller Works— 
The “inventory controller” is attached 
to a suction-type pump and is gov- 
erned by the flow of gasoline. The 
amount of liquid to be admitted 
through the pump is determined by 
setting three pre-set triggers which 
register the quantity purchased. As 
the liquid flows through, the counters 
revert to zero. When Zero is reached, 
a cam lifts the bleed valve. Air en- 
ters the system and breaks the suc- 
tion of the pump, rendering it inop- 
erable. 

The meter is housed in a box pro- 
tected by a “high security” lock. It 
differs in operation from locks which 
can be opened by skeleton keys in 
that the tumblers cannot be raked, 
according to Mr. Moser. “It would 
take eight keys, manipulated by eight 
hands, to open the lock,” he com- 
mented. 


As a variant, the Smith people 
have installed their 60 g.p.m. tank 
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BS lowest maintenance 


all at no greater cost with 








WARREN 


MANIFOLD VALVES 






EASY TO ORDER AND INSTALL—Drawings 
and complex engineering information are 
not necessary to get WARREN Manifold 
Valves for your present equi pment. For new by ey just 
specify WARRENS. Available in 2, 3 and 4 _ sizes with 
any number of valves, any location and angle for connec 
tions, and any ty outlet. Yet custom-built WARRENS 
are production- priced! ! 


You are paying for the best in manifolding. 
Are you getting it? 

If not, consider these facts—You can unload 
more gallons per minute, get improved safety 
and cut maintenance worry and expense with 
WARREN Manifold Valves. What's more, 
trouble-free WARREN performance and 
protection can be yours at no greater cost! 
Get all of the facts. Then you’ll know how 
WARRENS can serve you better .. . why 
WARRENS are the First CHOICE of leading 
oil companies, transport equipment manu- 
facturers and operators. 


Write For Full Information Today! 


The exact flanges, connections and fittings 
Is need are available in WARREN Mani- 

‘olds. Shown is o hose gate valve in- 
stalled with flange connection. Photo 
courtesy Allegheny Valve Company. 







MANUFACTURERS OF THE NEW SNAP SEAL CLEARANCE 
LIGHT AND CUSTOM BUILT MACHINERY SINCE 1901 





WARREN Manifolds provide 
greoter flow areas, permit more 
direct and compact piping ar- 
rangements than with cross valves. 


Chek tae fate 


Guaranteed 
performance 
Lighter weight 
More compact 
Fewer joints 
More capacity 
Complete drainage 
Less turbulence 
No gasket leaks 
Connect at any angle 
Meets all state 
requirements 


BETTS MACHINE co. % 


WARREN 
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vehicle meters to the header pumps 
of storage tanks. A micro-switch, 
connected with the pump motor, is 
mounted on the meter as a control 
factor. The indicator is set. When 
it reaches zero, it kicks the micro- 
switch, cutting off the flow. 

This application lends itself to 
multiple pump stations, operations 
officials believe. A 12-pump station 
would require 12 control units at- 
tached to the individual pumps but 
only three controls if they are hooked 
up to header pumps at the storage 
tanks. 

The “inventory controller” is sold 
outright or rented (for 36-month 
periods) while the Petinco unit is only 
rented. 

A comparison of the two systems 
is shown on p. 66. 

One West Coast company using 
“inventory controllers” recommends 
that a regular visiting schedule be 
established for company representa- 
tives. Taking the case of a 10,000- 
gal. station, company figures the 
dealer will need 2,500 gals. a week. 
A representative calls twice a week, 
resets each pump to 400 gals., or a 
total of 1,200 gals. per visit as a 
working minimum. That means an 
outlay of some $170 twice a week, 
or $340 a week. 

When a large quantity is still set 
up in some pumps, the dealer may 
redistribute instead of buying more 
gasoline. But companies discourage 
this because it complicates the book- 
keeping. 


Electronic Flowmeter 
Measures Fluid Flow 


A new type of electronic flowmeter 
is capable of measuring the air cur- 
rents in a stil room or the rapid 
flow of fluids in pipes. Developed 
by the National Bureau of Standards, 
Wazrhington , D. C., and designed by 
Henry P. Kalmus of thé bureau’s 
staff, the device utilizes the change 
in velocity of sound waves as a mea- 
sure of fluid flow. It has a very 
fast re~ponse and does not obstruct 
the fluid currents to make the meas- 
urements. 

In the newly-developed flowmeter, 
a sound wave is transmitted over a 
fixed distance through the flowing 
f:uid, and the phase of the received 
wave is compared with that of the 
transmitted wave. The sound energy 
is imparted to and taken from the 
fluid through the walls of the contain- 
ing vessel and no part of the measur- 
ing system need come in direct con- 
tact with the medium under study. 
It is expected that the equipment will 
be practical for measuring the flow of 
oil or gas through a metal pipe, the 
bureau says. 

Further study of the electronic 
flowmeter is going ahead with a 
number of modifications for various 
uses being under experiment. 
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TA 


Install Hose Couplings 
(Bulk Plants, Terminals, General) 


A hore band and hose tool permits 
the installation of hose couplings 
anywhere as no bench or vise is need- 
ed to apply the bands. The new 
equipment is said to save as much 
as 75% over older methods. The 
tools are made in two sizes to fit all 
size hose—the junior for bands up to 
%” sizes; and the senior for bands 
of 1” size and over. The bands are 
made of soft steel wire, electro gal- 
vanized welded, and are available in 
brass if desired. They are made for 
hose from 4” to 3” in diameter. The 
bands will give a tight, permanent 
and rust-proof connection and can be 
used for air, steam, water or oil 
hoses. Squire-Cogsweli Co. 

Circle No. 1 on Reply Coupon 





Flexible ‘Gas’ Pump Nozzle 
(Service Stations) 


A flexible rubber nozzle is designed 
for use on gasoline dispensers at 
service stations. The rubber unit 
eliminates danger of scratching car 
finish with the nozzle since no metal 
parts can come in contact with a 
car while it is being served. The 
rubber nozzle is leakproof and is not 
affected by oil products, nor will it 
crack. Goodyear Tire & Rubber 
Co. 


Circle No. 2 on Reply Coupon 
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More Data Available 


More information can be ob- 
tained on the equipment and 
literature described in this sec- 
tion noting the number appear- 
ing at the end of each article 
and then circiing the corre- 
sponding number on the coupon 
appearing on p, 70. 

NPN will do the rest by con- 
tacting the proper manufac- 
turer and seeing that requests 
for more data are answered. 











Fuel Oil Additive 


‘(Fuel Oil Distributors) 


A fuel oil additive prevents screen 
and filter clogging of houcehold and 
industrial oil burners and also works 
in Diesel engines. The new product 
works in three ways: by inhibiting 
the formation of fuel oil sludge and 
sediment, by preventing deposition 
of sludge and sediment a:ready pres- 
ent, and by reducing rusting. Diesel 
engine tects on fuels treated with 
the additive indicate that identical 
benefits result, without harmful cf- 
fects to engine operation or depos- 
its. The product does not contrib- 
ute to the formation or stabilization 
of fuel oil-water emulsions and the 
attendant oil haze. It has substan- 
tially no effect on the carbon residue 
of fuel. The additive is effective 
with most base fuels at the rate of 
3 gals. to 42,000 gals. of fuei oil, or 
a concentration of less than 0.01%. 
A dosage of 6 gals. for the same 
amount of fuel oil can help on initial 
batches to old distributing equip- 
met. For rust protection of han- 
dling and storage equipment, the ad- 
dition of 1.5 gals. is adequate. Mon- 
santo Chemical Co. 

Circle No. 3 on Reply Coupon 
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THIS TRUCK CARRIES A 


) TAX LOAD | 


$2,368 


WE PAVE our way! 





Truck Tax Load 
(Tank Trucks) 


A truck decal sign is available 
which tells everyone on the road the 
exact tax load of the truck on which 
it is applied. The decal is made up 
in 12” x 16” size and is produced in 
chrome yellow and black. As shown 
in the illustration, the cign says 
“This Truck Carries a Tax Load of 
$0000 . . . We Pave Our Way!” In- 
dividual numerals are provided to 
match the exact tax load of the ve- 
hicle and the numerais may be 
changed from year to year as the 
figure changes. More information on 
the decals is available, including 
suggestions for computing the tax 
load for each vehicle, The Meyer- 
cord Co. 

Circle No. 4 on Reply Coupon 


Lift Truck Rental Plan 


(Warehouses) 

A nationwide plan has been devel- 
oped which permits users to lease 
industrial lift and fork trucks and 
aliied equipment rather than buying 
them. The plan permits the secur- 
ing of materials handling equipment 
by paying monthly rentals as the 
machines are used. Philadelphia Di- 
vicion of Yale & Towne Manufactur- 
ing Co. 

Circle No. 5 on Reply Coupon 


FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This 


Issue 


HERES WHAT YOU DO: 


Circle the number on the coupon. on next page 
which corresponds to the one that appears at the 


end of the item in which you are interested. 
Fill in your name, address, etc. 
Clip the coupon. 


Mail it to the 


Street, Cleveland 


Readers’ 
NATIONAL PETROLEUM NEWS, 
13, Ohio. 


Service, 
1213 West Third 
This department will 


Tabdelauil*hiledal 


forward your inquiry to the manufacturer. 
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International model R-110 with 115” wheelbase 


Truck-to-Job Specialization 


(Transportation) 

A new line of light, medium, and 
heavy-duty trucks has 168 models 
in 296 wheelbases, with gross vehicle 
weight ratings from 4,200 to 90,000 
Ibs. Truck-to-job specialization -is 
possible with the new line because 
there are 29 engines—gasoline, LP- 
gas and Diesel—whose horsepower 
ratings range from 100 to 356, and 
a wide selection of transmissions, 
axles and axle ratios. A total of 
307 new features have been incorpo- 
rated in the new line. Exterior 
styling has been redesigned and 
front end sheet metal is more func- 
tionai, permitting greater air intake 
for more efficient cooling. Green- 
tinted, non-glare safety glass is op- 
tional, and new cab mountings pro- 
vide a more stable ride. Among 
some of the new features on cer- 
tain of the models are duplex-valve- 
type shock absorbers, visible-flow 
carburetors with fast-idle cam, 
downdraft carburetion, improved hy- 


draulic brakes and optional light- 
weight celf-contained air brakes, in- 
creased capacity universal joints, 
stronger rear axle pinion bearing 
shaft, relocated fuel tank and filler 
spot to accommodate _ specia:ized 
skirted bodies, new steering knuckle 
spindles and strengthened engine 
front support brackers. Left photo 
above shows companies model R-110, 
115-in. wheelbase truck with 77-in. 
service-utility body. Right photo 
shows model R-195 with a gross 
combination weight of 48,000 Ibs. In- 
ternational Harvester Co. 


Circle No. 6 on Reply Coupon 


Fuel Oil Hose 
(Tank Trucks) 

A new hose for fuel oil delivery 
trucks is said to have a new syn- 
thetic rubber cover made by a secret 
formula which provides 25% more 
resistance to wear and damage than 
any previous compound. Lab tests 
show it is able to withstand abrasion 
when dragged over sharp curbing, 
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Cleveland 13, Ohio 


12 3 4 5 6 7 8 ¥ 10 11 12 13 14 15 16 17 18 19 20 


21 22 23 24 25 26 27 28 29 30 31 32 33 34 35 36 37 38 39 40 
41 42 43 44 45 46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 





SSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSHSSESSESSSSSESSSSSSSESSSSS SSS SS SeeeeRe ee EEee 


Readers’ Information Service 
NATIONAL PETROLEUM NEWS 


February 18, 1953 


Title 














Zone 


State vi 








> 
i=) 


(PLEASE PRINT OR TYPE) 











R-195 Roadliner in tractor-tank trailer service 


rough pavements and_ knife-like 
gravel. At the same time the in- 
creased toughness is achieved with- 
out sacrificing oil resistance, flexi- 
bitity and light weight. The new 
hose will be made in three diameters 
—1”, 1144” and 1%”. Hewitt-Robins 
Inc. 
Circle No. 7 on Reply Coupon 
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eral Purpose Pump 
(General) 

A new rubber impeller pump is de- 
signed for use in oil and other in- 
stallations. The pump has a tapered 
elliptically shaped impeller housing 
to eliminate sudden impact of the 
impeller as it encounters the cam 
portion of the case. The design per- 
mits a full one-fourth of the revolu- 
tion for intake, one-fourth for ex- 
haust, and one-half for pressure 
build-up. Lee Healey Co. 

Circle No. 8 on Reply Coupon 


One-Man Fire Extinguisher 
(Bulk Plants, Terminals) 

A new one-man, whee-ed fire ex- 
tinguisher is designed for fighting 
large-scale B and C fires. It uses 
dry chemical with a capacity of 150 
lbs. The extinguisher weighs 480 
Ibs. but can be wheeled and maneuv- 
ered by one man. The unit has a 
discharge range of from 20’ to 25’. 
American-LaFrance-Foamite Corp, 

Circle No. 9 on Reply Coupon 
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CALIFORNIA 


MES* Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 





871 Park Ave., Son Jose 10, Calif. 





ILLINOIS 











INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiano 














OFFERING THE OIL INDUSTRY THE 
FINEST IN OIL EQUIPMENT 


@ BULK PLANTS 

@ SERVICE STATIONS 

@ TRUCK TANKS 

@ ENGINEERING & SERVICE 


COFFIELD SUPPLY CO. 


1626 So. Main St. South Bend 24, Ind. 











MICHIGAN 





R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 


SAGINAW—DETROIT— 
GRAND RAPIDS 








NEW JERSEY 





EQUIPMENT 
for the 
OIL INDUSTRY 


Rebuilt 
PUMPS — METERS — REGISTERS 
e 


PARTS FOR MOST PUMPS 
* 


TEN HOEVE BROTHERS 
359 McLean Bivd., Paterson 3, N. J. 
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Tank Car Platform 


(Bulk Plants, Terminals) 


A new tank car loading and un- 
loading platform eliminates the need 
for workmen to step onto a tank 
car, thus avoiding the danger of 
falls. From the grated deck of the 
platform, the operator can turn the 
unit a full 360 deg., stopping at any 
angle over the top of the car. Or 
he can service tank cars from either 
side of the p.atform. When the unit 
is in position, the operator can open 
the top, insert the unloading pipe, 
and couple it up without leaving 
the platform, The equipment rides 
on roller bearings so it is easily 
turned by the hand crank wheel on 
the platform which is geared to the 
supporting steel column. In order to 
turn the platform the operator must 
hold down a foot brake which holds 
the unit stable in the stopped posi- 
tion. When not in use a bolt lock 
holds the platform in a. safe posi- 
tion parailel to the tracks and out 
of the way of passing cars. The pip- 
ing on the platform is supported by 
adjustable chains attached to over- 
head bracing; the liquid tight swivel 
joints, quick-disconnect couplings 
and variable position of platform 
make it possible to service cars not 
spotted right on the dot. The plat- 
form piping leads down through the 
supporting column, underground to 
storage tanks, so there is no mess or 
waste of liquids caused by stuck 
valves, which often happens when 
unloading from the bottom of tank 
cars, company says. Nichols Engi- 
neering Co. . 

Circle No. 10 on Reply Coupon 


Powdered Asphalt Paint 


(General) 

A new powdered asphalt paint is 
available in aluminum and _ three 
other colors, The coating is de- 
signed to protect tanks, pipe, valves, 








Price ea nable 


SERVICE SPECIALTIES INC. 


205-15th ST JERSEY CITY 2,N) 


NEW YORK 








RENICK & MAHONEY, INC. 
380 Second Avenve 
New York 10, N. Y. 
Bulk Plant—Truck Tank 
and 
Service Station Equipment 





OHIO 














W. E. “BILL” LAYMAN 
164 E. Exchange St. Akron 4, Ohio 
Phone—Jefferson 8215 
Factory Representative for Westinghouse, 
O.P.W., Lincoln, Neptune, Huffman, Good- 
rich. Air, Oil, Hydraulic and Gas Hose 
and Coupling Service. 
ENGINEERING SERVICE—SALES—PARTS 





PENNSYLVANIA 








E. 0. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 








RUTLEDGE EQUIPMENT CO. 
334 Blvd. of Allies Pittsburgh, Pa. 
Rutledge Service Station Flood Lights 
G&B Equip t—Buckeye Valves & 





Fittings 
Granco Pumps & Meters—Air 
Compressors 











West Penn Oil Equipment Co. 


512 Sandusky St. Cedor 1-8822 
Pittsburgh 12, Po. 

Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 
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and galvanized buildings. Because 
it is packed in dry powder form and 
the user mixes only what is needed, 
there is no waste, as the dry powder 
will not decompose or harden in the 
container. The powder wil: mix eas- 
ily and quickly with kerosine to any 
consistency and can be applied with 
brush or spray gun. When properly 
applied it provides a permanent bond 
to metal, wood, concrete, or compo- 
sition. Asphalt Specialties Division 
of Berry Asphalt Co. 


Circle No. 11 on Reply Coupon 


Rain Cover-All 


(Stations, Bulk Plants) 


A new rain cover-all is a one-piece 
rain suit that covers the wearer 
completely. It is made of vinylite 
with seams that are electronicaliy 
welded and it has a new patented 
non-metal zipper which is jam-proof 
and waterproof. The rain suit is 
vented to allow natural circulation 
of air without allowing rain to enter. 
The cover-all can be folded to fit a 
small carrying envelope and weighs 
less than a pound. Jon Zelite Corp. 
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PENNSYLVANIA 





PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsman Ave. Williamsport 39, Pa. 
Wayne Pump Company Products 
Marlow Centrifugal & Blackmer Rotary 
Pumps — Truck Tanks — Hose — Reels 
Storage Tanks — Pittsburgh Equitable 
Meters — Gasoline & Oil Equipment 











TEXAS 


TOPS TO TEXAS TRADE 
SALES & SERVICE: 

Buckeye Valves; Coxwells; Ever- 

Tite; Goodrich Hose; Granco 

Pumps; Oilco Loading Arms; Smith 

Meters; Tokheim Pumps; Tanks; 

Westinghouse Air Compressors. 
COMPLETE SERVICE: 

Bulk Plonts & 


Service Stations. 
UNITED PUMP SERVICE & SUPPLY CO. 


1701 $. Lowor Dalles, Texas 
NATIONAL ASSOCIATION 

















WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Vo. 


Westinghouse Air Compressors 
Service Station or Bulk Plont Equip. 

















Truck, Trailer Wheel Block 
(Stations, Bulk Plants, Trucks) 
A new truck and trailer wheel 

block is designed to hold the heav- 

iest vehicles and loads. Among the 
features designed to assure positive, 
safe holding even under the most ad- 
verse conditions of grade, surface and 
load are: cast-in holes on bottom 
plate to permit nailing block to 
floors, platforms, etc.; a wide, curved 
tread piate which gives greater con- 
tact with the tire and assures even, 
safe distribution of the load. In ad- 
dition the bottom plate of the wheel 
block has heavy steel gripper teeth 
which keeps the unit from creeping 
or slipping, even on ice or snow. 

Provision for hook or chain attach- 

ment to the block is made by a cast- 

in hole on the center rib support. 

Owner’s name may be cast on the 

bottom plate to prevent pilferage. 

The wheel blocks are painted stand- 

ard safety yellow for visibility. 

Calumet Steel Castings Corp. 

Circle No. 13 on Reply Coupon 





Snow Remover 


(Service Stations) 


A machine for removing snow from 
Station drives consists of a 2 h.p. 
tractor with both snow removal 
blade and snow blower attachment. 
With this machine, one man can re- 
move heavy, light or medium snow 
deposits quickly and without much 
effort. The snow blower attachment 
is easily adjusted through a wide 
vane setting for wet, medium or dry 
snow. Steel snow blade is 25” wide 








and easily set for right, left or 
straight ahead snow removal. Shoes 
under each end of the snow blade 
prevent snagging or catching along 


uneven surfaces. George Garden 
Tools Division, Community Indus- 
tries. 


Circle No. 14 on Reply Coupon 


Electric Cable for Wet Areas 
(Bulk Plants, Terminals) 


A new flexible electrical conduit is 
said to be the first of its kind to 
gain Underwriters’ Laboratories ap- 
proval for use in wet locations. The 
synthetic covering over the flexible 
metal core protects wiring against 
moisture, oil, dirt, chemicais, and 
corrosive fumes—on permanent and 
temporary installations. The cable 
may be cut to required lengths and 
bends easily so it can be used to 
overcome the problems of move- 
ment, vibration, misalignment. The 
American Brass Co. 


Circle No. 15 on Reply Coupon 





automatic 

Filling and Crimping 
Equipment 

for handling greases and 

other viscous fluids. 

© No operator required. 

e 100% air operated. 

Fills, seals, stamps and 

counts lug cover pails. Out- 

put of 15 pails per minute. 

Write for details on installa- 


tion to meet your reqire- 
ments. 


Manufacturing Co. 
P. O. Box 8096, Houston 4, Texas 














PREVENT LEAKS.. 


...Permanently! 











RECTORSEAL # 2 


MAKING THE 


OIL INDUSTRY SAFER 
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Trailer Power Take-Off Drive 


(Tank Trucks) 


A new fiexible power take-off 
drive for use on tractor-trailer tank 
transports has been developed. The 
drive consists of a 1%” flexible shaft 
in combination with a _ telescopic 
quick-disconnect coupling. Among 
the advantages listed are: efficient, 
dependable service; elimination of 
expensive power coupiers; simple 
and easy to disconnect since it is 
merely a case of pulling the tele- 
scopic rod apart; maintenance costs 
are low; the drive is easy to install; 
the pump can be located convenient- 
ly; and the unit is quiet in opera- 
tion. The telescopic quick-discon- 
nect coupling consists of a telescopic 
rod and a universal joint. The tele- 
scopic rod, by pulling out, takes care 
of the change in length of the drive 
when the tractor-trailer is in a bend. 
The universal joint prevents the 
shaft from making too severe a bend 
at the output end, and also permits 
use of a smailer telescopic rod than 
would be posgible otherwise. The 
new drive will work with either of 
the two types of fifth wheel mount- 
ings. Stow Manufacturing Co. 


Circle No. 16 on Reply Coupon 


Explosion-Proof Junction Box 


(Bulk Plants, Terminals) 

A iarge-size explosion-proof junc- 
tion box for electrical installations 
measures 10” x 8” x 5%”. Alumal- 
joy is used in the box and this metal 
is rustproof and corrosion-proof, . is 
safe and non-sparking, and it is 
strong yet light weight. The box 
will take conduit up to and includ- 
ing 3” sizes. It can be supplied with 
hubs in any direction. Another unit 
developed is a vapor-tight box. All 
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members of this series of electrical 
boxes are four inches in diameter, 
with models from 15%” to 3%” deep 
to provide ample wiring space. Each 
can be furnished with a blank or 
hub cover, or with an adapter plate 
to take vapor-proof lights or outlet 
box device for 3%” or 4” outlet box. 
These boxes will take up to 1” con- 
duit sizes. Killark Electric Manu- 
facturing Co. 
Circle No. 17 on Reply Coupon 





Hand Oilers 


(Service Stations) 


A new line of hand oilers has con- 
trolled flow of the oil. First model 
to be marketed has a 6 oz. capacity 
and is equipped with a removable 
holder and detachable 6” rigid steel 
spout. A 12” flexible spout for get- 
ting at inconvenient places is avail- 
able and is interchangeable with the 
6” spout. Both spouts have steel 
tips for longer wear. Can has seam- 
less bottom, is leak-proof and is easy 
to dismantle and clean. K-P Manu- 
facturing Co. 


Circle No. 18 on Reply Coupon 


Lube, Fuel Oil Signs 
(Service Stations) 


Porcelain enamel signs featuring 
white gasoline, range oil, Diesel fuel 
and lubricating oils are designed for 
use in service stations. The white 
gas, range oil and Diesel fuel signs 
are available as a three-sign unit or 
individually in 10” circles with the 
white gas sign red on white, the 
range oil biue on white and Diesel 
fuel black on white. The lube oil 


unit is custom made and is available 

in any combination of colors and any 

size. Porcelain Enamel Finishers. 
Circle No. 19 on Reply Coupon 





Spark Plug Firing Indicator 
(Service Stations) 

An improved spark plug firing in- 
dicator is designed for greater dura- 
bility and easier testing of spark 
plug installations. The tool checks 
voltage being supplied to spark 
plugs and also is useful for diagnos- 
ing a number of ignition ailments. 
The tool has a needle probe for test- 
ing spark plugs having terminals 
equipped with protective rubber 
boots, and a new method of mount- 
ing the special high intensity neon 
tube to decrease shock damage. 
Champion Spark Plug Co. 

Circle No. 20 on Reply Coupon 





Hand Cleaner 


(Bulk Plants, Stations) 

A hand cleaner is available which 
may be used with or without water 
to remove grease, paint, tar, and 
other grime. Product is a white 
stiff jell containing Lanolin and it 
has no odor of solvent or ammonia. 
When water is not available it may 
be wiped off with a towel, leaving 
no tacky feeling on the hands. With 
water, it rinses thoroughly. Magnus 
Chemical Co. 

Circle No. 21 on Reply Coupon 
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Set up a powerful stop sign at your island— 

Eco Islanders teamed with Bennett Gasoline 
Pumps & Eco Tireflators will invite the motor- 
ist to stop because convenient, speedy one-stop 
service appeals to every motorist — the customers 
you have for your regular trade... and those you ‘ 
hope to attract. 







You keep ‘em happier by serving ‘em faster with Eco 
Islanders — the handsome, compact units that completely 
answer the problem of placing light, air and water at the 





























Island. Eco Islanders defi- 

nitely increase your oppor- 

tunities to make those profitable 

TBA sales because they help to hold the 

customer in one spot — long enough for you to make 

that extra sales effort, but short enough to speed him happily 
on his way. 


This service-selling combination is the stop sign that tells 
motorists you're ready to give complete service. 























BENNETT PUMP DIVISION 
Muskegon + Michigan 
District Offices: Atlanta * Baltimore * Boston * Buffalo * Charleston 
Chicago * Cleveland ¢ Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York + Philadelphia 
Pittsburgh * Rochester * Seattle + St. Paul * San Francisco 


IN CANADA: Toronto * Montreal * Vancouver * Winnipeg 


EXPORT: JOHN WOOD INTERNATIONAL CORPORATION 
29 Broadway, New York, N. Y. * Cable Address: WOODINTER 













See “The Islander,” a full color, 
sound movie that shows you how 
to profit from island service — 
available for group showings 
from the District Offices listed. 











EQUIPMENT 


Radioactivity used to 
prove superiority of 


Overshoes Resist Oil 


(Service Stations, Bulk Plants) 


New neoprene overshoes are de- 
signed for men who work around 
oils, solvents, acids and other chem- 
icals which damage ordinary rub- 
bers. The overshoes have no fabric 
lining -yet remain durable. They are 
light weight and the eiasticity of the 
neoprene assures a firm grip on the 
shoe so it won’t pull off at the heel. 
Tingley Rubber Corp. 

Circle No. 22 on Reply Coupon 


Holds ‘Gas’ Tank Cap 

(Service Stations) 
Oronite, a major producer of Lube Oil Additives, employs A new permanently magnetized 
ele Telald-toMidelellolelaikd -Midela-lamictaalalicltl-taniodtelaall-CZ-Matll el-lalel a hoider for automobile gasoline tank 
caps can be clamped to the dispens- 
ing hose close to the nozzle. When 
the cap is removed from the car, it 
is brought into contact with the 
Tale} Melampsd—tohalale mae)-}s-Mel-lcelth1 me) mm dal-mallelamelelolina j magnetic holder where it is held 
Pee ht ene eee ee ; rie: | While the gasoline is dispensed. The 
and inhibitor chemicals trom which they are made. Ana yot device helps prevent the attendant 
from forgetting to replace the cap. 

Empco Products Co. 


Circle No. 23 on Reply Coupon 


ey -Tacelaulelale= 


Versatile Lift Truck 
(Warehouses) 


A new 4,000-Ib. capacity fork lift 
truck is outfitted with a special car- 
riage and attachments to handle 
nearly a dozen different types of 
loads. The unit handles ordinary 
pallet loads, works as a side-shifting 
truck to spot loads in “tight” areas; 
hauls and stacks drums with its 
; clamps; picks up a variety of pallet 
Aiceai sizes after automatically adjusting 

: | for proper fork-spacing. The truck 
poeta | is a standard battery-powered unit 
with a four-purpose carriage and a 
revoiving head, drum clamps, hy- 
draulic drum up-ender and clamp- 
spikes. Baker-Raulang Co. 
Circle No. 24 on Reply Coupon 














NATIONAL PETROLEUM NEWS 





EQUIPMENT 








Pump-Sequence Control System 
(Bulk Plants and Terminals) 


An improved pump-sequence con- 
trol system automatically adjusts the 
pumping capacity in multi-pump liq- 
uid delivery systems at bulk plants 
and terminals to meet the instantane- 
ous demand in discharge lines re- 
gardless of how the demand fluctu- 
ates. The system eliminates unde- 
sirable and uneconomicai features of 
pressure-sensing and manual methods 
of pump control, the manufacturer 
says. Heart of the system is an Ori- 
flowrator, a flow meter that measures 
flow rate in the discharge line, and 
an inductance transmitter which re- 
sponds to signals from the flow meter 
and puts into operation the correct 
number of pumps required to main- 
tain that flow. The pump-sequence 
system operates as follows: As soon 
as a discharge nozzle at a loading 
rack is opened, a pressure switch 
located in the discharge line senses 
the drop in pressure and turns on one 
pump. As the liquid moves through 
the line, the Oriflowrator meter, 
located on a by-pass of the main dis- 
charge iine, measures the flow. Since 
a known proportion of the total flow 
is by-passed through the meter, the 
meter is calibrated to read main- 
line flow directly. As the meter float 
rises in response to the rate of line 
discharge, a nickel alloy tube, mount- 
ed on the float, moves up into an in- 
ductance transmitter directly above 
the meter. The transmitter contains 
a number of flat coils, spaced verti- 
cally. As the nickel tube moves 
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Pump sequence control system 


; 


through the center of each coil, it 
changes the impedance sharply in the 
coil. This change is picked up by an 
electronic circuit which trips the 
starting switch for each successive 
pump motor, Thus, the position of 
the float both indicates the rate of 
flow through the line and starts the 
number of pumps required to provide 
that flow. Conversely, as the de- 
mand decreases, the float drops and 
the rod descends out of the field of 
successively lower coils, shutting off 
the unneeded pumps. All pumps shut 
off when the flow ceases. The sys- 
tem maintains a steady, controlled 
line fiow even at very low or erratic 
flow rates, and even if back pressure 
valves leak after the system has re- 
mained idle for a long period of time, 
the pressure switch picks up the small 
drop in pressure and starts the first 
pump, keeping it operating until nor- 
mal pressure is restored. Thus de- 
sired delivery pressure is maintained 
all the time. Fischer & Porter Co. 
Circle No. 25 on Reply Coupon 


Water-Repellent Coating 


(General) 

A water-repellent coating contains 
silicones which operate on the prin- 
ciple of negative capillarity. The 
compound, when applied to concrete, 
stucco, masonry above grade, will 
penetrate more deeply than conven- 
tional surface treatments to provide 
a high degree of water repellence for 
a long period of time. The coat- 


ing is applied with a brush or spray 
after defective joints have been re- 
paired and consolidated by repoint- 
ing. The compound is clear and will 
not discolor or change the appear- 
ance of surfaces. A. C. Horn Co., 
Inc. 


Circle No. 26 on Reply Coupon 


Plastic Partitions 


(Service Stations) 

A new plastic curtain is made for 
use at stations to separate wagh- 
ing and greasing operations or even 
paint spraying operations from other 
parts of the building. The curtains 
are made of polyethylene, which is 
impervious to paints, thinners, oils 
and acids. Oil or paint spatter is re- 
moved by wiping with a rag dipped 
into ordinary solvents. Stock, or 
made-to-measure sizes are available, 
bound with tape and having grom- 
mets for sliding and for tethering 
along the bottom. Marson Corp. 

Circle No. 27 on Reply Coupon 
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LITERATURE 


Oil Distribution Equipment 


(Bulk Plants, Terminals) 

A comprehensive booklet, known as 
Catalog No. 61, includes manufactur- 
er’s complete line of equipment for 
bulk plants, terminals and tank 
trucks, Various loading rack instal- 
lations at bulk plants and terminals 
are illustrated. A number of loading 
assemblies for tank cars and trucks 
are shown together with full data on 
size and construction. Loading valves, 
swing joints also are described. Stor- 


TO 


age tank equipment is described such 
as antifreeze valves to draw off 
water, vent valves and gage hatches, 
external and internal valves with 
fusible release in case of fire. For 
tank trucks, faucets, emergency 
valves and accessories, cross and stop 
check valves, swing joints for hose 
reels, safety vent valves, quick coup- 
lers, adapters and dust caps are de- 
scribed. Wet hose nozzles, check 
valves, hose reel nozzles and quick 
change unloading elbows and nozzles 
are covered. Airport refueling equip- 
ment also is shown. Wheaton Brass 
Works. 
Circle No. 28 on Reply Coupon 


WHICH WOULD YOU SAY 
IS THE BETTER WAY- 
LOAD YOUR TRUCKS 





Loading and unloading can be cut to a fraction of the usual time— 


Loading Rack Equipment 


(Bulk Plants, Terminals) 


A new 24-page catalog gives speci- 
fications and application data on 
loading and unloading assemblies for 
tank trucks and tank cars. Spring 
balanced assemblies, counter-balanced 
loading units, balanced pressure load- 
ing valves and ioading nozzles are 
some of the equipment described. 
Blueprints, photographs and tabula- 
tions give complete details on each 
unit. OPW Corporation. 

Circle No. 29 on Reply Coupon 


Valve Catalog 


(Bulk Plants, Terminals) 


A new 56-page catalog covers a 
line of cast steel valves and includes 
data on globe, angle and check valves 
in 300, 600, 900 and 1,500-Ib. pres- 
sure classes. Parabolic disk valves 
for hand or motor control of voiume 
are described in detail. The booklet 
contains information on material 
specifications, preparation of welding 


-ends, flange facings, pressure-tem- 


perature ratings and other technical 

data required for intelligent valve 

selection. Edward Valves, Inc. 
Circle No. 30 on Reply Coupon 


Lube Oil Additives 
(General) 


A new 80-page book on additives 
used in oils and greases explains in 
non-technical language the problems 
which are solved or relieved by the 
use of present day additives; the ac- 
tion of additives; the test engines 
used to evaluate the merits of addi- 
tives; and the API service classifica- 
tion and designations for automotive 
type engine oils, Book is available 
at a cost of $1.50 per copy. More 
details may be obtained from the in- 





with less manpower—with Anthony LIFT GATES. Wheel the load 
on... raise it with hydraulic power . . . wheel it into the truck. 
Daily deliveries are practically doubled with less merchandise 
damage and fewer personne! accidents. One man can easily 
handle heavy, bulky loads with a LIFT GATE to do the lifting. Load 
or unload from curb, dock and ground levels. Available in types, 


stitute publishing the book. Petrol- 
eum Educational Institute. 


Circle No. 31 on Reply Coupon 








and with power closing, to fit your needs. 
A demonstration will show you why LIFT GATES are used in over 


123 industries to make more deliveries per day with less equip- 
thie’ ment and manpower. There is no obligation. 


USE THE LIFT GATE 


WAY TO MAKE TIME PAY 


Write for distributor's name 
on your company letter- 
head. Ask for a.demon- 
stration or a “MODEL” 
that shows how to evalu- 
ate your need for a LIFT 
GATE. Address Dept. 10-A. 


MODELS FOR ANY 
TRUCK %-TON TO 
BEAYY SEMI-TRAILERS 











ANTHONY COMPANY 


- Im AT OR . 





ptt in @ is 


Engine Block Reconditioning 
(Truck Maintenance) 


A manual of instruction covers 
methods and procedures to be followed 
in the reconditioning of engine blocks 
when using manufacturer’s motor 
seal system. The three-ring binder 
telis how and why repairs are made 
in a certain manner to assure re- 
turn of cracked motor blocks and cy- 
linder heads to a normal life of use- 
fulness. Breaks, cracks, and fissures 
common to all motors, as well as 
those occurring in particular makes 
and models, are described. Price of 
manual is $5 by itself, but it is fur- 
nished free with complete motor seal 
kits packaged by the manufacturer. 
Motor Seal Division, Salsbury Corp. 

Circle No. 32 on Reply Coupon 
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Heavy Duty Rotary Pumps 


(Bulk Plants, Terminals) 

A new bulletin features two types 
of heavy duty rotary pumps for use in 
oil bulk plants and terminals. One 
type is a Herringbone gear unit, with 
capacities to 5,000 g.p.m.; another is 
a sliding-vane type, with capacities 
up to 1,000°'g.p.m. The folder gives 
field of application, coverage charts, 
mountings and dimensions. Engi- 
neering data includes a viscosity con- 
version table, relation of API hydrom- 
eter scale to specific gravity, and a 
viscosity-temperature chart for fuel 
oils, Reciprocating Pump Division, 
Worthington Corp. 

Circle No. 33 on Reply Coupon 


Air, Hydraulic Cylinder Valves 
(Bulk Plants, Terminals) 

A line of valves for operating air 
and hydraulic cylinders, single and 
doubie acting, and air motors, is 
described in a bulletin. The folder 
illustrates the disc type construction 
of the valves and gives operating and 
circuit diagrams, dimensions and 
weights. Ledeen Manufacturing Co. 

Circle No. 34 on Reply Coupon 


Steel Shelving 
(General) 

A new catalog lists steel shelving, 
lockers and other storage and mainte- 
nance equipment such as work bench- 
es, etc. Fully illustrated, the book- 
let gives complete details and prices. 
Precision Equipment Co. 

Circle No. 35 on Reply Coupon 


V-Belts 
(General) 

An 8-page catalog on V-belts has 
simplified conversion tables to enable 
the user to determine quickly the 
correct belt to use as a replacement. 
Prices, dimensions, weights and con- 
struction details also are given. Ther- 
moid Co. 

Circle No. 36 on Reply Coupon 


Valve Design Features 


(Bulk Plants, Terminals) 
Construction and design features 
of a line of 125-lb. pressure globe, 
angle and bronze check valves are 
given in a circular. Sectional views 
of the valves show how each type is 
built. Lunkenheimer Co. 


Circle No. 37 on Reply Coupon 


Lubricant Promotion 


(General) 


A lubricant manufacturer has pub- 
lished a new folder which gives his- 
torical background of the company, 
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how it promotes business for cus- 
tomers and how it maintains quality. 
Many of the services provided for 
customers are described in detail as 
well as what lubricants it manu- 
factures. Cato Oil & Grease Co. 
Circle No. 38 on Re ply Coupon 


Purchasing Procedures 
(Offices) 

A 16-page booklet entitled “Pur- 
chasing Procedures to Save Time and 
Money” outlines procedures for fast, 
precision purchase action. One fea- 
ture of the book is a check list which 
gives the purchasing department a 
survey of the important information 
needed for efficient operation. Ef- 
fective methods for processing re- 
quisitions, procuring bids, placing or- 
ders nnd the follow up of purchase 
orders are outlined and case histories 
based on actual installations are re- 
viewed. Remington Rand Inc. 

Circle No. 39 on Reply Coupon 


Spliceless V-Belts 
(General) 


A new v-belt made without a 
splice is described in a bulletin. The 
belt is cool running and shock ab- 


, eral use. 


sorbent. Drawings show the various 
features of the belts. Allis-Chalm- 
ers Manufacturing Co. 


Circle No. 49 on Reply Coupon 


Electric Circuit Breakers 


(Bulk Plants, Terminals) 

A new manual explains operating 
principles of basic electrical circuit 
breaker designs, Diagrams show three 
basic types of circuit breakers in gen- 
Temperature factors, inrush 
current effects, tripping and reset 
time, and time delay curves are pro- 
vided. Heinemann Electric Co. 


Circle No. 41 on Reply Coupon 


Materials Handling Show 


The National Materials Handling 
Exposition, which will be held at Con- 
vention Hail, Philadelphia, May 18-22, 
will fill all six halls of the auditorium 
with 284 companies exhibiting. A 
conference will be held during the 
expo and will feature discussions of 
general problems of materials hand- 
ling in addition to seminars on vari- 
ous subjects, 


BLACKMERHR PUMPS 
For Liguld Materials Handling 


TRUCK PUMPS e 
HAND PUMPS 


BULK STATION PUMPS 


BLACKMER PUMP CO., GRAND RAPIDS, MICH. 














KAMLO, 






KAMLOK Couplings combine speed, perfect perform- 
ance, durability—three features that ore indispenso- 
ble. Fastest! Perfectly tight, sofe ction in 

by sliding coupler over adaptor, and pressing com 
levers. KAMLOKS couple and uncouple instantly, re- 
gordiess of “hookup.” Efficient! No wasted time— 
effort, achieving leakproof-tight connection that guar- 
antees consistently safe operation at peak efficiency. 
Long-lasting! Made of hard wear-resistant bronze to 
3”. 4” size of OPALUMIN, as strong as bronze, only 
Ys the weight. KAMLOKS add extra life to hose. 


COUPLING 
ASSEMBLIES 








Write for Bulletin F-3 


OPW CORPORATION 


VALVES, FITTINGS, ASSEMBLIES for handling hazardous tiquids 
2735 COLERAIN AVE. © CINCINNATI 25, OHIO 
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NEWS OF MANUFACTURERS 


Porcelain Enamel Conference 


The porcelain enameling industry 
will hold a conference on March 19- 
20 during which members of the Por- 
celain Enamel Institute’s Executive 
Committee and other industry leaders 
will meet with West Coast company 
representatives, Headquarters for 
the open industry meeting will be at 


the new Hotel Statler in Los Angeles. 


Continental Can Buys Betner 


The assets and business of the Ben- 
jamin C. Betner Co., Devon, Pa., 
have been acquired by Continental 
Can Co. in exchange for common 
stock. The Betner company makes 
bags from various materiais, includ- 
ing paper, foils, cellophane, lami- 
nates, glassine, plastics and wax 
paper. Continental will operate the 
business as a separate division. 


Truck-Trailer Future Bright 


“I am increasingly enthusiastic a- 
bout the future prospects of the truck- 
trailer industry in general. ‘ 
Champ Carry, Chicago, president and 
board chairman of Puliman Inc. and 
chairman of Trailmobile Inc., told the 
annual mid-winter sales conference 


of Traiimobile Inc. 
Ohio. 

Mr. Carry said the changed and 
changing atmosphere in Washington 
and throughout the country means 
that a man no longer need apologize 
for being in business or for making 
a reasonabie profit, 

Honored at the meeting were 16 
top salesmen of Trailmobile during 
the past year. William A. Burns, 
Trailmobile president, opened and 
closed the meeting, and Harry Eyler, 
general sales manager directed the 
sessions. 


at Cincinnati, 


Warner Names Distributor 


New West Coast distributor for 
the automotive division of the Warn- 
er Electric Brake & Ciutch Co. is the 
Charles W. Carter Co., Los Angeles, 
Calif. It will handle the complete 
line of Warner brakes for automotive 
use. 


Rust Preventive Plant 


A new plant has been placed in 
operation by Freedom-Valvoline Oil 
Co. at its Freedom, Pa., refinery, 
for the manufacture of rust preven- 
tives. This plant formerly was lo- 





cated at Butier, Pa., but is now con- 
solidated with other refining opera- 
tions in Freedom. The company’s 
rust-preventive compounds are manu- 
factured to various government and 
industrial specifications which cover 
a wide range of oils, solvent cut-back 
compounds and waxes. Known as 
Tectyl, the rust preventive incorpo- 
rates the use of very thin polar type 
active compounds simple to apply 
and easy to remove. The rust pre- 
ventive has been used extensively by 
the military in depots where equip- 
ment is stored, company says. 


New Smith Distributors 


West Coast distribution of A. O. 
Smith Corp. meter division products 
was switched to a number of individ- 
ual firms effective Feb. 1. Previ- 
ously distribution had been handled 
by the U. S. Flexibie Metallic Tubing 
Co. in California, Oregon and Wash- 
ington. 

The new distributors are: 

R. H. Alexander Co., Los Angeles, 
southern California; Ben W. Brund- 
age, Oakland, Bay area; W. S. Brock- 
way Co., Bakersfield; Haire-Murray 
Co., Inc., Fresno; Jack Benton, Stock- 
ton; Halidie Machinery Co., Seattle 
and Portland; and Salisbury Ser- 
vice Station Equipment Co., Spokane. 

The Alexander firm is solely own- 
ed by R. H. (Dick) Alexander who 
was Pacific Coast sales manager of 
the Smithway gasoline pump and 
manager of the U. S. Flexible Metal- 
lic Tubing Co.’s Los Angeles office. 
Mr. Alexander first began handling 
service station equipment in 1939. 

Products the distributors will handle 
include meters, gasoline dispensing 
pumps, liquid level gages and meter- 
ing accessories. 


Handle Clark Trucks 


Clark Equipment Co., Industrial 
Truck Division, has appointed new 
dealers. They are: Rushmore, Weber 
& Case, Albany, N. Y.; Dempster 
Brothers, Inc., Knoxville, Tenn.; 
EquipCo, Inc., Miami, Fla.; Industrial 
Truck and Caster Co., Inc., New Or- 
leans, La.; Furnival Machinery Co., 
Philadelphia, Pa.; Hull Equipment 
Co., Union, N. J.; Lukas Equipment 
Co., Columbia, S. C. 


New Fruehauf Distributor 





Brown Equipment and Manufactur- 
ing Co. is to become a distributor for 
Fruehauf Trailer Co. Distribution 
and service facilities are operated by 
Brown Equipment at Springfield, 
Mass., Syracuse, N. Y., Baitimore, 
Md., and Charlotte, N. C. 

A facility of Brown Equipment lo- 
cated at Westfield, Mags., is to be 
sold to Fruehauf. 


OVERSIZE PALLET helps in the transporting of battered fuel drums to the Craney 


Island drum reconditioning plant of the Navy Supply Center, Norfolk. It was 
developed by Clarence C. Allen (right), mechanic at the center who received $275 
for the suggestion, which it is estimated will save $10,000 per year in manpower. 
The pallets were built in the carpenter shop at a cost of $40 each, are 6 by 12’, can 
handle 30 drums lying on their sides at a time. Formerly eight men and a truck 
were required to perform the same amount of work now being done by three labor- 
ers and a high lift operator. Rear Admiral John E. Wood, commanding officer of 
the Center is at left 
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Petroleum Consultants 


A new firm of petroleum consult- 
ants, William C. Eberle & Co., has 
been formed to assist in the planning 
and establishing of oil terminal and 
distribution facilities. Address is 36 
East 36th St., New York, 16 N. Y. 
William C. Eberle, William P. Hayes 
and James H. Mayes are partners in 
the new company. Mr. Eberie worked 
for Atlantic Refining Co. as assistant 
to the vice president and director in 
charge of transportation. He also 
worked at the Petroleum Administra- 
tion for Defence as a director of Sup- 
ply and Transportation. In 1945, he 
left PAW and Atlantic Refining to 
enter the consulting business. 

Mr. Hayes worked for Atlantic 
Refining for 20 years. His latest post 
was with Petroleum Administration 
for Defence as assistant director of 
Supply and Transportation. 

Mr. Mayes worked with the for- 
eign marketing division of Standard 
Oil Co. (New Jersey) until 1942 when 
he went to Washington to help organ- 
ize and operate the Export Control 
Division of the Department of Com- 
merce. After five years of govern- 
ment service, he resigned and went 
into business for himself as foreign 
consultant for several oil companies. 


Chiksan Expands 


The Chiksan Co., Brea, Calif., is 
expanding its office and warehouse 
and assembly facilities. A large, 
modern building will be constructed 
adjacent to the present main office 
building and wil provide 28,000 sq. 
ft. of working area. Completion is 
expected by July of 1953. 


New Kansas City Division 


Gustin-Bacon Manufacturing Co. 
has set up a Kansas City sales di- 
vision with George R. McMullen as 
manager. W. M. Doughman and 
Grant I. Wyrick have been assigned 
as sales and service engineers to 
the division, which will cover a four- 
state area. 


More Air Conditioning 


Air -conditioning systems are ex- 
pected to be offered widely in 1953 
as a utility in thousands of low and 
medium-price homes, a survey made 
by Chrysler Airtemp shows. The 
study covered 23 large-scale build- 
ers who will erect 12,000 dwellings 
in 12 large cities throughout the 
East, Midwest and South. Seven- 
teen of these builders say they will 
include packaged air-conditioning 
units in homes completed in 1953. 
Majority of the homes are in the 
$12,000 to $23,000 category. 
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EST PROTECTION 


FOR FLAMMABLE LIQUID, GAS AND ELECTRICAL FIRES 


ANSUL 


DRY CHEMICAL 


FIRE EXTINGUISHING EQUIPMENT 


You, who have seen or used an Ansul Dry Chemical Extinguisher at a fire demon- 


stration or on an actual fire, 


uickly recognized its superior fire-fighting capabilities. 


Further investigation proves that Ansul “Water-tight Construction” provides greater 
dependability under severe exposure conditions. 





Fire Chiefs, insurance inspectors, safety engineers, 
etc. recognize Ansul as the leader in the dry chem- 
ical extinguisher field. Ansul Fire Extinguishing 
Equipment and 
have set unparalleled standards of quality for the 
fire extinguisher industry. 

You get complete dry chemical fire protection only 
from Ansul. There is an Ansul Dry Chemical Fire 
Extinguisher of the proper size for almost every 
flammable liquid, gas and electrical fire hazard. 


“PLUS-FIFTY” Dry Chemical 


Ansul Hand Safeguard your plant and irreplaceable equip- 
Portable Mod- ment with the BEST fire extinguishing equipment 
els — 4, 4-B, available; Protect them with ANSUL EXTIN- 
20-B and 30-B. GUISHERS. 


ANSUL EXCLUSIVE FEATURES 


° $s 





Ansul Wheeled Portable 
Models — 150-A and 
350-A. 





Send for File No. 
746. You will re- 
ceive a variety of 
helpful printed mat- 
ter. Included is our 
latest catalog which 
describes Ansul Ex- 
tinguishers of all 
sizes — from the 
small Ansul Model 4 
to Ansul sions ave. 
tems an nsu 
Ansul Piped Systems and 2000 Ib. Stationary 
Stationary Units. Units. 





* Patented Nozzle 
most effective stream pat- 
OOOM . 2s 
inexperienced operators. 

ial packings in Noz- 
zle and other parts ex- 
clude water. 

* Corrosion resistant con- 
struction throughout. 

*® Easy on-the-spot Peheap- 
ing (No tools needed). 

* Quick, positive puncture 
operation. 


assures ° Special guard protects 
cartridge . rugged 
construction throughout. 
© Ansul “PLUS-FIFTY”® 
Dry Chemical used exclu- 
sively. 
Field tested by thousands 
of satisfied customers. 
Ansul LT Models are 
the only dry chemical ex- 
tinguishers listed by U.L. 
for operation at —65° F 


t results by 


Ansul Mobile 
Units—Mine Cars, 
Trailers, Jeep 
Equipped and Fire 
Trucks. 











ANSUL 
Chemical Company 


FIRE EQUIPMENT DIVISION « MARINETTE, WISCONSIN 


DISTRIBUTORS IN ALL PRINCIPAL CITIES IN THE U. S$. A., CANADA AND OTHER COUNTRIES 
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PERSONALS 


Heading Amer- 
ican Can Co.’s 
new development 
division is a 32- 
year veteran of 
can_ production. 

R. Vitense 
will direct op- 
erations which 
will breach the 
gap between re- 
search and the 
manu fa c- 
turing line. Mr. 
Vitense has spec- 
ialized in manufacturing line opera- 
tions since he joined the firm in 
1920, was recently in charge of plant 
mechanical operations for a 22-state 
area. 





Mr. Vitense 


Leading a series of further ap- 
pointments at the company is that 
of Allen C. Staley, Jr. to assistant 
general sales manager. Mr. Staley 
joined the company’s sales depart- 
ment in 1937, served as a naval of- 
ficer during World War II, then re- 
joined the Canco sales staff in New 
York. In 1950 he was transferred to 
the Pacific coast as manager. As as- 
sistant general manager, he will have 
direct supervision of all sales activi- 
ties in the U. S. and Canada. 


Robert C. Stolk, formerly assistant 
sates manager for Pacific division, 





HOIST MEN tell about their new film to visitors at the Kentucky Petroleum Marketers 


convention in Louisville Jast month. Left to right: 


Lyle Munson, Calumet Refining 


Co.; Jack S. Helton, Cities Service Oil Co., Bowling Green; V. H. Drummond, 
Globe Hoist Co., Indianapolis; and B. M. Long, Globe Hoist vice president, Philadelphia 


will succeed Mr Stanley as manager. 
Mr. Stolk worked in company’s Jers- 
ey City factory, then joined its At- 
lantic Coast sales force. In 1939 he 
was transferred to the West Coast 
where he became southern California 
district manager and then assistant 
manager for the Pacific division. 


Cc. W. Curry will take over Mr. 
Stolk’s position as assistant manager. 











a\ 


Mr. Gottwald 


Mr. Harper 


M. J. Harper’s appointment as vice 
president of the Rockwell Mfg. Co. 
brings H. Gottwald to New York to 
fill his place as eastern regional sales 
manager and New York district office 
manager. Mr. Harper wili remain in 
the New York office working on spe- 
cial assignment. His association with 
the firm dates back over 30 years 
during which time he was New York 
and eastern district sales manager 
in the meter and valve division. 


Mr. Gottwald has been with Rock- 
well since 1928 when he joined the 
company as sales engineer in New 
York, later was made assistant vice 
president of Rockwell International 
division. .His most recent position 
was that of general sales manager 
for the Nordstrom valve division. 


Chairman of the board, Col. Wil- 
lard F. Rockwell has been named an 
aide in the reorganization of the 
Mutual Security Program by the 
Eisenhower Administration. 


PUMP MEN renew acquaintances with equipment distributor at the Kentucky Petro- PEEK 6 

leum Marketers convention in Louisville. Left to right, H. R. Crittenden, Chicago; 

Fred Dickerson, Rockford, Il; and Ernest H. Bigden, Chicago, all of the George D. 

Roper Co.; and Phil S. Crutcher, Jr., manufacturer's agent representing among others 
the Joyce-Cridland, Graco, Wheaton and Quincy lines in Louisville 


After 8 years with Rheem Mfg. 
Co. Andrew F. Cassidy has been 
named general sales manager. For 
the past 4 years he has been sales 
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manager of water heaters and boilers. 
Prior to joining the firm, he was as- 
sociated with Gas Appliance Manu- 
facturers Assn. as Washington man- 
ager. 


Mr. Pearson Mr. Smith 


Sales promotion appointments go 
to two veteran Hyster employes this 
month. Thorsten B. Pearson is now 
administrative assistant after seven 
years with the company. Previously 
he was affiliated with the Depart- 
ment of Agriculture and attended 
George Washington University. 


Wilton G. Smith is head of indus- 
trial truck promotion. A graduate of 
the U. S. Coast Guard Academy, Mr. 
Smith joined Hyster 7 years ago as 
retail salesman, was district sales 
manager and company representative 
in New York and Washington, D. C. 


* ” * 


Toledo area has 

been assigned to 

John F. Neff as 

division manager 

for Aro products. 

Mr. Neff, a resi- 

dent of Toledo, 

now has full re- 

sponsibility for 

sales and distri- 

bution of the 

company’s auto- 

motive and in- 

Mr. Neff dustrial lubrica- 

ting equipment 

and industrial air tools. His experi- 

ence in the industrial and automotive 
fields covers 19 years. 


Harold F. Freyer is in New York 
City as representative for New York, 
parts of New Jersey and Connecticut. 


Erie Enameling Co. has named 
John 8S. Marutiak general superin- 
tendent of plant operations in addi- 
tion to his present position as pur- 
chasing agent and production control 
manager. Herbert Spencer, Jr. has 
been appointed assistant treasurer. 

* * + 


Thomas H. Ponton will supervise 
two California offices which are be- 
ing opened by Hammel-Dahl Co. One 
of the offices is in Los Angeles and 
the other is in San Francisco. Mr. 
Ponton has had previous experience 
on the West Coast while associated 
with Dupont. 
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ACTION proves 
MARLOW PUMPS are the BEST 


The MARLOW MECHANICAL S 


— is one of the many reasons 
why Marlow Pumps give consistent, 
dependable performance. It is leak- 
less, selj-iubricating and longer-lasting. Job-tested and 
proved, this seal has fewer parts and is more economical 
to service than any competitive seal offered today. 

This exclusive patented Marlow Pump Seal ends stuffing 
box leakage, reduces maintenance and fire hazards. 

How It Works: 

The Marlow Mechanical Shaft Seal eliminates the conven- 
tional stuffing box. It permits uninterrupted pumping by 
preventing leakage between the rotating pump shaft and the 
stationary pump housing. This is accomplished by means of 
two sealing surfaces held in close contact by a stainless-steel 
spring and a rubber sleeve which protects the pump shaft 


against corrosion. It assures maintenance-free operation for 
many years to come. 


Only Marlow offers the many advantages of this mechanical shaft 
seal. It is the finest and most dependable seal developed for handling 
petroleum products in bulk plants and terminal. Ruggedly constructed 
for many years of hard service. The Marlow Mechanical Shaft Seal 
requires no lubrication and eliminates time-consuming and costly 
maintenance. It is the direct result of more than a quarter of a cen- 
tury of experience in manufacturing pumps exclusively. 

@ For complete details on the many Marlow Pump features . . 
see your Marlow Distributor today! 
In Canada: PUMPS & SOFTENERS, LTD., LONDON - CANADA 142 


MARLOW PUMPS tench Pon ed 
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Two new division managers have 
been named by B. F. Goodrich Co., 
industrial and general products divi- 
sion. Richard G. Cox has charge 
of the eastern division covering Bos- 
ton, New York, Philadelphia, Akron, 
Detroit and Chicago. Mr. Cox has 
been with Goodrich for 27 years and 
recently managed original equipment 
sales. 

Western division supervision goes 
to I. Newton Kimsey, a veteran of 
31 years with the company. Mr. 
Kimsey has served as Akron sales 
manager, and most recently as field 


sales manager for the industrial prod- 


THE 


Keyco Kide 


ucts division. His present territory 
covers the entire West Coast and runs 
as far east as Kansas City and At- 
lanta. 

” ” * 


Joseph Halperin was appointed 
general manager and general sales 
manager of the Aeroil Products Co., 
Inc., at the end of last month. 


* * * 


New field sales representatives for 
the Minneapolis-Honeywell Regu- 
lator Co. are Frank Day in New 
Orleans, Vincent Lo Scalzo in Kansas 
City and V. L. Evans in Wilmington. 


--- means that even the most 
fragile cargo goes safely! 


-»- reduces maintenance costs 
to almost nothing, reduces 
fuel costs and tire wear! 


Available as original equipment from America’s 
leading manufacturers. Your present truck or 


trailer easily converted 


SALES 
AND 


AND SERVICE COAST-TO-COAST 
IN FOREIGN COUNTRIES 

















Andrew F. 
Ward, who pre- 
viously handled 
Gas - O - Matic 
products for the 
Williams division 
of the Eureka 
Williams Corp. 
now handles Oil- 
O-Matic and Air- 
O-Matic products. 
His new title as 
general sales 
manager of the 
Williams division 
went into effect last month. 


* * * 


; P 


Mr. Ward 


James W. Birkenstock has been 
appointed director of product plan- 
ning and market analysis at the New 
York headquarters of International 
Business Machines Corp. Mr. Birk- 
enstock, who rose through sales ex- 
ecutive positions to executive assist- 
ant, wiil be responsible for develop- 
ment of the company’s electric ac- 
counting machine, electric typewriter 
and time recording divisions as well 
as the special products division. 


* * * 


A new district sales office has 
been opened in Omaha by the Conti- 
nental Can Co., which, later in the 
year, plans to open its new manufac- 
turing plant there. District sales 
manager is T. A. Graham who moves 
from the Kansas City management 
to handle the new district. Oklahoma 
and Arkansas areas previously as- 
signed to the Kansas City office are 
now covered by the Houston office. 

The company’s Baltimore district 


“sales manager, Guy Bollinger, after 


43 years of service to the canning 
industry, will serve the Baltimore 
area as special representative. His 
successor is his former assistant, 
Robert D. Heaviside who joined the 
firm in 1939 as salesman, later man- 
aged the Boston district and prod- 
uct sales in the central New York 
office. 


* * + 


In Seattle R. D. O’Brien has suc- 
ceeded Vernon A, Smith as vice pres- 
ident in charge of sales for the Ken- 
worth Motor Truck Corp. Mr. Smith 
has retired after 30 years with the 
company but will continue to serve 
as a consultant. Mr. O’Brien was 
formerly sales manager for the firm. 


” * * 


Columbus, Ohio, operations for 
General Controls Co. are in the hands 
of Donald P. Shafe>, new manager. 
Mr. Shafer will be in charge of sales, 
engineering and service for the com- 
pany’s line of automatic controls. A 
graduate of Ohio Northern Univer- 
sity, he was affiliated with Interna- 
tional Business Machines in elec- 
trical accounting equipment and with 
the Clarke Equipment Co. sales force 
before joining General Controls. 
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Mr. Allis Mr. Skidmore 


Promotion of one vice president 
and election of another have been an- 
nounced at the Louis Allis Co. Louis 
Allis, Jr., formerly vice president in 
charge of sales, is now vice presi- 
dent joining his brother, John W. 
Allis, in over all active management 
of company operations. He has been 
with the company 14 years and served 
on the War Production Board in 
Washington for two years. 


Taking over as vice president in 
charge of sales is the company’s 
former sales manager, C. G, Skid- 
more. Mr. Skidmore was also with 
the War Production Board in its 
Electric Control Section prior to join- 
ing Louis Allis Co. six years ago. 
Both Mr. Skidmore and Mr. Allis 
are members of the company’s execu- 
tive committee. 


* * * 


Cincinnati zone for the GMC truck 
and coach division has been assigned 
to Leonard Beck as manager, with 
Hugh F. Huggin as assistant man- 
ager. Mr. Huggin moves to his new 
post from Charlotte, N. C., where he 
was district manager. 


7” * * 


Amco Corp. has named Hayden R. 
Williams vice president in charge 
of Detroit, Toledo and Cleveland di- 
visions. During the past 20 years 
he has been Detroit manager and 
vice president in charge of Detroit 
and Toledo operations. 


He will be assisted by two newly 
appointed sales managers: Robert B. 
Cox in Detroit, formerly assistant 
to the Detroit manager, and Herbert 
C. Rzer in Cleveland, formerly in the 
Chicago and New York sales organ- 
izations. 

George Wagner has left the pur- 
chasing department, where he was 
an agent to assist in the company’s 
management expansion program. 


* * * 


Two new representatives in the 
South for the Dayton Pump & Mfg. 
Co. are Melville C. Sorrell and Ver- 
non R. Chesteen. Mr. Sorrell’s ter- 
ritory consists of Kentucky and east- 
ern Tennessee, and Mr. Chesteen will 
cover Mississippi Louisiana, Ala- 
bama, and western Tennessee. 
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Ross 8S. Anderson, who was re- 
cently appointed a vice president of 
the Ingalls Iron Works Co., also will 
continue in his previous capacity as 
northern division sales manager with 
offices in New York City. 


a * * 


Barth Gilchrist has been appointed 
division manager at Philadelphia by 
the Gustin-Bacon Mfg. Co. Mr. Gil- 
christ joined the company in 1948, 
has worked throughout the east in 
saies and service engineering. He will 
be assisted by Leonard E. Feitt, resi- 
dent salesman in Pittsburgh. 

Company has also named a new 
Kansas City manager of sales, George 
R. McMullen. 

* . + 

Two new department heads and an 

sistant were appointed early this 
month at Remington Rand Inc. Man-- 
ual accounting devices are now under 
the direction of William F. Pugh, 
former assistant sales manager of 
vertical records. 

Thomas F. Frawley, Jr. is mana- 
ger of the methods department. Mr. 
Frawley has specialized in store oper- 
ations with adding, calculating and 
accounting machines. 

Thomas G. Povey has been named 
assistant sales manager of the ver- 
tical department after 5 years in 
sales. 


Steel porcelain 
enameled sta- 
tions, as well as 
all types of indus- 
trial buildings, 
are the _ special 
province of A. J. 
Hafendorfer, re- 
cently appointed 
vice president of 
the steel build- 
ing division of 
the Chicago Vit- 
reous Enamel 
Product Co, Mr. 
Hafendorfer entcted the equip- 
ment field in 1937 as assistant sales 
manager of Porcelain Products Co. 
a former subsidiary of Chicago Vit 
where he later became sales manager 
and vice president. 


Mr. Hafendorfer 


* > * 


Reorganization of the factory 
sales division of Stewart-Warner 
Corp.’s Alemite division brings: 

H. J. Howerth as head of farm 
market sales development: 

G. W. Mullin as national accounts 
representative: 

Earl R. Fiene succeeds Mr. Howerth 
in Detroit as manager of the whole- 
sale sales branch of the Alemite and 
Instrument division. 


A new concept in valve construction! 


New Allegheny 


Fabricated Gate Valves 


deliver more performance per pound —per dollar! 


LIGHT AS ALUMINUM 


STRONG AS STEEL 


AVAILABLE WITH HOSE OR FLANGE OUTLETS— 
Vitaulic or other connections or combinations 
fabricated to order. STRAIGHT-THROUGH FLOW 
—less turbulence. FAST ACTING—Double threads 
reduce by 509% the turns necessary to open or 
close. STAINLESS STEEL SEATS. BRONZE GATES. 
ALLEGHENY Gate Valves safely withstand test 
pressures of 600 Ib. p.s.i. in both open and closed 
positions. Patents pending. 


NOW... improved flanged gate valves at the cost of ordinary screwed gate valves — or less! 


Designed specifically for transportation 
equipment with the needs of both manu- 
facturers and operators in mind, ALLE- 
GHENY Gate Valves provide new sav- 
ings. SAVE ON ORIGINAL CosTs— 
Economical Alleghenys cost about the 
same as most screwed gates, consider- 
ably less than most flanged gates. SAVE 
ON INSTALLATION Costs—Compact 


Alleghenys require less clearance 
space; their flanged connections pro- 
vide tight joints easily and quickly. 
SAVE ON OPERATING CosTs— Sturdy 
Alleghenys save precious weight with 
safety. SAVE ON MAINTENANCE COsTs 
—High-quality Alleghenys are built 
for long, rugged, trouble-free service. 
Write for Complete Information Today! 


ALLEGHENY VALVE COMPANY 
WARREN, PENNSYLVANIA 
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How Truck Makers Are Cutting Vehicle Weight 


Rising costs and restrictions on payload imposed by various state 
truck weight regulations serve to magnify the importance of lighter 
trucks to haul the same or larger payloads than were legally possible 


previously. 


Truck manufacturers are well aware of this problem and are de- 
voting much engineering talent and time and money to its solution. Here- 
with is the partial text of an SAE paper which describes how truck 
weights are being reduced to make way for greater payloading. It also 
tells how the fleet operator can determine for himself whether the added 
payload revenue will justify the higher cost of a lighter vehicle. 


*By J. N. BAUMAN 
White Motor Co. 


The economics of motor transport 
are tied into payload that can be 
carried. The cost per day of an in- 
tercity tractor trailer transport unit 
wiil approximate $75 to $100 per trip 
on a 350-mile run. This total cost 
will not change with a wide varia- 
tion in payload. 

As a result, a transport unit—due 
to its design that can carry 2,500 
Ibs. more payload per trip than one 
not so designed—will be a much 
more economical and profitable unit. 
It will be able to further expand the 
use of trucks in intercity traffic 
movement because it will bring lower 
transport costs to the shipper. It 
will aiso meet the highway regula- 
tion problem by being so designed 
that it can_carry additional payload 
and still comply with all regulations. 

The best known approach to great- 
er payload with limited axle weights 
and total allowable weights is by the 
use of light metals. This approach 
contempiates primarily the more ex- 
tensive use of aluminum. 

Great progress has been made in 
the use of aluminum for lighter 
weight and more payload. The Pa- 
cific Coast area seems to have been 
the most progressive as three Cali- 
fornia truck producing companies 
have developed lighter weight trucks 
and tractors by the extensive use of 
aluminum. 

The companies by name of their 
equipment are White-Freightliner, 
Kenworth and Peterbilt. They have 
reduced weights by 2500 Ibs. or more, 
representing approximately 18 to 
20%. This has come about through 
the use of aluminum in non-wearing 
parts. 

Trailers Light Weight—The trailer 
companies have done an outstanding 
job on weight reduction through the 
use of aluminum and stainless steel. 
Trailer and body weights are now 
down to about their lowest achieve- 


*Partial text of paper delivered at the SAE 
ye ~ eee meeting in Pittsburgh 


ment point within acceptable stand- 
ards of life and wear... . 

The question as to the point of ap- 
plication where substitution of light 
weight metal is economical and 
sound must be determined by its con- 
tribution to lower costs or greater 
earning power to the truck user be- 
cause of its lighter weight. This 
then becomes an evaluation of the 
greater payload made possible 
through weight reduction in terms 
of additional earnings to the truck 
user. It must be judged economical- 
ly on the basis of the additional load 
made possible and its value as com- 
pared to the additional investment 
in the equipment required and then 
measured in terms of miles of addi- 
tional payload necessary to return 
the additional investment. A deter- 
mination of this fact, evaluated in 
terms of the equipment’s normal life, 
will then indiacte the maximum re- 
turn that can be expected by the use 
of lightweight material and will fur- 
nish a test of its economic value. 

This evaluation is based on carry- 
ing the full amount of the addition- 
al payload on every trip which in 
some instances wil: not be possible. 
Some factor should be employed to 
compensate for the inability to carry 
a full load on every trip in reaching 
final conclusions. 

This method of evaluating lighter 
meta] substitution on a basis of ulti- 
mate economy is illustrated by the 
following example: 


Estimated weight saved by 
aluminum substitution on 
tractor ... . 700 ibs. 

Average additional cost per 
pound of aluminum per 
pound of weight saved... $0.60 

Manufacturing cost of alu- 
minum substitution 60c 
9 INO. 5 .n2 2% ereeiee 

Translated into seiling price 
Se ee tee $600.00 


Ibs, additional payload @ 

average of 80c cwt (350- 

CD ee ioe $5.60 
Additional revenue per mile $0.016 


The mileage that must be operat- 
ed with additional payload to just 
get back the additional investment is 
approximately 40,000 miles. It should 
be remembered that the number of 
miles that must be operated to get 
back the additional investment will 
be in proportion to the rate in the 
class of freight hauled. The higher 
the rate the lower the number of 
miles required—the lower the rate, 
the higher the miles required. . . . 


Design Important—There is, how- 
ever, an additional approach to the 
urgent problem of designing motor 
truck equipment so that it can carry 
more payload. And this approach 
considers the design of the chassis 
itself in terms of load distribution 
that will permit maximum weight 
on the king pin of a tractor within 
legal axle and total GVW limitations. 
It is a fundamental factor and can 
actualiy gain more in payload per 
dollar of investment than the use of 
light metal substitution. 

In pursuing this approach of de- 
signing to realize more load on the 
king pin of the tractor, three factors 
are important in determining the 
king pin load that can be applied: 


1—Front axle capacity. 
2—Rear axle load. 
3—Tare weight of chassis. 


1—In considering front axle capac- 
ity, there are several limitations. The 
first is load capacity, In a conven- 
tional truck (hood out front of cab) 
the practical limit of front axle load- 
ing is approximately 8,000 Ibs. Front 
axles of larger capacity are available 
but to transfer sufficient weight for- 
ward requires excessively long wheel- 
bases which greatly reduce maneu- 
verability. 

In a cab forward design where 
there is no hood in front of cab and 
the engine is under the cab, practical 
front axle loading up to 10,000 Ibs. 
is available. In the cab forward 
type, this transfer of weight can be 
obtained readiiy since the tare weight 
distribution is much heavier on the 
front axle and lighter on the rear 
axle of the tractor than on conven- 
tional equipment. The distribution 
should be as follows: 


Front Rear 
Axle Axle 
Cab forward 
tractor . 6,500 Ibs. 3,500 Ibs. 


Conventional 4,500 Ibs. 5,550 Ibs. 
(Weights include cab and all normal 
equipment, including fifth wheel.) 


It will be seen from this illustra- 
tion that the cab forward type of 
tractor, provided it gives the type of 
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tare weight distribution shown, will 
make possible more king pin load 
than the conventional tractor. In 
fact, it often amounts to approxi- 
mately 3,000 Ibs. within legal axle 
limitations. 


2—tThe rear axle of the tractor is 
always the critical axle in terms of 
1egal weight limitations. 


All states have restrictions on this 
axle that are enforced very rigidly. 
They are generally limited to 18,000 
Ibs. while in some states 22,000 Ibs. 
is permitted, 


It can be seen in the comparison 
made between a cab forward and a 
conventional that the cab forward 
permits a 2,000 lb. greater load than 
the conventional on the driver axle 
because its tare weight is that much 
lighter. 


A dual axle can be used on the 
rear of the tractor te alleviate the 
criticai load problem. In most states 
a dual axle load of 32,000 Ibs. is legal. 
In some states this allowable load 
is 36,000 lbs. However, the tandem 
has the limitation of heavier tare 


weight and—assuming a standard 
36” king pin trailer is used—often 
necessitates equipment with landing 
gear mounted at least 11” back of 
front of trailer. This is necessary 
because the fifth wheel on the trac- 
tor must be mounted approximately 
10 to 15” ahead of the center line of 
the two axles to transfer sufficient 
weight to the front axie to make the 
tractor steer and handle satisfac- 
torily. 


So the tandem dual axle tractor 
does increase the allowable GVW but 
it is not the best solution for states 
having total allowable GVW of 58,- 
000 Ibs. to 60,000 lbs. The tandem 
axle tractor with tandem axle trailer 
having fifth wheel located at up to 
15” ahead of center line of the tan- 
dem would have a gross capacity of 
72,000 Ibs. This is far in excess of 
the 58,000 Ibs. to 60,000 Ibs. allow- 
able and the higher investment and 
heavier weight do not indicate that 
this equipment solves the problem. 
The fact that a tandem axle cannot 
give interchangeability with all trail- 
ers, even with landing gear 96” or 
less from the front of the trailer, 
represents a very serious disadvan- 
tage for this type of equipment... . 


King Pin Loading—The possibility 
of greater king pin loading through 
unique chassis design is shown by a 
study of a new development by 
White, In this design an axle with 
an individual wheel mounted directly 
to the frame is placed ahead of the 
driving axle, and these wheels steer 
in co-ordination with the front axle. 
It is light in weight and equipped 
with only one tire on each wheel. 
This tire is the same size used on 
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the other wheels of the tractor. The 
weight of this axie is 1,350 Ibs., in- 
cluding two 10.00-20 tires. This 
combination of the tractor’s drive 
axle and the additional axle is per- 
mitted to carry 27,000 Ibs. on state 
highways. So, with this tractor 
combined with a dual tire trailer, 
the allowable axie loading is 64,000 
Ibs. 

This is approximately 4,000 to 
6,000 Ibs. in excess of the maximum 
allowabie GVW in many states, but 
its light weight and lower invest- 
ment requirements make it a prac- 
tical unit where the two-axle tractor 
cannot reach maximum allowable 
GVW. 

This is shown by the following ex- 
ample: 


Table 1 
Front Axle Rear Axle Rear Axle 
Tractor Tractor Trailer 


Design Legal Legal 
Limitation Limit Limit 
Conventional 
tractor .. 7,500 Ibs. 18,000 lbs. 32,000 Ibs. 
Total axle loadings...... 57,500 Ibs. 
Cab forward 
type .... 10,000 Ibs. 18,000 Ibs 
Total axle loadings..... 


32,000 Ibs 
60,000 Ibs 


It will be seen that the conven- 
tional tractor cannot attain the legal 
allowable in many states. The cab 
forward type of tractor is abie to 
approximately reach the maximum 
allowable GVW... . 


Locating the Fifth Wheel—In or- 
der to make a dual axle tractor so 
that it will interchange with existing 
trailers, the fifth wheel must be lo- 
cated behind the center line of the 
two rear axles approximately 8”. 


With this arrangement the tractor 
can interchange with trailers having 
landing gear only 96” from front of 
trailer. 

It wiil be seen that with this loca- 
tion of fifth wheel there is no load 
transferred to the front axle. In or- 
der to make a tractor of this type 
satisfactory from the point of view 
of road safety and handling, the 
pusher axle of the tractor driving 
axle steers in co-ordination with the 
front axle of the tractor. The ratio 
is 1 to 3, In other words, when the 
front axle is turned 22°, the pusher 
axle turns 7°. With this arrange- 
ment, the combined weight of the 
front axle“ and the pusher axle is 
about 14,000 Ibs. so that this amount 
of weight is steered, giving excellent 
control and greater safety under all 
types of highway conditions. 

The steering pusher axle consists 
of two wheels with knuckles at the 
ends controiled by draglinks and tie 
rods and co-ordinated with the steer- 
ing of the front axle. It is of simple 
mechanical construction, each wheel 
being independently mounted to the 
frame, the load transfer point being 
from the rear spring. The pusher 
axle is so designed that it carries 
1/3 of the load of the combination. 

So the importance of chassis de- 
sign in terms of weight distribution 
to enable truck users to carry more 
payload must be apparent. In fact, 
the design factor offers greater op- 
portunity for payload increase than 
the weight saving by substitution of 
light metal. It is by a combination 
of the two that the maximum result 
will be obtained, ... 


Aluminum Construction Is Helping 
Reduce Excess Weight from Trucks 


In recent years tremendous prog- 
ress has been made in providing 
lighter trucks for heavy hauling. In- 
creasingly stringent and restrictive 
weight regulations by various states 
and the desire for improved economy 
of operation undoubtedly combined to 
bring this about. 

In some cases, however, achieving 
these lighter weights in trucks costs 
more money. When that’s true, then 
the prospective buyer who has in- 
dividual operating and cost records on 
the units he owns is in a better posi- 
tion to evaluate the new vehicle’s ef- 
ficiency to him in light of its increas- 
ed cost. 

Just how much weight has been 
reduced in some trucks was pointed 
out recently by C. L, Burton and E. P. 
White of Aluminum Co. of America in 
an SAE paper. Going way back to 
1929 the authors point out that Fage- 
ol Truck & Coach Co. came out with 
a truck in which large quantities of 
aluminum were used. Total weight 


saved by use of this lighter metal was 
2,895 Ibs. 

In 1931 Ward LaFrance Truck Co. 
produced a vehicle weighing 1,423 Ibs. 
less than it’s all-steel counterpart. In 
1935, by using aluminum, Sterling 
Motor Truck saved 5,350 lbs. on a 
tractor used by Shell to haul a 3,850- 
gal. trailer tank. 

In another Sterling unit for Shell, 
a weight savings of 7,187 lbs. was ef- 
fected. This meant a bonus load of 
1,150 gals. This unit, built in 1936, 
was retired in 1941 after 600,000 
miles of service. The paper also tells 
of similar weight-saving designs pro- 
duced by White, Mack and Interna- 
tional Harvester. Currently truck 
builders are actively at work on light 
weight truck tractor designs and may 
introduce them later this year. 

In 1936, Kenworth Motor Truck 
Corp. began using aluminum sheet for 
cabs, hoods and fuel tanks. At the 
present time company’s newest model 
with a tandem drive axle saves a to- 
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PLASTIC PENNANTS 





$1.00 





per 25-ft. Set (12 pennants) 
F. O. B. indianapolis, indiana 


Add action and color to your outdoor displays—winter and summer 
—with these all-weather “cat-plastic” flag pennants, made from a 
new wonder plastic that is flexible even at sub-zero temperatures; 
the same type plastic used to package frozen foods. 


@ Twelve 12” x 18” single-color pennants to the set. Four brilliant 
colors—tred, yellow, green, blue. Mounted on 25-ft. tape. 


@ Withstand heavy, cold winds without fraying or splitting. Unaffected 
by rain, salt air or ice. Highly resistant to dirt, smoke and dust. 


@ Packed 12 sets to the carton, Sliding scale of discounts on all orders 
of three dozen sets and more. 


Catalog of Pratt's complete line of station outdoor 
display material—banners, pennants, posters, bal- 


toons, fluorescent displays. 
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HAMPIONS 


EXTRA FEATURES 


Exclusive aero-dynamic 
features that mean... 


© LONGER LIFE 
@ MAXIMUM PRESSURE 
© MINIMUM RUNNING COSTS 


The air compressor is a mighty important 
unit in any service station. Many vital 
customer services depend on it. So, 
exactly the right compressor for the sta- 
tion's particular requirements should be 
selected. Your new compressor must 
give you endurance plus dependable per- 
formance plus economy. These neces- 
sary qualities are determined only by the 
materials, workmanship and practical 
design of the compressor—not by any 
one single feature. That's why we ask 
that you check and compare the Extra 
CHAMPION Features before you make 
your choice. Check point-by-point and 
you can’t help but pick—the ‘‘Champ”’ of 
Compressors—a CHAMPION. 


54 MONEY-SAVING MODELS 
7 —. to fit every service station need 
4, h.p. to 10 h.p.- statio portable 
horizontal or upright sag. 3 







Write TODAY for your / ag 
FREE copy of the New ay, 
— | 


Champion Catalog. ~~ 








CHAMPION PNEUMATIC MACHINERY COMPANY, 846 NO. PLEASANT, PRINCETON, ILLINOIS 
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tal of 2,760 lbs. through the use of 
3,500 lbs. of aluminum alloys in chas- 
sis, cab, wheel and engine applica- 
tions. 

Peterbilt Motors Co. has been us- 
ing aluminum alloys for all models of 
heavy duty highway trucks since 
1939. A 1950 model saves a total of 
1,750 lbs. of dead weight through the 
use of aluminum. 

Another company that began the 
use of aluminum in 1939 was Freight- 
liner Corp. which now has the White- 
Freightliner trademark. 

Mack Mfg. Co.’s 1950 model and 
subsequent ones use a large quantity 
of aluminum alloy in both cast and 
wrought form. This model has a tan- 
dem driving axle and about 2,300 lbs. 
of weight has been removed by us- 
ing 2,100 lbs. of aluminum alloys. 


International Harvester Co. has en- 
tered the light weight tractor field 
with two series of trucks. Light 
weight engine parts, transmission 
cases, and driving axles make use of 
aluminum to cut weight. 

In a summary of weight-savings 
possible by the use of aluminum in 
place of steel, the authors indicate 
that 439 lbs. can be saved on a tract- 
or cab; 1,981 lbs. on the chassis, and 
850 lbs. on the engine and accessories, 
for a total savings of 3,270 Ibs. 

That's a lot of extra payload—pro- 
viding, of course, the states don’t take 
it away with even tighter weight 
restrictions. 


National Tank Truckers 
Seek ICC Rule Exemption 


NPN News Bureau 
WASHINGTON—Board of Direc- 
tors of National Tank Truck Car- 
riers, Inc., has recommended filing of 
petition to Interstate Commerce Com- 
mission to exempt shipper-owned tank 
trailers from the requirements of ICC 
leasing rules. The board said that al- 
though the practice is not actually 
prohibited by new rules, it would in- 
volve so much red tape it would be 
extremely unattractive to shippers. 
An official of the organization also 
said that from a further study of 
leasing rules he had reached the con- 
clusion that trip leases are permitted 
except when leased equipment is op- 
erated for carrier by the owner of the 
vehicle. In other words, only equip- 
ment with drivers is subject to 30-day 
minimum. 


Tank Car Charges Seen 
NPN News Bureau 
WASHINGTON—Tank car charges 
on refined petroieum products have 
been excepted from a request of 15 
railroads in California to boost com- 
modity rates by 9% in order to bring 
them up to a 15% level of general 
increases authorized in April, 1952, 
by the Interstate Commerce Commis- 
sion. The railroads said the petro- 
leum exception was made “for com- 

petitive and other reasons.” 
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NUMBERED PINS are used to locate each customer on map in warehouse office. 

S. R. Parker, Jr. (with pencil) shows truck driver Robert Dew where to make delivery. 

Map is of Angelina County, Texas, Mr. Parker’s territory (3/4 inch equals one mile). 
All customers, current or not, are shown on map 


Accounting Turns Loss to Profit 


By MARVIN REID 
NPN Staff Writer 


“Red ink discipline” is something 
S. R. Parker, Jr., a Guif consignee 
in Lufkin, Texas, knows all about. 
He had a taste of it two years ago 
—when rising costs and frozen com- 
missions had him in trouble. 

Today, he’s well over the hump. 
And the way he went about correct- 
ing the situation shows the value 
of a good accounting system to any- 
one in wholesale oil marketing. 

Mr. Parker designed a system to 
help him achieve maximum profits 
at minimum costs. By using it, he 
was able to decrease his costs of 
handling a gallon of liquid products 
by 12.27% from 1950 to 1952. 

Now that his system has reached 
a high efficiency peak, he believes 
during the single year of 1953 he 
can achieve a decrease approximate- 
ly equal to that two-year reduction 
from 1950 to 1952, “barring unfore- 
seen circumstances.” 

Mr. Parker, who first started 
learning the petroleum marketing 
business at the age of seven when 
his father became a commission 
agent for Gulf, has been a consignee 
now for about six years. He has the 
same warehouse and bulk plant that 
his father operated. 

He started setting up a bookkeep- 
ing system when he was first 
“checked in” by Gulf. It has taken 
him a long time to get it the way 
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he wanted it, but now it is a sim- 
plified system that any marketer, no 
matter how large or how small, can 
use. 


Spots Profit Leaks—His system is 
basically one which shows the effi- 
ciency of operation of each unit of 
his rolling stock, his selling, his 
warehouse and his labor. 

He can spot a flaw in his opera- 
tions almost at the time it happens. 
If, say, one of his trucks is losing 
money, he knows about it when 
such a situation occurs, not six 
months or so later, and he can take 
the necessary steps to correct it. 

But probably the best feature to 
many marketers about Mr. Parker’s 
system is that, once it is set up, the 


marketer can devote his time to call- 
ing on customers or other work, and 
detail the “paper” work to some- 
body else. 


A consignee, of course, really 
needs two sets of accounts—one for 
the records his supplying company 
requires him to keep on company 
equipment, products and money re- 
ceived, and one on his own operat- 
ing costs and profits. This article 
deals primarily with Mr. Parker's 
personal accounting system on his 
costs of operation. 


In 1947, 1948, 1949 and 1950, Mr. 
Parker saw his labor costs, his au- 
tomotive costs, and all other costs 
going up and up. His gallonage was 
building some, but his commission 
was remaining the same. His profits 
were growing smaller, until in 1950, 
he hit the “red ink.” 


That was when he realized how 
valuable a system would be that 
would give him detailed informa- 
tion about all operating costs. 


Cost Breakdown—Using a basic 
classification of four main accounts, 
broad enough to embrace the whole 
of all conceivable expenses encoun- 
tered by the marketer, the system 
can be broken down by sub-accounts 
and carried to infinite detail by the 
simple device of codification of all 
accounts and sub-accounts. 


Following is how it can be set up, 
showing first the four main ac- 
counts, and then how they can be 
broken down further. The figures are 
not on operations by Mr. Parker, 
but are used merely to explain the 
system. 


A marketer is doing 80,000 
gals. of light oil business per 
month. His own personal equip- 
ment includes one $3,000 tank 
truck, with a four-year life ex- 
pectancy, and one $1,600 pick- 
up truck, also with a four-year 
life expectancy. 

He has two employes, a ware- 
house clerk and a driver, both 
making $200 per month. 


All his other equipment, such 
as bulk plant property, his ware- 
house, the products he receives 
from his supplying company, are 


Hypothetical Marketer’s Cost Analysis 


Unit No. 1 


(Tank Truck) 


Direct automotive 


$ 125.63 
Direct labor 


180.00 
(90% ) 
$ 305.63 


$ 346.28 
(83%) 


$ 651.91 


Total direct costs 
Indirect costs 


Total costs 


Commissions earned $1,080.00 
(83%) 


Net profit $ 428.09 


Unit No. 2 
(Pick-up) Warehouse 
$ 0 
4.00 
(2%) 


$ 4.00 


Totals 
$ 46.61 
16.00 
(8%) 
$ 62.61 


$ 66.76 
(16%) 


$129.37 


$203.00 
(16%) 


$ 73.63 


$ 172.24 

200.00 
(100% ) 
$ 372.24 
$ 4.17 
(1%) 


$ 8.17 


$ 417.21 
(100%) 


$ 789.45 


$13.00 
(1%) 


$1,296.00 
(100%) 


$ 4.83 $ 506.55 
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*““PARKER NO. 1”-—S. R. Parker, Jr., is shown with tank truck he designed for hauling 
1,050 gals. of gasoline and kerosine, plus package goods 


all owned by that supplying 

company. 

Using the code system, he can 
keep a monthly summary of his 
costs by breaking his expenses down 
into four main accounts, as follows: 


100—Automotive .. . $172.24 
200—Operating and ‘administrative. «+ 171.21 
300—Selling ..... we 35.00 
400—Labor ............ 411.00 

Total Expenses . $789.45 


Of course, this won’t tell the mar- 
keter very much. It will show him 
how much money he is putting out 
on these four basic accounts, but 
in order to know how much he is 
expending in detail, so that he can 
spot a bad unit, he needs to break 
these main accounts down into item- 
ized sub-accounts. 

Coding Extended — The following 
listing shows what can be done, with 
this same marketer: 

The code system used here has 
the first digit as the main account 
number, the second digit as the unit 
number (such as truck 1 and truck 
2) and the third digit as the item 
number. 


100-— Automotive 
110—Unit No. 1 








111—-Gasoline $32.62 
112—Oil ..... kee 2.40 
113—Tires and “tubes” - —O- 
114—Repairs .......... ~O- 
115——Depreciation ... 62.50 
116—License fees 8.66 
117—Insurance 12.45 
118—Taxes ..... 4.00 
119—Miscellaneous” 3.00 
$125.63 
120—Unit No. 2 
121—-Gasoline ere F 
122—Oil ... nee —O- 
123—Tires and tubes” steer -O- 
124—Repairs ........... —0- 
125—Depreciation 33.33 
126—License fees 1.46 
127—-Insurance ........... 4.90 
128—Taxes .......... - 2.00 
129——-Miscellaneous ........ 1.50 
$46.61 
‘Total automotive -expenses oveces QUEM 


200—Operating and administrative 


210—Utilities 
211—Water 
212—Gas_ ....... 
213—Electricity 





220—Communications 
221—Telephone and 
graph wane 
222—Postage av 
223—P. O. box 


tele- 


230—Stationery and office 
supplies. oe r 
240—Stock shortages. “eT e Te 
250—-Damages .... 
260—Property and “equipment 
261—-Taxes ... 
262—Insurance . 
263—-Maintenance 
264— Interest 


265—Depreciation 5 : ; : e- pes 


266—Supplies 


267—Miscellaneous installa- 


tions .... 
eae wa crating, “ship- 


ng a 
269— bo ETERS if Gr 


270—Financial 
271—Interest on borrowed 


capital 
280—General 
281—Tools 


282—Traveling ........... 
283—Publicationgs ........ 
284—-Repairs et 
285—-Supplies . 
286—Services . +" 
287—Transportation ‘and 
MD 2a necewestdeies 0 
288—Associations 
289—Miscellaneous 


290—Rents and leases ...... 


Total operating and administra- 
tive expenses 


300—Selling 
310—Advertiging and sales 
promotion 
311l—Radio ....... ee sees 
312—-Newspaper .......... 
SE 5. a Nis wsdes iseus 
314—-Entertainment 
315—Donations .......... 
316—Novelties, etc. 
317—Tr. & Instr. 
318—Dealer aids 
319—Miscellaneous 


Total selling expenses 





. $15.00 


10.00 
1.50 


$26.50 


.30 


. $ 5.00 
0 
-0- 

$ 1.00 
2.50 


4.60 
~o- 





$46.60 
—0- 


. $171.21 


400—Labor 
410-—Direct 
411—Operator of tank 
trucks és 200.00 
$200.00 
420—Indirect 
421—Clerk .... 200.00 
422- Compensation ‘and 
— liability insur- 
anc o2 ° _ 5.00 
423 Social security ‘tax... 6.00 
$211.00 
Total labor expenses $411.00 
Total expenses for month ..... . $789.45 


Now, after the marketer has kept 
these records on his costs for each 
month, he can get a cost analysis 
(see table on p. 89). 

This marketer can see now that he 
did make a net profit on all main ac- 
counts. But, say he had three or 
four trucks, and one of them lost 
money during the month, he could 
see it and take the necessary steps 
to correct the situation. 

Also, with this net commission 
figure, plus his monthly gallonage 
of 80,000, he is able to get his ratio 
of total net profit to light oil gal- 


lons (in thousands) as follows: 
$506.55 
—— equals $6.33 per thousand. 
80 


All the expenses of the automo- 
tive group are charged to that ac- 
count, with same applying to op- 
erating and administrative, selling 
and labor. 

The designations of direct and in- 
direct charges mentioned refer to 
charges against delivery, based on 
the reasoning that by far the great- 
est cost of operation of the mar- 
keter is his delivery costs and that, 
therefore, all costs are related to 
delivery either directly or indirectly. 

Of course, daily general ledger ac- 
counts records have have to be kept 
to get these monthly summary fig- 
ures. 

Not TBA—Tires, batteries and ac- 
cessories are not included in this 
marketer’s profit and loss bookkeep- 
ing system, but only liquid products. 
TBA could be included, however. 

Mr. Parker doesn’t need a lot of 
equipment to use his system, al- 
though a large company could easily 
use card system accounting machines 
with it. 

In fact, his accounting equipment 
(as far as machinery is concerned) 
consists of one electric adding ma- 
chine and one manual calculator. 


Only First Step — Mr. Parker 
points out that a good accounting 
system is not an end in itself. A 
good system, he believes, will reveal 
a marketer’s troubles, but it is then 
up to the marketer to take steps 
to improve his operations. 

In other words, the best of book- 
keeping will be a waste of time, un- 
less the marketer can correct the 
weaknesses pointed out to him. 

At one time since Mr. Parker took 
over as a Gulf consignee just before 
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the end of World War II, he had 
three truck transports, one pick-up, 
as many as five employes and was 
doing 35% to 40% less business than 
he does today with one transport, 
one pick-up and two employes. 


He is getting today about 18% 
of the total market in Angelina 
County, although there are nine 
other consignees or jobbers operat- 
ing in this territory. And that one 
driver of his not only makes de- 
liveries to the 16 service stations 
he supplies, but takes care also of 
the deliveries to farmers, contrac- 
tors, etc. 

Through his accounting system, 
Mr. Parker saw where he could op- 
erate efficiently with two employes, 
provided he could get two top-notch 
men. His two employes today real- 
ize the value of the continuous 
checks that he wants made on his 
operations. 


System Pays Off — In February, 
1950, when the net profit from his 
business reached a low point, he had 
two transports and one pick-up, two 
full-time employes and a part-time 
driver. 

His accountmg system proved its 
value here, because it showed him 
that his part-time driver and one 
transport actually were costing him 
money. 

In effect, his other transport, his 
pick-up and his two full-time em- 
ployes were having to “support” the 
part-time worker and the “sick” unit. 

After finding his trouble, however, 
he still had the problem of determin- 
ing what to do about it. Could he 
cut out that truck and employe, and 
still give the maximum of service 
to his customers? Could one driver 
handle one transport and make all 
deliveries moreé” efficiently? If so, 
what size transport would be needed 
to get the job done properly? 

He started out on the assumption 
that he could cut out the extra truck. 
It so happened that about this time, 
his part-time driver went into the 
Navy, and that helped him to make 
up his mind. 


New Truck Needed—cChecking de- 
livery figures, he saw where he 
would need a transport with a ca- 
pacity of at least 2,000 gals. in or- 
der to make all deliveries promptly. 
He then checked to see what the 
minimum size truck would be re- 
quired to transport that much oil at 
the least possible cost. 

He settled on a two-ton trans- 
port, with his past automotive re- 
pair records indicating to him that 
this size vehicle would handle a 
2,020-gal. tank without being over- 
loaded. 


But he needed space on this trans- 
port to carry at least three drums 
of oil since he allows a discount for 
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this amount and many of his cus- 
tomers take advantage of it. 


The tank trucks he had seen in 
the past didn’t fill his requirements, 
so he designed the type of tank he 
wanted, and had it custom-made. To- 
day, this tank is manufactured by a 
firm in Tyler, Tex., and is known 
as “Parker No. 2.” An earlier tank 
Mr. Parker designed is known as 
“Parker No. 1.” 


The truck has a small bed in back 
of the tanks, which will haul enough 
canned oil to his quantity-buying 
customers. He has found that his 
customers seldom order over three 
drums or 250 cases, but when they 
do, then the pick-up has a job. Usu- 
ally, his driver serves most customers 
at one trip. 


Employes—-Robert A. Dew, his 
driver who is a lad not much “big- 
ber than a minute,” as they say in 
East Texas, handles this one trans- 
port and pick-up. He works 10 hours 
a day, but is so good at regulating 
his delivery trips that Mr. Parker 
generally leaves this up to him en- 
tirely. 


His one other employe, Herman E. 
Miller, handles all the duties at the 
bulk plant, being a warehouseman, a 
clerk and a cashier. He, for the most 
part, handles Gulf’s records. He was 
with Mr. Parker’s father, and has 
been with Mr. Parker himself since 
he took over. 


Mr. Miller has never been charged 


4, tele ~., 


with a loss of package goods since 
Mr. Parker has been a consignee. 


Tracking Supplies—The two em- 
ployes double-check on supplies when 
they are received from Gulf, and also 
on customer deliveries and receipts, 
to keep losses at a minimum. 


For instance, when a customer 
calls in an order for package goods, 
it is filled (on a form that Mr. Park- 
er designed) either by the driver or 
warehouseman, It is then checked 
while being transferred to a Gulf in- 
voice and loaded. The driver re- 
checks the invoice when he delivers 
the order. 

When the driver returns to the 
warehouse, he hands the money re- 
ceived over to the cashier, and it is 
checked at that instant, not at the 
end of the day. Im this way, any 
error that has been made is caught, 
the transaction is still fresh in the 
minds of the driver and the customer, 
and there is a better chance of cor- 
recting it. 

There are forms Gulf supplies to 
show how much inventory is on hand 
at the end of the month, how much 
is supplied to customers and how 
much is received from Gulf during 
the month. 


Equipment Checks—But Mr. Park- 
er has his own system to account for 
all company equipment that he is 
charged with at all times. 

All equipment in his territory is 
charged to him until it moves out 


i : etd 
y : ga Be Sets - “ “i Fh : 
“PARKER NO. 2”—This truck was designed by S. R. Parker, Jr., to meet need for 
shaving delivery costs in 1950. Rear bed holds three drums of oil. Actual compartment 


capacity now totals -2,020 gals. On right side near cab are kerosine pump and meter. 
On left side are gasoline pump and meter, Gravity drop for gasoline is at rear 
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Order your NPN 


Spring Lube Sales Boosters! 


Lube facts—not company or product identified promotion 
literature—prepared for the marketer, to be given by the 
dealer to the motorist! Powerful sales ammunition aimed 
to increase lube sales profits. These leaflets and pamphlets 
provide sales punch at the pump island—recommended 
as pass-out literature at county fairs, petroleum displays, 
at dealer meetings and as direct mail lube for sales pro- 
grams. Space provided for dealer hand-stamp or imprint. 


MOTORIST PROMOTION 


Four individual four-page leaflets, 54 x 8%”, to be used 
in an extended lube sales campaign—one part handed 
out at the pump island every week or ten days to every 
motorist who drives in for service. Order by Part number. 


Part |: How Motor Oil Keeps Engines Young 


Part Il: When Motor Oil Gets Dirty— 
It Needs a Change 


Part Ill: Why Cars:Need Lubrication 
Part IV: It Costs Less To Buy More Oil 
OIL—YOUR CAR AND YOU (pamphlet) 


The above four articles in 16-page pamphlet provides 
powerful sales push for concentrated lube sales programs. 


SALES TRAINING HELPS 


“Lubrication Sales Boosters”—each of the four Parts, 
described above, of the customer education and promotion 
series of lube sales boosters are available in regular re- 
print size, 8% x 11”, three-hole punch for standard note- 
book and sales manuals. Order by Part number. 


“Lubrication Can Be Sold’”—semi-technical eight page re- 
print from NPN, 8% x 11”, written specifically for job- 
bers, service station operators, and sales-service clinics, It 
tells how to sell lubrication, points out sales tips, why and 
how regular lubrication reduces automotive maintenance. 


“1000-Mile Oil Change Is A Must”—reprinted from NPN, 
six page, 8% x 11” size, laboratory report by W. F. Wei- 
land, Professor of Mechanical Engineering at the Uni- 
versity of Nebraska. It reports the results of experiments 
on lube stability vs. corrosion which proved that a 1000- 
mile oil change prevents excessive engine wear. 


HOW TO ORDER 


Send your request on regular company or business letter- 
head. Shipping and billing will be completed within one 
week. Special prices are available upon request for orders 
of 10,000 or more. Minimum order: $1.00. 


Lube Sales Boosters—Part I, Part ll, Part Ill, Part IV 


Leaflets: each 100: $2.50 each 1000: $20.00 
Pamphlets: 100: 8.00 1000: 40.00 
8% x 11” Reprint 100: 2.50 1000: 20.00 


“Lubrication Can Be Sold”—8 page, 8 x 11” reprint 
Single copies: 25c 100: $2.50 1000: $20.00 


“1000-Mile Oil Change Is A Must”—6-page reprint 
Single copies: 25c 100: $2.50 1000: $20.00 


Order from the Reprint Dept. 
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of the territory. It makes no dif- 
ference if it is a storage tank at 
his bulk plant, or an underground 
tank at one of the service stations he 
supplies. 

To keep this record accurate, he 
has a leather-bound, tabulated file 
book that shows, first, when the 
equipment moves into his territory, 
its serial number and its disposition. 


Basically, this “equipment register” 
accounts for all of Gulf’s equipment 
at all times. It not only reduces 
chances of losing equipment, but 
helps Mr. Parker keep a constant 
check on customer buying habits. 

If it is an underground tank in- 
stalled at a service station, his rec- 
ord shows when the tank was moved 
from his warehouse for installation. 


The customer card in back of the 
book, then, shows the customer has 
the tank and his frequency of orders 
for products. If Mr. Parker hasn’t 
been getting these orders, he checks 
with the customer. If some other 
company is supplying him, he wants 
to get Gulf’s tank back. 


With Gulf furnishing most of the 
equipment, and since products are 
consigned to Mr. Parker for delivery 
to customers, he does not have to 
worry much about how much he has 
tied up in inventory. His expenses 
are his labor, operation of his bulk 
plant and delivering of products. 


Also, since he was born and raised 
in Lufkin, he knows just about every 
farmer and other potential customer 
living in Angelina County, so he 
doesn’t bother about keeping any- 
thing like a customer prospect list. 


Eye on Credit—He does not extend 
credit to customers on his own. Gulf 
does in some cases, but he believes 
that if a customer is not eligible for 
credit from Gulf, then he is not a 
good enough risk for him. 

He checks customers applying for 
credit, appraises them from his own 
knowledge and from reports from 
local credit agencies. He then either 
recommends approval or disapproval 
when forwarding the application to 
Gulf. 

His batting average on credit cus- 
tomers has been good. Only 20% 
of his sales are made on credit, but at 
the end of December, 95.8% of that 
20% of accounts was current, with 
only 4.2% past due. 

He does keep a check on credit 
customers, knowing what amount of 
credit igs authorized to a customer, 
since if he does supply over the 
amount authorized and the account 
goes bad, it is charged to him. 

It is also his job to make an effort 
to collect a bad account. 

Mr. Parker has no home heating 
business in his territory, since nat- 
ural gas and LP-gas takes care of 
this market. His service station busi- 
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ness accounts for the bulk of his 
gallonage, but he thinks he has 
roughly 50% of the farm business 
in the county. 

He has his business set up now so 
that he can devote most of his time 
to contacting customers. His ware- 
houseman handles Gulf’s records; his 
brother-in-law, a CPA, handles his 
personal costs and profits records. 
He has attained a high peak of ef- 
ficiency, and will tell you today that 
had he not set up his accounting 
system to show him how he could 
make more profit, he wouldn’t be in 
business now. 


Higher Costs—-He believes there 
are constructive steps both supply- 
ing companies and wholesale mar- 
keters can take to solve the many 
problems facing marketers today, 
the main one of which is the rising 
costs of operation in face of more 
or less “fixed” commission rates. 

After graduating in 1932 from 
Washington and Lee, where he wrote 
a thesis on “Modern Methods of 
Marketing Gasoline” he worked for 
15 years with various major com- 
panies in their research, pipe line, 
land leasing and accounting depart- 
ments. 

“T can see both sides of this thing,” 





he says. “The companies need to 
help their wholesale marketers in- 
crease their profits, but the marketer, 
on the other hand, should strive to 
make his operations just as efficient 
as possible.” 

He figures that if he can save a 
dollar by cutting his costs, then he is 
helping both himself and his supply- 
ing company. 


New Book Is Working Manual 
On Industry-Labor Relations 


Conciliation in Action—Principles and Tech- 
niques, by Edward Peters; 266 pages; 6 x 9 
in. stiff cloth binding; published by Nationa! 
Foremen’s Institute, Inc., New London, Conn., 
$4.50. 


“While I don’t live by industrial 
relations, I sure as hell can die by 
them,” a manufacturing vice presi- 
dent told Edward Peters, pointing up 
the important position they occupy 
in industry. 

Mr. Peters is a California state 
conciliator who has participated in 
every major West Coast dispute in- 
volving the oil industry and labor 
since 1947 and has been active in ma- 
jor and minor labor disputes in other 
fields as well. 


Mr. Peters examines the function 


Quick, Easy Starts, regardless of frigid weather 
conditions. Engine is already warmed up, with 
full power, ready for the road. 


of conciliators in collective bargaining 
and reviews the whole picture of 
labor-management negotiations from 
the standpoint of the neutral party. 
In so doing, he explains the fine 
points and techniques of this com- 
plicated business. 

Classified as a “working manual,” 
the book is aimed at company man- 
agers and supervisors, shop stewards, 
employe committeemen, union busi- 
ness agents and conciliators. It has 
been divided into two parts: “Dy- 
namics of Industrial Strife” and 
“Conciliation Technique.” 


Random headings give an idea of 
points covered: short-term and long- 
term goals in the power conflict; 
three alternatives for breaking a 
deadlock; real vs. false pressure; con- 
veying a position; human relations 
vs. business economics (“labor rela- 
tions is the art of finding the middle 
ground between [them],” writes the 
author); three requisites of a con- 
ciliator: experience, objectivity and 
impartiality. 

Illustrative examples are drawn 
from actual but unidentified cases, 
including those involving oil industry 
negotiations. Mr. Peters writes in an 
easy style that makes for quick read- 
ing and comprehension. 


Via Electric Plug-in, KIM draws cold water 
from engine, heots it, forces it back into engine 
at another point. 


KIM Hotstart electric pre-heaters 
are sold and installed by leading 
automotive suppliers. Get the jump 
on cold weather trouble by seeing 
them for detailed information, or 


fill in and mail the coupon. 


KIM HOTSTART MPG. CO. 
West 917 Broodway, Spokone 11, Wash 


Please send literature, prices, name of local KIM dealer 


Nome 





Warm Engines End Need for Heated Ter- 
minals. KiM does not interfere with circulating 
systems or use of anti-freeze. 


Four Sizes — quickly installed on trucks, tractors, 
autos or stationary engines — diesel or gas. Thou- 
sands of users from coast to coast. 
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Mr. Doepel, Jr. 


At 25, Robert F. Doepel, Jr., is a 
seasoned member of the oil jobbing 
industry. He has worked at every- 
thing from stock room and mainte- 
nance jobs (at the age of 12) to 
crewing on an oil towboat. (Just ask 
him what it’s like to scrape paint 
off a barge deck!) 

Now as purchasing agent of Braun 
Bros. Oil Co., Winnetka, Ill., he also 
works with the transportation and 
sales divisions of the barge terminal 
operations and holds the unofficial 
title of advertising manager. 


Braun Bros., founded in 1924 by 
Bob’s father, Robert F. Doepel, Sr., 
and Carl and Phil Braun, operates 
over the entire Chicago territory 
with main offices at Winnetka. The 
company specializes in heating oils 
and heating equipment installation 
and service. 

Bob attended Marquette University 
in Milwaukee. During World War 
II, he served with the Army in Italy 
in petroleum supply and distribution. 
He is a Boy Scout leader, a mem- 
ber of the Rotary Club and the 
Chicago Oil Men’s Club. 

Bob says he is still enjoying the 
“freedom” of bachelor life and spends 
his free time skiing and sailing his 
own “International 110” sloop. 

* - * 


William F. Matson of San Francis- 
co has been named assistant general 
credit manager of Tide Water As- 
sociated Oil’s western division. Walter 
J. Diehl, formerly district credit man- 
ager at Seattle, moves to the San 
Francisco general offices as whole- 
sale credit manager. 

Francis M. Walkup of Sacramento 
has been transferred to Seattle as 
district credit manager there. 


Clarence J. Kurz, formerly general 
sales manager for the National Re- 
fining Co., Cleveland, has been ap- 
pointed vice president. 


Mr. Kurz joined the company 38 
years ago as a salesman. He later 
served as sub-station manager, di- 
vision sales manager, and general 
sales manager. 


* + + 


Carl R. Jonswold, executive vice 
president of Arrow Petroleum Co., 
Chicago, has been elected president 
of the Burning Oil Distributors Assn. 
of Chicago for 1953. 


Other officers elected include: J. K. 
Curra, vice president of Suburban Oil 
Co., as vice president; J. E. Guil- 
bault, president of the South Side Pe- 
troleum Co., as secretary; I. L. Schur- 
man, president of the Consumers Pe- 
troleum Co., as treasurer. 

Elected directors were J. E. Ander- 
son, president of Racine Fuel Co.; 
C. E. Lund, vice president of Lunoil 
division, H. N. Lund Coal Co.; and 
James Lupori, treasurer of Bell Oil 
Co. 


* * * 


Next week, Rear Admiral H. B. 
“Min” Miller (U. S. N. retired) will 
return to his old post as executive 
director of the OTIC. For the past 
year he has been on leave of absence 
as president of the National Commit- 
tee for a Free Europe. 


* * * 


C. B. Bradford, distributor for the 
Seaside Oil Co., in Modesto, Calif., 
has decided to retire from the oil 
business because of ill health. His 
distributorship is being taken over by 
A. M. Duckart. 

Mr. Bradford has resigned from the 
board of directors of the California 
Petroleum Distributors Assn. 


E. R. Smith, formeri:y manager of 
marketing for Carter Oil Co., has 
been appointed area contact repre- 
sentative for Jersey Standard’s North 
American and Caribbean affiliates, 
effective March 1. 


C. D. Hill of Denver, who has been 
Mr. Smith’s assistant, will become 
manager of marketing for Carter, 
also effective March 1. 

* = + 

J. C. (Julius) Evans is now sales 
manager for The Akin Gasoline Co., 
manufacturers and marketers of nat- 
ural gasoline and refinery products 
in Tulsa, Okla. 

Mr. Evans was formerly with Bare- 
co Oil Co. 


* * * 


William H. Plank is district secre- 
tary in charge of the Liquefied Pe- 
troleum Gas Assn.’s new district of- 
fice in Harrisburg, Pa. The office 
will serve Pennsylvania, New York, 
New Jersey, Maryland, Delaware, 
Virginia and West Virginia. 

Mr. Plank is a former LP-gas deal- 
er in Hollidaysburg, Pa. 


Glenn G. Nielsen of Logan, Utah, 
has taken on the distributorship of 
Tide Water products. 


* * * 


Three new PAD deputy directors 
are, R. Rea Jackson, Socony-Vacuum, 
New York, director of refining di- 
vision, Richard E. Nelson Jr., Stand- 
ard Oil (Indiana), Glencoe, Ill, di- 
rector of supply and transportation 
division; and Paul E. Kuhl of Pel- 
ham Manor, N. Y., director of for- 
eign refining division. 

. * * 

Albert H. Bingham, Ethyl Corp., 
Cleveland, will be guest speaker at a 
meeting of the Desk and Derrick 
Club of Cleveland, Feb. 24. 





CINCINNATI OIL CLUB officers for 1953 are, left to right, secretary Robert L. 

Peters of Oil-Kraft, Inc.; president, E. L. Mahoney, of Ashland Oil and Refining; 

vice president, James C. Krumme, of Tresler Oil Co.; and treasurer, Walter Rowan 
of Standard Oil ‘(Ohio), all of Cincinnati 
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CHATTING BETWEEN SESSIONS of recent meeting of Kansas Oil Men’s Assn. are 
(left to right) Keith Kocher of Clay Center; D. B. Egbert of Hutchinson; Lyle Killion 
of Wichita and Bob Kent of Salina. All are association directors 


KANSAS JOBBERS—Wayne Young of Springfield, (left) emphasizes a point in 
discussion with Fred Whiteley of Columbia, (center) and Leo Barry of Kansas City. 
Mr. Barry is newly elected director, others are holdovers to board 


LEADERS among Kansas oi) men are these directors of Kansas Oil Men’s Assn. 

(front, left to right): A. F. Geyer of Waterville and William B. Dalton of Topeka; 

(rear) Von Friend of Little River; R. H. McClellan of Anthony, and Elmer Kliesen 
of Dodge City 
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Ronald D. Gibbs has retired as vice 
president in charge of transporta- 
tion and‘ distribution for Union Oil 
Co. of California. E. L. Hiatt, for- 
merly assistant to Mr. Gibbs, has 
been appointed manager of trans- 
portation and distribution. 

+ . . 

E. D. Sheffe, general traffic man- 
ager for Esso Standard, will be a 
principal speaker at the fifth annual 
convention of the National Tank 
Truck Carriers, Inc., April 16-20, at 
the Boca Raton Hotel, Boca Raton, 
Fla. 

* * * 

Three executives named to fill di- 
rectorships in the Petroleum Club 
of Los Angeles are: David E. Day, 
vice president, Richfield Oil; Ed J. 
Hamner, California area manager, 
Humble, and A. C. Rubel, vice presi- 
dent, Union Oil. 

They will succeed retiring directors 
E. Fred Davis, petroleum consultant; 
Rollin Eckis, chief geologist, Rich- 
field, and P. S. Magruder, executive 
vice president, General Petroleum. 
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treasurer; B. A. Brown of Richland, vice president; Melvin Hall of Noel, president; John Rupp of Chillicothe, secretary, and 
Robert W. Hadlick of Jefferson City, executive secretary 





MISSOURI CONVENTION--T. O. (Doc) Haggard of Kirksville (center), who 

spoke on jobber panel at recent convention of Missouri Petroleum Assn., shakes hands 

with Joe E. Huber of Perryville, while W. P. Stevenson of Kahoka, Jooks on. All 
are directors of association 


The Missouri Petroleum Assn, at 
its recent Kansas City convention 
wasted little time in availing itself 
of the unique services of Leo Barry, 
former major company executive who 
resigned to become an Independent 
jobber last summer. (See NPN, Aug. 
20, p. 31). Mr. Barry, now head 
of the Barry Petroleum Co., Kansas 
City, was elected to the asscciation’s 
board of directors at the first con- 
vention he ever attended as a jobber. 
He was division manager of Phillips 
for 13 years at Kansas City before 
fulfilling a lifelong ambition to be- 
come an Independent jobber. 

* * * 
“Two old timers whose blood still 
runs thick with oil were very much 
in evidence at the Missouri conven- 
tion. They are Norman Bassett of 
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St. Louis, former Shell executive who 
retired 10 years ago, and Jay W. Wil- 
son, former Indiana Standard division 
manager at Kansas City, who retired 
some three years ago. Both were 
renewing old acquaintances, recalling 
anecdotes of past years, and discuss- 
ing what the future would bring for 
the oil industry. Each said he expected 
to be around for many more con- 
ventions of MPA. 


* * * 


Also attending the sessions were 
two retired jobbers, Joe A, Salter of 
Kirksville and A. L. Taylor of Boli- 
var. Mr. Salter recently disposed of 
his properties to the Doc Haggard 
and Son Oil Co., Kirksville, while 
Mr. Taylor previously had sold out 
to Melvin Hall of the Melvin Hall 
Oil Co. at Noel, association president. 


Mr. Hall's first job in the oil indus- 
try was as a tank wagon driver in 
1934 for Mr. Taylor. 

Mr. Salter resigned as a director of 
the Missouri association, a post he 
had held for many years. Numerous 
Missouri jobbers paid high tribute 
to Mr. Salter for his years of serv- 
ice and expressed deep regret that 
his retirement from jobbing forced 
him to leave the board of directors. 


* * * 


P. A. Haifleigh, who spent 45 years 
as a farmer and livestock dealer be- 
fore deciding to become an oil job- 
ber, attended the Kansas City con- 
vention. Without any previous ex- 
perience in the oil business, Mr. Haif- 
leigh bought an 18,000-gal. bulk plant 
17 months ago at South Lineville, 
Iowa, and became a Phillips jobber. 
He operates one service station and 
supplies another. 


* * * 


Presidents of three local oil men’s 
clubs sat at the speakers table and 
spoke briefly to Missouri jobbers. 
They were Jay Young of the Oil 
Men’s Club of Kansas City; A. Jack 
Becker, Becker Marsden Co., Oil 
Men’s Club of Greater St. Louis; and 
Wayne Young, J. W. Young & Son 
Oil Co., Oil Men’s Club of the Ozark 
Empire, Springfield. 


* * * 


Joseph D. Labrie has been named 
commercial department manager of 
Shell Oil’s Los Angeles marketing di- 
vision, replacing P. N. Fitzgerald who 
has been transferred to the com- 
pany’s San Francisco office as na- 
tional accounts representative for the 
Pacific Coast. 
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PAYLOAD CHAMPION 
OF THE RURAL SCENE! 


Wherever maximum payload, minimum 
operating expense, roadability, greater display 


of accessory items and safety are important e aR 
factors—here you'll find a job designed for 
FARRELL. 


Write today for FREE information on OLIET, 
FARRELL truck-tanks and semi-trailers ... ! rE ILLINOIS 
Built Best to Deliver Best! 


LEAVE YOUR PETROLEUM TRANSPORTATION PROBLEMS ON OUR DOORSTEP... 





An eternal search for new oil reserves sometimes takes geological crews over water. For such exploration, these 
Sun Oil Company “marsh buggies” are useful. Amphibious, they are equally at home on land or water. 


To Bring You Quality Products 


When you buy from Sun, you can be sure of quality 


and good supply. One big reason is Sun’s continuing 
program of expenditures for new and expanded pro- 
duction, transportation, manufacturing and marketing 
facilities, and for the search after new crude oil sources. 
This totaled $110,000,000 in 1952—the largest in the 


An airview of the lubricating oil plant at Sun’s Marcus 
Hook Refinery. Here millions of dollars’ worth of modern 
processing equipment is used to turn out more than 
400 finished petroleum products. 


Company’s history. Some of these undertakings have 
been completed, others are still in progress. Such 
efforts result in greater volume of even better quality 
products for sale under your own brand name. 


SUN OIL COMPANY eainavecenia s, pa. 


in Canada: Sun Oi! Company Ltd., Teronte and Montreal 


To insure proper lubrication of automotive engines, 
viscosity is important. Here a Sun technician deoake 
the viscosity of a finished motor oil on a kinematic 
viscosimeter. 


Sun supplies a complete line of lubricating oils and greases; 
finished SAE oils; base blending stocks; finished greases; 
and grease bases for sale under your own brand name. 





